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but not homeless 


eeethanks to 
a farsighted bank! 


What a relief that foreclosure wasn’t necessary. What 
satisfaction to know that you saved a home for a fatherless child. . 
And what a great forward step in community relations. 
Federal’s Mortgage Life Insurance is solving these difficult 
problems every day for more and more banks. Customers like 
Federal’s Mortgage Insurance because of its complete 
protection at low cost—just a few cents per day added 

to their monthly mortgage payment. 

Banks like the Federal Plan because it is so 

simple, so flexible. It was designed by 

bankers for bankers from almost 50 years of 

experience in the personal protection field. 

. . . Why not make the Federal Plan available 

to your customers. Write Today For Complete Infor- 

mation and Portfolio on Both Federal’s Mortgage 

Plan and Credit Life and Disability Program. 


Complete Credit Life & Disability 
Plans Also Available for Your 
Installment Loan Department. 


Federal Offers You: 


A Custom Designed Plan 
based on a careful study of 
your operations. 


Proven Customer Appeal. 


Simplified Streamlined 
Procedure. 


Complete Flexibility includ- 
ing Health and Accident 
coverage. 


Prompt Service. 
All Promotional Tools. 


HIGHEST RATING 


See Best’s and Dunne’s for 
reasons why Federal enjoys 
their unqualified recom- 
mendation. 


PERSONAL PROTECTION 


HiT SINCE 1906 
JOHN H. CARTON 
President 


HAROLD L. BUCK 
LIFE and CASUALTY COMPANY Credit Diviion 


WOLVERINE FEDERAL TOWER «+ BATTLE CREEK, MICHIGAN «+ SERVICE OFFICES FROM COAST TO COAST : 
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Taken for granted... 


Curious, isn’t it, that the smoother, better running a thing is the less 
people sometimes notice it? Inefficiency advertises itself but efficiency 
is quiet and soft-spoken by its very nature. Taken pleasantly for 
granted along these lines is the transfer of money by check. But 
though the check system itself may be taken for granted, customers 
are quick to appreciate the fine quality of checks lithographed on 
La Monte Safety Papers. This has been the experience of banks the 
world over and it will be the same with your customers. Samples of 
La Monte Safety Papers are available from your lithographer or from 
us direct. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such iNDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 
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Just a Minute 
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Bank Meeting Month 


Tue year’s first month is the time 
not only for good resolutions, but 
for the annual meetings of banks’ 
stockholders. 

In the case of national banks, they 
are required by law to hold these 
sessions “on such day in January 
of each year as is specified therefor 
in the articles of association.’’ Most 
of these articles, it happens, specify 
the second Tuesday in January— 
indeed, that. is the date mentioned 
in the specimen by-laws for national 
banks suggested by the American 
Bankers Association. 

Because of the growth of banks 
and the increasing volume of ac- 
counting procedures required in ob- 
taining a year’s figures, nationals 
occasionally suggest that the meet- 


WILKINSON 


BANKING is a member of the Audit Bureau of Circula- 
tions, the Magazine Publishers Association, Inc., and the 
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ing date be postponed so as to give 
the auditors, comptrollers and ac- 
countants more time for their com- 
pilations. The answer is that under 
the law any day in January can be 
selected, provided the articles of 
association are amended. 

State banks’ meeting dates are 
determined, of course, under state 
laws, several of which specify Janu- 
ary. Exceptions are banks operating 
under old charters that antedate the 
statute. 


Ten Percent Reserves 


One of these is the Bank of the 
Manhattan Company, New York 
City, whose meeting, under the 1799 
charter, takes place on the first 
Tuesday in December. It’s the first 
“big bank” meeting, in the city at 


THIS MONTH’S COVER 


W. Randolph Burgess, Under Secretary 
of the Treasury for Monetary Affairs, 
illustrates a point in his testimony 
before the Subcommittee on Economic 
Stabilization of the Joint Committee on 
the Economic Report. Story about the 
hearings starts on page 41 


Chicago office (John J. McCann), 33 South Clark 
Street, Chicago 3, IIl.; Washington office, 730 
Fifteenth Street, N.W. ‘Subscriptions: $5.00 year- 
ly; Canada, $5.50; foreign, $6.00; single copies, 
50 cents. Entered as second-class matter at the 
Post Office, Philadelphia, Pa., under the Act of 
March 3, 1879. With the exception of official As- 
sociation announcements, the American Bankers 
Association disclaims responsibility for opinions 
expressed and statements made in articles pub- 
lished in this Journal. 


“You’ve got a colossal nerve, Pember- 


ton, visiting me on the bank’s time!” 


least, and thus provides a preview 
of the year’s banking results and 
of management’s views. 

At the 1954 session the chair- 
man, J. Stewart Baker, advocated a 
reduction in reserve requirements to 
approximately 10%. Pointing out 
that the larger New York banks 
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Precision Manufacturers of 
PASSBOOKS FOR — 


Commercial Accounts 
Savings Accounts 

Loan Accounts 

CHECK COVERS FOR — 


End Stub Checks 
Top Stub Checks 
Three-on-a-page Checks 


OPEN END 
l THUMB CUT ENVELOPES 


| A Complete line of — 
VINYL PLASTIC CHECK 
Write for | COVERS and COM- 
samples | MERCIAL PASSBOOKS 
and prices 


IM PASSBOOKS AND” 
today! | FORMS FOR MACHINE. POSTING 


| 


WILLIAM EXLINE INC. 


Street, Cleveland 13, Ohio 


To get the 
true financial 
pucture 


@ Original cost is past 
tense — Replacement 
cost is present tense. 
Property records estab- 
lished and maintained 
by American Appraisal 
Service provide con- 
trol on both bases. 


The AMERICAN 
APPRAISAL 


Company 


Over Fifty Years of Servicé 
OFFICES IN PRINCIPAL CITIES 


must now carry 20% of their de- 
mand deposits in reserves at the 
Federal, while reserve and vault 
cash of all member banks average 
about 16% of net demand and time 
deposits, Mr. Baker said: 

“The Federal Reserve does not 
need such high reserve requirements 
since its powers to alter the Federal 
Reserve rediscount rate and to buy 
and sell U. S. Government secur- 
ities in the open market provide 
adequate means of influencing the 
expansion and contraction of bank 
credit. Credit control through the 
increasing or decreasing of reserve 
requirements is so blunt and harsh 
that the authorities have used it 
very infrequently and with the 
greatest reluctance. Therefore, it 
would seem that the system of flex- 
ible reserve requirements should be 
abandoned and that reserves should 
be fixed by law and not subject to 
change by the Federal Reserve 
Board, even though within restricted 
limits.” 

Mr. Baker said the cut “obviously 
should be put into effect slowly and 
in such a way as to permit the Fed- 
eral Reserve banks to reduce their 
holdings of U. S. Government secur- 
ities simultaneously so that the re- 
duction in reserve requirements 
would not be inflationary and would 
not disturb the interest rate struc- 
ture.” 


Well, Mr. Hurst? 


T wenry-rive first-graders recently 
visited the Dewitt office of the Lin- 
coln National Bank and Trust Co., 
of Syracuse, N. Y. Manager Walt 
Hurst showed them the vaults and 
the counting of large sums of 
money. He told them a little story 
about the importance of saving, and 


“Run over to the coffee shop and get a 
back-to-work movement started”’’ 


“Now that you’ve had a raise, we can 
afford to live as we’ve been living” 


passed along other information that 
seemed to be within the youngsters’ 
grasp. 

Later, during the refreshments, 
he asked for questions. He got, 
among others, this one from a six- 
year-old: 

“Mr. Hurst, we know you have 
this bank, but just what do you do 
for a living?” 


USSR Lost and Found Dept. 


Tue mysterious disappearance of 
some 863 Soviet agronomists from 
collective farms in the Ukraine just 
before the beet harvest has been 
finally explained by a Soviet news- 
paper, says the U. S. Information 
Agency. 

The newspaper, Pravda Ukrainy, 
reports USIA, said that in the midst 
of the USSR’s drive to increase 
farm output, collective farmers were 
without a single expert to super- | 
vise operations. 

“To find them (the agronomists) ,” 
Pravda Ukrainy says, “and to send 
them to the fields for vital work is 
only within the power of the Ukraine 
Ministry of Agriculture. One day 
there were agronomists—and sud- 
denly there weren’t any! The col- 
lective farmers rushed to the oblast 
(regional administration of agricul- 
ture) in Kharkov. They complained 
that someone had stolen their ex- 
perts. 

“That someone is none other than 
the Ukraine Ministry of Agricul- 
ture which had ordered that the ex- 
perts leave the fields to answer some 
3,000 questions on the future of next 
spring’s crop.” 

The newspaper added: “The 
farmers were told: ‘Don’t get up- 


(CONTINUED ON PAGE 6) 
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He’s Dialing 
a Distant City 
DIRECT 


One of the many signs of progress in the 
telephone business is the development of 
Direct Distance Dialing. 


Distance dialing by operators has been in- 
creasing for some time. Last year, operators 
dialed more than 50% of all Long Distance 
calls straight through to the distant tele- 
phones. 

Our objective is to make it possible for 
all telephone users to enjoy even faster out- 
of-town service by dialing their own Long 
Distance calls direct. This will not come all 
at once for it requires co-ordination all along 
the line, as well as new operating and account- 
ing equipment. 


While Direct Distance Dialing is in the 
planning stage for most places, it is now in 
practical operation in more than twenty towns 
in Massachusetts, Maryland, Virginia, Dis- 
trict of Columbia, New Jersey, Pennsylvania, 
Ohio and Michigan. 


Many telephone users in these places can 
now dial their own Long Distance calls direct 
to as many as 14 million other telephones in 
16 metropolitan areas from coast to coast. 


So we're on our way to another improve- 
ment in telephone service. As Direct Distance 
Dialing becomes available in more and more 
places, along with it will come even faster 
service and a greater use of the telephone by 
more and more people. 


BELL TELEPHONE SYSTEM 
DIRECT DISTANCE DIALING is easy and faster. Just by dialing 
three more digits than a local call, many telephone users in certain 
towns can reach as many as 14 million telephones in 16 metropolitan 
areas from coast to coast. é 
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set. The agronomists are alive and 
well, filling out forms!’ ” 


Specie by the Pound 


Tue Tulsa Tribune’s ‘Rambler’ 
column published some facts—of 
the “file and forget” variety—com- 
piled by two staffers of the First 
National Bank and Trust Company 
in that city. 

“First National’s J. D. Kiper and 
Albert Graham, who frequently are 
up to their elbows in specie,” said 
CALIFORNIA * COLORADO * IDAHO the story, “sat down the other day 
KANSAS * MONTANA * NEBRASKA and figured out that cash is not only 
NEVADA * OREGON «+ UTAH hard but also heavy. 
WASHINGTON * WYOMING “The two bankers found that $25 


WATER AND POWER in pennies (2,500 of them) weigh 


In this western area there’s an adequate supply of right at 17 pounds, $100 in nickels 
water and electric power, so essential to industry. (2,000) total 22 pounds, and $500 


LOW UTILITY RATES worth of dimes (5,000 of them) 


help to keep down costs in any industrial or com- weighs 27 pounds. 
mercial project. “Now, how much would you sup- 


AGRICULTUR AL PRODUCTS pose $500 worth of quarters or 


halves would weigh?” the columnist 
Firms that process or pack basic agricultural com- 


modities will find a wealth of farm produce con- asked, answering: ‘27 pounds.” 
veniently near in the “U. P. West.” Messrs. Kiper and Graham ex- 


MINING PRODUCTS plained that a quarter and a half 


Ore and minerals found throughout the West are im- are two and a half and five times as 
portant to many concerns seeking an industrial site. heavy, respectively, as a dime. The 


FOREST PRODUCTS weights of the three coins are in 


; t : the same ratio as their values. But 
The Pacific Coast states, particularly, provide more i m4 i 
than sufficient lumber for building material and wood that’s not so in the case of pennies 


product manufacturers. and nickels, they added. 


LABOR SUPPLY 


It’s a nn wane ee, to be siete to find local, reli- Holidays 
bl 2° t : 
able workers who are “rooted” in this western country Iw 1955 there'll be 74 holi days 


GOOD LIVING CONDITIONS somewhere in the United States, 
“wide open ideal for living its territories and possessions, says 
and a happy home life; a factor to consider in man- . ¥ 
agement-employee relationship. a booklet published by Manufac 

turers Trust Company of New 


RECREATIONAL OPPORTUNITIES 


From the top down, all employees can enjoy a fuller 
life where there are places close by for fishing, hunt- 
ing and other outdoor recreation. 


“So I’d like to start all over—with a 
different business, of course!” 


and ‘TRANSPORTATION 


Union Pacific provides the finest of rail 
service. In many cases, industry trackage 
- can be built where requested. 


If interested in an industrial or commercial 
business site within the area served by U. P., 
write Industrial Properties Department, 
Room 347 Union Pacific Railroad, Omaha 2, 
Nebraska, for confidential information—or 
contact your local U. P. freight representative. 


UNION PACIFIC RAILROAD 


OMAHA 2, NEBR. 
BANKING 
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You’re riding high with 


C B TRAVELERS CHECKS 


When you sell National City Bank Travelers Checks, you get the ENTIRE 
SELLING COMMISSION, %4 of 1%. National advertising pre-sells these 
well-known checks for you. Every advertisement tells readers to buy 
them at their bank. 

When your customers buy NCB Travelers Checks, they‘re off to a 
flying start on any trip, because their travel funds are secure. Whether 
they’re going around the globe or around the corner, they'll find this 
“International Currency” accepted as readily as cash. But it hasn‘t the 
risks of cash because, if lost or stolen, their value is promptly refunded. 
Issued in convenient denominations of $10, $20, $50 and $100, they 
are good until used. 

So for rising profits for yourself and high satisfaction for your travel- 
bound clientele, be sure to sell NCB Travelers Checks. Write for full 


information. 


THE NATIONAL CITY BANK OF NEW YORK 
Bivst in World-Wide Banking 


55 Wall Street, New York 15, N.Y. 


Member Federal Deposit Insurance Corporation 


January 1955 
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5 NEW EXTERIOR TREATMENTS! 


CEDAR SHINGLES give this home its charm. 
No matter what size, what model, what ex- 
terior treatment is chosen, a Coronado is 
easy to build. Factory-assembled wall, ceil- 
ing, and roof panels cut erection time, reduce 
construction costs, and at the same time 
actually improve the quality of these homes. 


HOWARD KETCHAM, nationally recognized 
color stylist, plans the color scheme for every 
United States Steel Homes Dealer. His plans 
mold any size development into one attrac- 
tive community, yet give each home an extra 
touch of distinction. 
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16 BASIC FLOOR PLANS! 


as more investment appeal than ever 


ead home buyer wants his place to pop out from 
those around it . . . to have a personality and 
appearance all its own. This is just what he gets in a 
new Coronado, a product of United States Steel 
Homes, Inc. He can choose the exterior treatment he 
likes best and the floor plan that best suits his family. 
Both right and left hand plans are available . . . with 
a basement or slab foundation . . . with overhead or 
perimeter heating. 
Every housewife will like the ease of housekeeping 
a Coronado. She will like the built-in, ceiling-high 
closets in the bedrooms . . . the convenient linen 
closet . . . the washable walls . . . the efficient kitchen 
with optional dishwasher sink and easy-to-clean wall 
storage cabinets. The whole family will like the spa- 
cious living room, the big bedrooms, the pleasant 
good looks of the home inside and out. 


REDWOOD SIDING in this model adds rich- 
ness, varies texture of front elevation. 
Coronados are available with window wall, 
wide three-section living room window, or 
window bay. 


HORIZONTAL WIDE BOARDS add extra 
charm to this Coronado. Walls of all homes 
manufactured by United States Steel Homes 
are fully insulated at the factory. This keeps 
heating bills low, makes air conditioning 
completely practical anywhere in the U.S.A. 


HERE’S WHY THESE HOMES 

ARE GOOD INVESTMENTS 
United States Steel Homes’ complete, attractive line 
includes the Coronado, the low-cost Champion, the 
luxurious Catalina, and the glamorous Westerner. 
Here are homes for every segment of the low and 
medium priced home market, and every United 
States Steel Homes Dealer adapts his building pro- 
gram to suit the needs and wants of his local market. 
Every dealer is a responsible, local businessman with 
a good reputation as a builder. He gets help from 
United States Steel Homes, Inc. in planning develop- 
ments, and setting up sales programs, and he gets 
national and local advertising support, as well. Write 
for complete information about United States Steel 
Homes’ expanded home-building plans for 1955. 


“Coronado”, “Champion”, ‘Catalina’, and ‘Westerner —trade-marks of United States Steel Homes, Inc. 


United States Steel Homes, Inc. 


GENERAL OFFICES: NEW ALBANY, INDIANA 


SUBSIDIARY OF NETED STATES STE E L corporation 
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Send for a FREE SAMPLE... 


“OUTSELLS ANY OTHER BANK WE HAVE EVER OFFERED”... 


TOM THRIFT 
Crystal Hear 
PLASTIC COIN BANK 


Bank’s name silk-screened in golden yellow on each base... 
No extra charge on initial orders of 150 or more. 
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SELF-LIQUIDATING 
You sell them for $1.25—just what you pay for them. 


BUILDS GOOD WILL 


Wonderful ad for the Bank—in every home where Tom 
Thrift Banks are seen. 


MONEY BACK GUARANTEE on your TRIAL ORDER 


AUTOMATIC SNAP-ON If you display these banks and they do not sell — just 
LOCK TIGHT BASE 
return them for full refund. 


LIBERAL SUPPLY OF ADVERTISING MATERIAL 
BASED ON INITIAL ORDER AND RE-ORDERS 


{ALSO NEWSPAPER MATS) COUNTER CARDS MINIATURE ELECTRIC TURNTABLE 
TOM THRIFT DISPLAYS 


TOM THRIFT ENTERPRISES, P. O. Box 332; New Canaan, Conn. 
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“You should get married, Jane” 


(CONTINUED FROM PAGE 6) 


York. These are in addition to Sat- 
urday bank holidays. 

Many of the holidays are local 
or regional. 


Univac Meets the Press 


Univac had called a press confer- 
ence. He received reporters in his 
highly functional second floor Rem- 
ington Rand office in New York; and 
it there was a certain coldness in 
his welcome, the correspondents at- 
tributed it to the fact that he was 
resting his electronic brain and 
brawn for whatever computational 
ordeal might face him. 

His components—steel and glass 
cabinets, an impressive gadget panel, 
and an apparatus that looked like 
a combination organ and telephone 
switchboard—seemed to produce a 
muttering, as though this task of 
meeting the correspondents was far 
more distasteful than handling a 
few million statistics. The noise, 
explained Univac’s R-R keepers, 
came from the cooling system that 
soothes his mighty body. 

There were some remarks by one 
of these gentlemen. He said that 
the Bureau of the Census, which 
owns a Univac, had developed a 
method of making accurate and 
prompt seasonal adjustments of 
monthly reports showing business 
trends, through the use of U’s high- 
speed electronic data-processing 
system. 

“The Census method,” he contin- 
ued, “produces 18 tables showing 
five different moving averages, two 
sets of ratios-to-moving averages, 
two centered and two uncentered 
moving seasonal factors, two sea- 
sonally adjusted series, and five 
tests of the work. The comuitations 
are produced at the rate of approx- 
imately one minute for a 10-year 
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monthly series. And Univac also 


prints the results.” 


Things to Come 


Wenz, that sounded like quite an 
accomplishment, even for an elec- 
tronic man, and the reporters were 
impressed. Then they heard Julius 
Shiskin, chief economic statistician 
at the Bureau of the Census, do a 
little generalized prognosticating. 

“This experience with seasonal 
computations starts a fresh chapter 
in measuring and analyzing all types 
of economic fluctuations,” he said. 
“Some developments possible are 
more powerful methods of measuring 
seasonal variations, new measures 
of the business-cycle behavior of in- 
dividual series and of the relation 
among them, and current measures 
of fluctuations of groups of individ- 
ual establishments in relation to 
their averages. 

“Such developments, however, lie 
in the future. They depend upon the 
boldness and ingenuity mustered by 
economic statisticians to exploit 
this new tool.” 


He Goes to Work 


Dorie these expositions Univac | 


stood modestly by. There was just 
the suggestion of a blush in his 
dials, but he was still massively im- 
perturbable. 

Then an attendant said: ‘Now, 
gentlemen, you will see Univac at 
work.” 

He had been fed, obviously, a 
hearty meal of his favorite diet, 
statistics, and needed only the touch 


“J think we should open a new check- 
ing account. The old one doesn’t have 
any money in it!” 


AUTO-WRAP Currency Bands 
are pre-sealed, require no 
moistening or sticking, save 
time and trouble, are easier 
to handle. In ABA style 

and colors. 


today 
for 
colorful 
catalog. 


Colors: 
fi: $100.—Ones, Blue 
4 $ 200.—Twos, Green 
$ 500.—Fives, Red 
$1000.—Tens, Orange 
$2000.—Twenties, Lavender 
$5000.—Fifties, Brown 


y STANDARD PAPER GOODS MFG.CO. 


WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 


BANK SIGNS 


Picture the name of your bank in en- 
during bronze and aluminum. . . the 
names of your personnel in handsome 
desk plates of the same dignified metal. 
Let us show you how we can give 
you the very finest signs, desk plates 
and bulletin boards to suit your every 
need . . . at most economical prices. 
Send for free illustrated catalog 


DESK NAMEPLATES 


2''x10"" one line of copy $7.50 
22''x10"" two lines of copy $9.00 
on bronze easel—other styles available 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE SIGN CO., Inc. 
570 Broadway Dept. B New York 12, 
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YOU'RE 


OUR 
BUSINESS 


In addition to providing the perfect haison 
system for mortgagee-dealer relations, 
Foremost Insurance Company —special- 
ists in mobile home insurance— provides 
a Vendors’ Single Interest plan protect- 
ing your interest in the chattel every 
minute there is an unpaid balance 
Contact your Foremost agent today 
for full details, or write, wire or phone: 


FOREMOST 
INSURANCE 
COMPANY 


Federal Square Building - Grand Rapids 2, Mich. 


Success Story 
For Bankers 


Your bank’s name on a fine white 
Cascade Bank Imprint Napkin will 
give a new lift to your public relations. 
Give them to churches, service clubs, 
schools, lodges and other groups, 
where these napkins will carry your 
advertising message in a spirit of 
friendliness, good will and coopera- 
tion. 30,000 luncheon napkins (13” x 
13%”) color imprinted to your specifi- 
cations, only $131.00! 


SEND COUPON FOR 
FREE SAMPLES AND 
INFORMATION 


CASCADE PAPER COMPANY 
10 BROWN STREET 
NORTH ADAMS, MASS. 


Please’send free samples and full informa- 
tion about Cascade Bank Imprint Nap- 
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of a button to start the digestive 
process. 

The button moved, Univac purred. 
His dials glowed brightly, the wheels 
in his glass faces turned, the tapes 
that are his nerves moved swiftly. 
You had a feeling that this sleek 
monster would justify the matter- 


| of-fact claim made by his attendant 


that he would produce in one minute 
the fruits of 4,000 clerk-minutes. 
And of course he did. 


A Timely Service 


A rrornevs, accountants, insurance 


men and bankers in southwestern 
Virginia—265 of them—attended a 
“tax seminar’ sponsored by The 
First National Exchange Bank of 
Roanoke. 

The purpose was to discuss the 
Internal Revenue Code of 1954, 
and five experts were there to talk 
on “The Individual and the New 
Tax Law;” “Partnerships;” ‘Corp- 
oration Tax Problems;” “Gain or 
Loss on Disposition of Property;” 
and “Tax Planning Under the New 
Code.” 

“It was one of the most success- 
ful forums we have ever spon- 
sored,” reports the bank. 


"Resolved" 


Dicx ERICSON’S cartoon feature by 
that title records the terrible fate 
of a banker’s seven resolutions for 
1955. 
Nothing like this, of course, will 
happen to yours! 


By the Way... 


Not only are the sins of the fathers 
visited upon the children, but now- 
a-days the sins of the children are 
visited upon the fathers. 


A small town today is where the 
runways aren’t long enough for a 
four-engine plane. 


When we hear some popular songs, 
we are sure the illiteracy rate is still 
pretty high. 


It’s no disgrace to be poor and, 
besides, the instalment salesmen 
leave you alone. 


There may be songs that never 
die, but it isn’t the fault of TV or 
radio. 


A monologue is a conversation be- 
tween a traffic cop and an automo- 
bile driver. 


The only records we would like 
to break are some our neighbor plays 
every night. 


As we understand it, the world 
will be wrecked if any nation fails 
to get from us what she wants. 


There are children in Europe nine 
years old who have never seen a 
war. 


Environment is a wonderful thing. 
It gives the parents a chance to learn 
something from the children. 


School teachers visited the City National Bank of Houston on Business- 
Education Day. Their tour included an inspection of the air conditioning 
equipment on the tall building’s roof 
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ITTLE Jimmy has the makings of an executive. 
For he realizes that to build a business he must 
provide satisfactory service for his present custom- 
ers. He is advertising to attract new customers, to 
develop new markets, and to build business for the 
future. 


Little Jim is applying a basic American business 
principle. To build a business you need a market. 
And, since markets are people, the way to develop 
them is to get sales messages—both personal and 
printed—into the minds of prospects. 


The best help you can give’ your sales staff is to 
support their efforts with advertising. And the best 
medium for communicating with prospective pur- 
chasers of industrial products is through the adver- 
tising pages of the business press. For, in these days 
of keen competition, executives are studying their 


Ittakes 
foresight 
builda 
business 


. seeking ideas for cutting 
increasing 


business magazines. . 
costs . . . improving distribution . . . 
efficiency. 


In making their market development plans, progres- 
sive, profit-minded management provides for the use 
of business publication advertising. There is no 
faster, more economical way of building product 
recognition; of breaking down buying resistance; of 
expanding and developing new markets; and of ex- 
tending and increasing the effectiveness of salesmen’s 
time than by the use of business magazine adver- 
tising. 

THAT’S WHY WE SUGGEST: If you have a financial 
interest or responsibility in a company, you will 
want to encourage the company’s management 
in the use of adequate Business Publication Ad- 
vertising to build and protect its markets. 


McGRAW-HILL 


PUBLISHING COMPANY, INCORPORATED 


App 


330 WEST 42nd STREET, NEW YORK 36, N. Y. 


OVER A MILLION MEN IN BUSINESS AND INDUSTRY PAY TO READ McGRAW-HILL BUSINESS PUBLICATIONS 
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Aluminum Portable 
Tellers’ Buses of 
Distinction 


Ask For Catalog 
“THE STOKES SYSTEM" 


@ PORTABLE BUSES 

© COIN STORAGE LOCKERS 

© ALUMINUM COIN TRAYS 
Quality Products Co., Inc. 


P.O. Box 3214 
CHARLOTTE 3, N. C. 


Big Business on 


a Small Scale 


JAMES J. 


The author is on the staff of Jun- 
ior Achievement, Inc., New York 
City. 


ers, a Cleveland banking institu- 
tion recently announced the is- 
suance of a 20% dividend that re- 
sulted from an unprecedented volume 
of new business. The report said the 
increased income came from the fol- 
lowing services: individual checking 
accounts with 52 corporations; loans 
at a low rate of interest; cashing 
checks and making change; making 
up payrolls in exact denominations; 
selling candy to its customers. 
Thus the First Ohio Junior Bank 
brought its third fiscal year of op- 
erations to a successful close. Like 
a number of other similar institu- 
tions throughout the country, the 
bank liquidated its assets—as by its 
charter it must—and its entire staff 
went on a long summer holiday. 
Teen-age stuff? Yes—but with a 
difference. The First Ohio Junior 
Bank is part of the nationwide Jun- 
ior Achievement Program organized 
and developed to give high school 
students a firsthand working exper- 
ience with the problems of business 
ownership and management in the 
world of free enterprise. 
By doing the work themselves, 


[ an annual report to stockhold- 


KEENEY 


members of the many and varied 
Junior Achievement corporations 
and companies learn the rudiments 
of a sound economy. They learn 
about working capital by raising 
their own; about costs by keeping 
their own books; about sales by sell- 
ing their own products. With the 
seriousness and industry that rival 
their adult counterparts, they wrestle 
with such problems as meeting pay- 
rolls, starting new sales promotions, 
and taking inventories. When they 
have finished school and are ready 
to take their places in an adult world 
they have more than just a hazy 
idea of what American business is 
really like. 


Dress Rehearsal 


In this dress rehearsal for real 
business careers, they have also ab- 
sorbed something of the philosophy 
underlying the give-and-take of a 
free competitive society, and are 
provided with a strong defense 
against the lures of Marxian medi- 
cinemen. 

At the end of the 1953-54 season, 
there were 1,816 Junior Achieve- 
ment companies or corporations in 
86 communities from coast to coast. 
Over 20,000 teen-agers, ranging 
from 15 to 21 years old, participated. 

(CONTINUED ON PAGE 18) 


Elliott Frank, 
vice-president of 
the LaSalle Na- 
tional Bank, Chi- 
cago, discusses 
with officers of 
Standard Special- 
ties Company the 
90-day loan this 
JA enterprise ne- 
gotiated. The 
credit provided 
for the stock-pil- 
ing of raw mate- 
rials. At right, 
Robert Pachaly, 
adviser from 
Standard Oil Co. 
(Ind.) 
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it's Youngstown Kitchens 


FRESH book 


in sturdy steel to last a housetime! 


A rugged steel Youngstown Kitchen increases the value of 
a house—now, and at any future time of sale. 


This increase in value is permanent because steel Youngstown 
Kitchens are built to last a housetime. In addition: 


@ They're lovelier, featuring the FRESH look! 
@ They won't warp, rot, swell, stick or splinter! 
@ Factory finishes are baked on—to last! 


@ Rigid quality control insures years and years of 
trouble-free service! 


AND... steel Youngstown Kitchens 
are best known by 5 to 1! 


Whether you’re investing in new construction or in home 
modernizing, all-steel Youngstown Kitchens make your prop- 
erty more valuable, permanently! See for yourself. Write for 
new full-color “Answer Book,” to: Dept. BA-155, Mullins 
Manufacturing Corporation, Warren, Ohio. 


Sold in the United States, Canada and most parts of the world 


MULLINS MANUFACTURING CORPORATION a 


WARREN, OHIO 


Cabinets of steel for lasting appeal 


January 1955 


| | a | 
the | f 4 7 
L 2 j i > 
on, | | J 
in 
st. ) | . 
ng 
d. 
of j 
la- 
hi- 
es 
al- 
he 
lis 
e- ore 
il- ; 
e- ® 4 
t, 
m 
0. 
G 15 


The Select-O-Matic Custom Unit. mounted on sturdy, The Select-O-Matic Console for your home. Arrange 
sliding metal tracks for neat, compact, built-in industrial your programs at the flick of a finger . . . no albums to 
or commercial installations. handle. Light Korina or rich mahogany cabinet. 


See Seeburg for the practical answer to 


SEEBURG MUSIC LIBRARY, INC. The Select-O-Matic Library Unit. Attractively housed in limed oak cabinet. 
Requires only 1714 x 381% inches of shelf, table or desk space. 
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The Select-O-Matic Mechanism. Most revolutionary de- 
velopment for the playing of recorded music since the 
invention of the phonograph. 


Seeburg Background Music Library. Includes monthly 
refresher service. Manufactured for Seeburg by RCA 
ictor Custom Record Division. 


background music for your business 


Here is the new, practical answer for you who want to 
bring the benefits of music to your business. Practical 
because it is automatic. Practical because it is versatile. 
Practical because it is inexpensive. 


THE SEEBURG PLAN. The Seeburg high fidelity equip- 
ment is available under a LEASE-PURCHASE agree- 
ment whereby nominal monthly payments apply toward 
eventual ownership of the entire sound system. The 
Seeburg Background Music Library, with monthly re- 
fresher service, is furnished at a separate monthly rate. 


THE SEEBURG BACKGROUND MUSIC. Every selection 
has been scientifically arranged and programmed for 
work and atmosphere music. Recorded “‘live’’ by out- 
standing orchestras, this library is mastered and pressed 
to exacting high fidelity standards (30 to 15,000 c.p.s.) 
on 45 RPM Extended Play discs of pure virgin Vinylite. 


THE AUTOMATIC SEEBURG SYSTEM. The music is 
played by the world-famous Select-O-Matic mechanism. 
It’s completely automatic . . . no attendants are re- 
quired. However, its advanced design permits playing 
special musical programs if desired. 


HIGH FIDELITY THROUGHOUT. With a complete Seeburg 
system you will also enjoy .all the benefits of high 
fidelity reproduction. For all the sound equipment— 
from the pre-amplifier to the genuine diamond stylus 
pickup to specially designed Seeburg extended range 
remote speakers—is high fidelity in the truest sense. 


PAGING SERVICE. A complete, efficient paging and 
public address system is also provided. 


USE WITH EXISTING SOUND SYSTEMS. If you have a 
sound and paging system, you'll be happy to learn how 
easily you can add Seeburg Background Music Service. 


SEEBURG 


Background Musie Service 


J. P. Seeburg Corporation, Chicago 22, Illinois 
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Whatever, or Wherever, Your Business 


Whether you want music for a factory or office, a bank 
or savings and loan company, a department store or a 
shopping center, a hotel or club—whether your business 
is located in a metropolitan center, a suburb, a small 
town or a village—you’ll want to see Seeburg. Investi- 
gation will prove the Seeburg Plan to be as unusual in 
concept as the system is brilliant in performance. 


J. P. Seeburg Corporation, Chicago 22, Illinois 


( ) Please send data on Seeburg Background Music Service. 
( ) I’m interested in a Seeburg Select-O-Matic for my home. 
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“shortest 
distance 


Planned work centers that put speed 
and efficiency in bank record handling. 


SPEED THE ANSWERS through organized work centers in which all the 
required records, forms and auxiliary equipment are at desk level, under 
the fingertips of the seated operator. Records ROLL to the operator... 
enabling her to be profitably occupied without moving from her work 
station. 


SPEED RECORD HANDLING and you speed all-important customer service 


while you are cutting your bank's record keeping costs. 


FIND OUT how ROL-DEX speeds reference and posting to: 


Consumer Credit Check Filing 
Central Files Signature Cards 
and all other active Bank records 


INQUIRE NOW ... the flexibility of ROL-DEX design makes possible new 


time saving procedures. 


WATSON MANUFACTURING CO., Inc. 
Rol-Dex Division, Dept. B-1] 
Jamestown, New York 


Please send me information about ROL-DEX record units. 


WATSON (established in 1887) also builds a complete line of filing 
cabinets and courthouse, bank and hospital equipment. 


(CONTINUED FROM PAGE 14) 

JA Companies, as the young 
Achievers like to call them, are spon- 
sored by local business firms and 
industries, some of which sponsor 
two to three JA companies. Last 
year there were 1,400 such sponsors 
who provided from their own staff 
several advisers. During the recent 
season advisers numbered 5,000. 

Members of the individual JA 
companies, averaging 12 Achievers 
to each company, sold stock at 50 
cents a share to 125,000 stockholders 
for a total investment of $150,000. 
Each Achiever, in order to heighten 
responsibility in making a profit, 
must own at least one share of stock, 
while many buy the limit of five 
shares. 

The average capitalization for 
each company was $100, average 
gross earnings, $300, and dividend 
payments, 10%. Sixty percent of 
the companies showed a profit, 30% 
broke even, and 10% failed. 


JA Banks 


It is only in recent years that 
Junior Achievers have formed their 
own banking enterprises. Before 
that, they concentrated on com- 
panies that turned out a wide variety 
of products, from lamps to oven 
mitts, from ironing boards to radios, 
from silk-screened textiles to chil- 
dren’s folding stools. These young- 
sters aimed especially at the produc- 
tion of goods that met household 
needs in their own neighborhoods or 
could be sold during national holi- 
days as useful gifts. 

While major banks in large com- 
munities have, from the start, spon- 
sored JA companies, it was not until 
three years ago that the Commercial 
National Bank of Peoria sponsored 
the first JA banks as such. Today 
there are JA banks in such com- 
munities as Bridgeport, Conn., Mil- 
waukee, Chicago, Detroit, Cleveland, 
Asheville, N. C., Atlanta, and Port- 
land, Ore., to mention a few. 

Bridgeport Chapter, American In- 
stitute of Banking, found the pro- 
gram afforded an opportunity to ex- 
tend its own educational and public 
relations work. For example, the 
advisers worked out a plan to bring 
to the company meetings special 
speakers to explain banking func- 
tions. The advisers also arranged 
tours of local banks and later set up 
a lively examination on banking 
procedures of the junior bankers 
by a staff of local bank auditors. 
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The most far-sighted sentry in history! 


ees bulging fin that rides the back of the huge 


new Lockheed Super Constellation supplies an 


important missing dimension to U. S. Air Force 
airborne radar patrols—the ability to spot the altitude 
of enemy planes at a distance of hundreds of miles. 


Developed by Philco scientists and electronics 
engineers in close teamwork with the Department 
of Defense, this “‘piggy-back’’ radar pinpoints the 
position of the intruder, and feeds its findings to 
the plane’s control center. 


There, on a radarscope developed by Philco, the 
Combat Information Control officer correlates the 
data with other radar reports and relays it to fighter 
planes to guide them directly to their target. 


Night or day, rain or shine, winter or summer, the 


process is as swift and exact as pointing a finger. 


The genius of this new Philco airborne radar lies in 
its combination of high power with a sharply defined 
image at the longest range of any radar of this type 
ever developed. And the solution of this problem 
for the Armed Forces is the latest milestone in Philco 
electronic developments for national defense. 


It is also another striking example of the unique 
integration of Research with Application that gives 
Philco its dominant position 
in so many industries—Radio, 

Television, Air Conditioners, 
Refrigeration, Freezers, and 
Electric Ranges. 


And the end is not in sight! 


ANOTHER First FROM PHI eesearcu 
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This department is compiled by 
THEODORE FISCHER of BANKING’S 
staff. 


Promoted at Fulton 


RLE COCKE, president for the past 

10 years of Fulton National 
Bank, Atlanta, Ga., has been named 
vice-chairman of the board of di- 
rectors, chairman of the executive 
committee, and chief executive of- 
ficer of the bank. WILLIAM V. CRrow- 
LEY advanced to president and mem- 
ber of the executive committee; 
GORDON JONES was promoted to ex- 
ecutive vice-president; CARL M. 
FLOYD, to senior vice-president. 
BOLLING JONES, JR., was named 
chairman of the finance committee. 
Chairman of the board at Fulton 
National is CLARENCE HAVERTY. 


FRANK J. MCCABE, JR., of Chicago, 
has been elected assistant secre- 
tary and treasurer of the Mortgage 
Bankers Association of America. 
This is a new permanent position. 
Secretary and treasurer is GEORGE 
H. PATTERSON. 


J. MURRAY DURHAM, JR., president 
of the National Bank of Bossier City, 
La., was elected chairman of the 
Bossier Chamber of Commerce. 


UNION BANK & TrusT Co. of Los 
Angeles treated employees to a 
Thanksgiving feast on November 23 
at lunch hour. It required over 500 
pounds of turkey. 


At Bank of America, Los Angeles, 
JOHN A. MINEHAN was named vice- 


Heard Along 


Erle Cocke W. V. Crowley 
president and head of personnel re- 
lations for the 10,000 staff members 
of the bank in the Southern Cali- 
fornia division. 


ARTHUR BLUMEYER, president of 
the Bank of St. Louis, was one of 
two men to receive the annual St. 
Louis Award for 1953-54 for out- 
standing civic achievement. The 
award was for his work as chairman 
of the St. Louis Housing Authority 
which has constructed or has under 
way $90,000,000 in public housing. 
The award, set up by an anonymous 
citizen, carries with it a $1,000 gift. 


MELLON NATIONAL BANK AND 
Trust Co., Pittsburgh, opened a new 
office in Mt. Lebanon, Pa., and de- 
spite rain and threatening snow some 
3,000 residents turned out at the 
open house. 


Brave employees of State-Planters Bank & Trust Co., Richmond, Va., here are 
lined up for flu shots provided by the bank 


Herbert Croft Rod Maclean 


HERBERT S. CROFT has been elected 
vice-president and trust officer of 
The First National Bank of Jersey 
City, N. J. He was previously with 
the bank, but during the past five 
years had been vice-president and 
trust officer of the Alamo National 
Bank of San Antonio, Texas. He’s 
an alumnus of The Graduate School 
of Banking. 


Maclean Advances 


oD MACLEAN, assistant vice-presi- 

dent of Union Bank & Trust Co. 
of Los Angeles, has been advanced 
to customer relations and business 
development for the bank. He is 
succeeded as advertising manager 
by Epwin F. WIRSING, who served 
as his assistant since 1951. Mr. 
MACLEAN is president of the Finan- 
cial Public Relations Association 
and a member of the Public Rela- 
tions Council of the American Bank- 
ers Association. 


An estimated 200,000 persons 
visited the annual two-day orchid 
show at AMERICAN SECURITY AND 
Trust Co., Washington, D. C. It 
was the seventh annual International 
Orchid Show of the National Capital 
Orchid Society. Blooms valued at 
over $250,000 were on display. There 
was also an exhibit of ladies’ 
fashions. 


JOHN H. LUCAS was elected presi- 
dent and chief administrative officer 
of Peoples First National Bank & 
Trust Co., Pittsburgh. ROBERT C. 
DOWNIE, who has been chairman and 
president, will continue as chairman 
of the board and chief executive 
officer. 


BANKING 


€: 
~ 
2 
20 


Main Street 


Don Silverthorne 


Robert E. Getz 


ROBERT E. GETZ was elected di- 
rector and vice-president of Union 
Bank & Trust Co. of Los Angeles. 
LEONARD WEIL became assistant 
cashier. 


Don C. SILVERTHORNE, formerly 
vice-president of the First National 
Bank of Portland, Oreg., has joined 
the First Western Bank and Trust 
Co. (formerly The San Francisco 
Bank) as an executive vice-presi- 
dent. He will be chairman of the 
bank’s loan committee. 


The LitTLE (N.J.) Na- 
TIONAL BANK held an open house to 
show its completely modernized 
quarters. There is lobby carpeting 
and a photo mural, and a lounge 
with kitchen has been included for 
the bank’s staff. 


Operation Big Switch 


N what is said to be the largest 

such move in the history of New 
York City banking, BANK OF MAN- 
HATTAN SAFE DEPoOsIT Co. (affiliate 
of Bank of The Manhattan Co.) will 
acquire the entire safe deposit busi- 
ness, nearly 10,000 boxes, from SEA- 
MEN’S BANK FOR SAVINGS. The 
transfer of boxes is being made in 
conjunction with the move of SEA- 
MEN’S from its old location at 74 
Wall Street to its new quarters at 
30 Wall Street, adjacent to BANK OF 
THE MANHATTAN Co. A doorway is 
being constructed between the base- 
ments of the two banks so that SEA- 
MEN’S customers will have easy ac- 
cess to the new location -of their 
safe deposit boxes. Diebold, Inc., 
will make the physical transfer and 
installation early in 1955. It will 
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entail several week ends and involve 
breaking up the sidewalk to move 
out the boxes. 


GUARANTY NATIONAL BANK, Hun- 
tington, W. Va., has moved into its 
fine new building after spending its 
first 15 years in rented quarters. 
The $300,000 building is completely 
modern and features a big employee 
recreation room with kitchenette. 
The bank opened with eight em- 
ployees; it now has 41. 


Mark Brown to Retire 


ARK A. BROWN, president and a 

director of Harris Trust & Sav- 
ings Bank, Chicago, is to retire on 
January 12, the date of the bank’s 
annual meeting, under the age 65 
retirement program which he insti- 
tuted. 

Mr. BROWN joined Harris Trust in 
1928, has been president since 1950. 
He has been active in the American 
Bankers Association on its Execu- 
tive Council, Administrative Com- 
mittee, and Credit Policy Commis- 
sion. He’s a past president of Asso- 
ciation of Reserve City Bankers and 
of the Chicago Clearing House As- 
sociation. 


Youngest “delegate” to the A.B.A. 
Convention in Atlantic City was Jackie 
Beretta, whose badge lists her as “Stock- 
holder, Nat'l Bk. of Commerce, San 
Antonio, Texas, who wasn’t quite 3 at 
the time. Her father is J. W. Beretta, 
president of First National Bank, San 
Antonio 


The First National Bank of 
Rimersburg, Pa., and the Sligo (Pa.) 
National Bank became offices of the 
First SENECA BANK AND TRUST Co., 
Oil City, Pa., at the close of business 
on. November 20. 


Back to D. C. 


OSEPH M. DopGE, who resigned as 
U. S. Budget Director to go back 
to The Detroit Bank, was able to 
stay home only seven months. He’s 
back with the Administration, this 
time to scrutinize ways in which 


O’Connor’s the man not pointing to his sign. He was just elected “head porter” 

to handle arrangements for the Kansas Scout Special which travels the state during 

the annual Group Meetings of the Kansas Bankers Association. As head porter, 

Charles O’Connor, vice-president of First National Bank in Kansas City, will be 

responsible for arrangements for the special train and for the comforts of the 
correspondent “bank scouts” who will ride it 
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the U. S. has been spending billions 
for foreign aid and to recommend a 
Jong-term program leading to in- 
vestments and economic expansion 
in impoverished nations. He is to 
study particularly plans for aid to 
Asia. 


GERTRUDE M. JACOBS was promoted 
to vice-president of Marshall & Ilsley 
Bank, Milwaukee. She came to the 
bank in 1920 to work with President 
J. H. PUELICHER on economic edu- 
cational projects for the American 
Bankers Association. 


The PROVIDENT INSTITUTION FOR 
SAVINGS, Jersey City, N. J., held 
formal opening of its enlarged and 
renovated Lafayette office. Guests 
included New Jersey’s Governor 
Robert B. Meyner, and Mayor Ber- 
nard J. Berry of Jersey City. 


RUDOLPH S. TUREK, formerly vice- 
president of the First National Bank 
of Nevada, Reno, has joined First 
Western Bank and Trust Co., San 

rancisco, as vice-president in charge 
of commercial loans at the main 
office. 


HAROLD E. BRIGHT, vice-president 
and trust officer of Berks County 
Trust Co., Reading, Pa., has stepped 
down as chairman of Berks County 
Chapter, American Red Cross, after 
having served in that capacity for 
six successive years. He was pre- 
sented a framed certificate and ser- 
vice pin in recognition of his work. 


W. ELBRIDGE BRowN, president and 
trust officer, Clearfield (Pa.) Trust 
Co., was elected a class A director 
of the Federal Reserve Bank of 
Philadelphia. BAYARD L. ENGLAND, 
president of the Atlantic City (N.J.) 
Electric Co. was elected a class B 
director. 


The CLEVELAND (Ohio) TRUST Co. 
has opened its 62nd office in East- 
gate. 


WILLIAM J. MILLINER has joined 
the insurance department of the St. 
Joseph Valley Bank, Elkhart, Ind. 
He had previously been basketball 
coach at the Elkhart High School. 


NATIONAL BANK OF COMMERCE of 
San Antonio, Texas, plans construc- 
tion of a new bank and office build- 
ing with frontage on three down- 
town streets. It will have a motor 
bank, drive-in, garage, and parking 
facilities. Bank officials estimate it 


John E. Donovan Fred L. Denby 
will represent an investment of 
“several million dollars.” 


JOHN E. DoNovAN, heretofore ex- 
ecutive vice-president and _ trust 
officer, has been elected president 
of Security National Bank Savings 
and Trust Co., St. Louis, succeeding 
FreED L. DENBY, who was named 
chairman of the board. Mr. DENBY, 
one of the founders of the bank, 
had been president since 1937. MR. 
DONOVAN had been a vice-president 
since 1928. 


Starts 74th Year 


a | HAVE been associated with 
banking since 1881 and my nic- 
est savings have been my good 
friends.”’ So writes W. A. BLICKE, 
president of the Bucyrus City Bank, 
Bucyrus, Ohio, in The Ohio Banker. 
Mr. BLICKE summed up his experi- 
ences in an article entitled “Seventy- 
Three Years of Banking.” 

He notices many changes in those 
73 years. “I once bought a 15-cent 
blotter book in which we recorded 
the checks paid and the deposits 
taken in during the day,” he writes. 
“At the 4 o’clock closing hour, the 
item on the blotter would be trans- 
ferred with pen and ink into a jour- 
nal. Then from the journal, items 
were posted in a ledger, and the 
figures from the ledger transferred 
to a trial balance book. Then came 
the job of footing to see if all trans- 
fers have been properly and cor- 
rectly made. We had no adding ma- 
chines in those days,” he says, “so 
I had to use my noodle.” 


The BANK OF EDISON, Ga., pub- 
lished a booklet entitled Entering a 
New Half Century of Service in con- 
nection with its 50th anniversary. 


GORDON WHITE, personnel director 
of First National Bank and Trust 
Co., Tulsa, Okla., has been named a 
vice-president. 


THoMAS W. MARTIN been 
named vice-president in charge of 
real estate of Potter Bank and Trust 
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Co., Pittsburgh. He succeeds to the 
position held formerly by his late 
brother, WILLIAM E. MARTIN, who 
died in August. 


Start New Bank 


NEW million-dollar national bank 

for Jefferson Parish in the 
suburbs of New Orleans has been 
authorized by the Comptroller of 
the Currency, according to DALE 
GRAHAM, chairman of the organiza- 
tional group and president of The 
National Bank of Commerce in New 
Orleans. It will be known as THE 
NATIONAL BANK OF COMMERCE IN 
JEFFERSON PARISH, and will be capi- 
talized for more than a _ million 
dollars. It is expected to open for 
business early in 1955 with three 
banking offices. 


FRANK C. RATHJE, president of 
the Chicago City Bank and Trust 
Co., and A.B.A. president in 1945-46, 
has contributed the foreword to a 
new book, The Dollar Dilemma — 
Perpetual Aid to Europe? by Mel- 
chior Palyi. Mr. RATHJE writes: 
“The clear analysis by my friend Dr. 
Palyi leaves little doubt that on the 
whole our Foreign Aid program has 
impeded rather than promoted the 
Old World’s self-reliance. What is 
worse, our unprecedented financial 
sacrifices did not experience success 
either in making genuine friends or 
influencing people. Dollars do not 
buy minds.” 


Newly elected officers of the Arizona 
Bankers Association, left to right, seat- 
ed: vice-president, H. L. Dunham, ex- 
ecutive v-p, Valley National Bank, Phoe- 
nix; presideni, E, N. Holgate, v-p, First 
National Bank of Arizona, Phoenix; 


A BIG YEAR 


We are looking forward to a busy 
year in 1955. Everything points to 
a healthy growth in the use ot 
imprinted checks and a wider use 
of printed code symbols to expedite 
check processing. In anticipation of 
this, we have added to and brought 
into balance our machinery and 
methods so that we will be able to 
meet our delivery schedules witfout 
difficulty. i 


Throughout the past yeas we 
expanded our typecasting factities 
far beyond our original commitments 
by developing and installing 
machines with automatic features 
which definitely are new and 
exceedingly fast. We accelerated our 
program of adding mechanical units 
needed to package small orders 


because we realized that the greater 
portion of the anticipated growth 
would come from personal checking 
accounts rather than business 
accounts. We have acquired more 
manufacturing space, rearranged 
our plant layouts, improved our 
quality controls, simplified our work 
flow and introduced many little 
conveniences, all designed to do 
more work with less effort. 


Seldom do we set quotas for our- 
selves, but this year we confidently 
expect to handle in excess of four 
million individual orders for 
imprinted checks. We are indeed 
ready to serve you in larger measure, 
so if you want one additional order 
or one hundred thousand, we are 
ready and eager to take on the job. 


Manufacturing Plants at: 


E LUXE 


CHECK PRINTERS 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


Max W. Hofmeister, Pres. 
Mobile-Home Agency 

Insurance Consultant To 
Mobilehome Finance Institutions 


A Sound Insurance 
Program is the Backbone 


of Mobilehome Financing 


OBILE-HOME AGENCY offers 
Specialized Insurance Coverages to 
mobilehome financing institutions. 


standing: Secretary, Elmer T. Schall, 
asst. v-p, Valley National Bank; chair- 
man of executive council, J. R. McEvoy, 
president, First National Bank of Hol- 
brook. Treasurer is K. M. Hall; exec. 
v-p, First State Bank of Arizona, Mesa 


FIRE... THEFT... and 
Combined Additional 
Coverages 

Collision, including Trip 
Collision 

SKIP Coverages and Single 
Interest Collision 

Group and Individual Credit- 
Life, Accident and Health 


Representing major stock Specialty com- 
panies, we provide the flexibility and 
special experience to assure a sound in- 
surance program for clients who are dis- 
counting mobilehome paper. 

Complete coverages with nation-wide 
protection and claim service provide the 
assurance of protection of your portfolio. 


Your inquiry concerning Mobilehome 
Financing-Insurance will receive our 
prompt attention. 


INSURANCE 


A GUARANTEE AGAINST LOSS 
Insuring Mobilehomes From Coast to Coast is our only business 


MOBILE-HOME AGENCY, INC. Keeler Building GRAND RAPIDS, MICH. 
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MAIN STREET (Continued) 


Chief Examiner G. HAROLD SNEAD 
of the Federal Reserve Bank of 
Richmond has been assigned to 
serve as Federal Reserve examiner 
on the field staff of the Board of 
Governors of the Federal Reserve 
System during 1955. 


To celebrate its 60th anniversary, 
the ELMHURST (Illinois) NATIONAL 
BANK has published an illustrated 
booklet entitled “The Story of a 
Bank.” 


DANIEL W. BELL, president and 
board chairman of the American 
Security and Trust Co., Washing- 
ton, D. C., and ROBERT O. HUFF- 
MAN, North Carolina textile and 
furniture executive, were elected to 
the board of the Federal Reserve 
Bank of Richmond. 


SAM D. YOUNG, president, El Paso 
(Texas) National Bank, has been 
elected a class A director of the Fed- 
eral Reserve Bank of Dallas. 


HAROLD VAGTBORG, JR., a petro- 
leum engineer in the oil department 
of the National Bank of Commerce 
of San Antonio, Texas, has been 
chosen to receive the Rossiter W. 
Raymond award to be made by the 
American Institute of Mining and 
Metallurgical Engineers. The award, 
to be presented in February in Chi- 
cago, is given for the best paper 
published during the year by a mem- 
ber under 33 years of age. MR. VAGT- 
BORG’S paper was entitled “Equi- 


librium Vaporization Ratios for a 
Reservoir Fluid Containing a High 
Concentration of Hydrogen Sulfide.” 


New member of the board of 
Southwest Bank of St. Louis is 
STANLEY FRANK MUSIAL, partner in 
three large St. Louis restaurants 
and active in several business ven- 
tures. As STAN MUSIAL, he’s been 
heard from in the baseball world, 
too. 


INDUSTRIAL STATE BANK, Kalama- 
zoo, Mich., has opened a new branch, 
its sixth office, in a busy section of 
the city. It has two drive-in win- 
dows. 


More than 3,000 visitors came to 
the open house in the newly re- 
modelled quarters of the NASHUA 
(N. H.) Trust Co. Among other 
things they saw the sidewalk teller’s 
window; a bulletproof control room 
housing the telephone switchboard 
with direct lines to local and state 
police; a special children’s window 
in the savings department; an em- 
ployee lounge with kitchen; and a 
large staff assembly room for busi- 
ness and social gatherings. 


Acquiring 23 Branches 


png of the First WEST- 
ERN BANK AND TRUST Co., San 
Francisco, have ratified a plan for 
acquisition of 23 state and national 
banks in California that are now 
subsidiaries of Transamerica Cor- 
poration. Directors of the 23 banks 
have approved the transaction. The 


Officers elected by the Investment Bankers Association of America at its annual 

convention Nov. 28-Dec. 3 at Hollywood, Fla., are: Extreme right, president, 

Walter A. Schmidt, of Schmidt, Poole, Roberts & Parke, Philadelphia; left to 

right, vice-presidents, Robert H. Craft, American Securities Corp., New York; 

Holden K. Farrar, Smith, Barney & Co., Chicago; John C. Hagan, Jr., Mason- 

Hagan, Inc., Richmond; Delmont K. Pfeffer, National City Bank of New York; 
Ralph E. Phillips, Dean Witter & Co., Los Angeles 


George R. Boyles, president and chair- 
man of the board of the Merchants Na- 
tional Bank in Chicago, has been en- 
dorsed for the office of treasurer of the 
American Bankers Association by the 
Illinois Bankers Association. He is 
chairman of the A.B.A.’s Committee on 
Federal Legislation 


plan would give FIRST WESTERN 55 
banking offices throughout the state, 
and total resources of about three 
quarters of a billion dollars. 


HERMAN WALDECK, executive vice- 
president of Continental Illinois Na- 
tional Bank & Trust Co., Chicago, 
and FRANK F. TAYLOR, senior vice- 
president in the trust department, 
have retired effective December 31. 
Both will continue as members of 
the board and maintain offices in 
the bank. Mr. WALDECK, who joined 
a predecessor bank in 1892, had the 
longest service record in the history 
of the bank. Mr. TAYLOR in 1899 
became one of the original nine em- 
ployees of the trust department of 
one of the predecessor institutions. 


At the National Bank of Com- 
merce in New Orleans, ROBERT D. 
HEss was elected director of public 
relations and JOSEPH C. WHITE was 
promoted to assistant to the presi- 
dent, and secretary to the board of 
directors. 


ARTHUR LARSCHAN, comptroller, 
Exchange National Bank of Chi- 
cago, was elected vice-president of 
United Cerebral Palsy at the organ- 
ization’s fifth annual convention in 
Washington, D. C. Howarp R. 
MEARS, JR., vice-president of Chase 
National Bank, New York, was 
elected treasurer. 
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First and Merchants National 
Bank, Richmond, Va., announces 
these promotions: JOHN T. MARs- 
TON, JR., and WARING L. CHRISTIAN, 
vice-presidents; EDWIN W. THOMP- 
SON, assistant trust officer; HowarpD 
D. HUSKEY, assistant cashier; 
READER M. assistant comp- 
troller. The first named, Mr. MArs- 
TON, is an alumnus of The Graduate 
School of Banking. 


CITIZENS STATE BANK, Knox City, 
Texas, introduced its new banking 
home to the public with a Saturday 
afternoon open house. 


JOHN B. MADDEN has been made 
a general partner of Brown Brothers 
Harriman & Co., New York, as of 
January 1. He had been a manager 
with general executive duties, and 
a lending officer. 


The annual staff Christmas party 
of the First National Bank of Toms 
River, N. J., was also a 50th anni- 
versary party for FRANK W. SutT- 
TON, JR., president and trust officer. 
Mr. SUTTON received several gifts 
and a “memory book”’ filled with 
letters of felicitation from all sec- 
tions of the country. He has long 
been active in the A.B.A. and cur- 
rently is a member of the National 


Here is a picture of public service. 
Northwest Airlines purser H. J. McQuil- 
len holds a package containing rare 
Sarcomycin, a drug never before ship- 
ped out of Japan. Banco Continental 
Cubano, Havana, learned of an urgent 
need for some, asked its U.S. corre- 
spondent, Bank of America, for help. 
B of A’s Tokyo branch contacted Dr. 
Hamao Umezawa, the drug’s inventor, 
who donated a supply, which was rushed 
to Havana 
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These things you should know 


about 


MARQUETTE 


vi arquette is important to you and the nation 
as one of America’s major producers of portland cement, 
a leading provider of the prime ingredient of super 
highways, atomic plants, industrial installations and other 
concrete construction of all kinds. Marquette serves 
big markets in 18 states of the midwest, south and southeast, 
its production capacity has been increased 96 per cent 
since World War II, its sales and earnings have set 
successive new records in each of the last eight years. 

And Marquette is on the move to still greater 
growth and service, still greater stability through planned 
expansion and development. 


Quick 


Eight producing plants Facts Sand producing plant 


Two shipping plants Water transportation fleet 
Current annual capacity 13,350,000 barrels 
Current rate of sales $35,000,000 annually 

Current rate of net income $5,000,000 annually 


Common dividends in 43 of 45 years, unbroken in last 22 years 


MARQUETTE Cement 


MARQUETTE CEMENT MANUFACTURING COMPANY 


20 NORTH WACKER ORIVE CHICAGO 6,ILLINO'IS 
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NY THE BUSINESSMAN 


FINDS REAL COMFORT IN His ay 4 


Paul A. Remmel Edmund Leone 


HARTER CHAIR 


The handsome Harter 
65 Executive Armchair 
is every bit as comfort- 
able as it looks. 


*Tt’s the finest!’’ That’s how Bing Crosby describes 
the comfort and quality he finds in his Harter 
executive posture chair. And knowing Bing’s relaxed 
art of making hard jobs seem easy, you can 

trust him to choose the posture chair that helps 
him work in true armchair comfort. 


You’ll enjoy the same superb comfort in the 
Harter 65. It has luxuriously deep foam rubber 
cushions molded to fit in seat, back and arms. 
Precise handwheel controls adjust this chair exactly 
to your stature to encourage healthful posture. 
Rich upholsteries, flawless finishes complete the 
fine look of success this chair gives an office. 
Write for informative booklet, ‘“‘Posture Seating 
Makes Sense.”’ We’ll send name of your 

nearest Harter Dealer. 

Harter Corporation, 108 Prairie, Sturgis, Mich. 


HARTER 


STURGIS, MICHIGAN 


POSTURE CHAIRS 


Bank Division where he serves on 
the executive committee and the 
real estate loan committee. 


PauL A. REMMEL was advanced 
to vice-president and EDMUND LEONE 
to comptroller of Manufacturers 
Trust Co., New York. 


The First National Bank of Ards- 
ley, N. Y., and the Northwestern 
Bank of Katonah, N. Y., plan to 
merge with The County Trust Com- 
pany, White Plains, N. Y., shortly 
after the first of the year and sub- 
ject, as this is written, to the nec- 
essary approvals. Following the 
consolidation and upon completion 
of two drive-ins now under construc- 
tion, County Trust will have 29 of- 
fices in 19 communities. 


A full-scale modernization of the 
interior of the main office of UNITED 
NATIONAL BANK, Forest Hills, N. Y., 
is now complete. Prominent in the 
main banking room are three 14- 
foot murals depicting local subjects. 


FRED L. WUEST, president of the 
State Bank & Trust Co. of Wellston, 
St. Louis, was presented a solid gold 
watch in appreciation of his 45 years 
of service to his bank. Presentation 
was made at a banquet attended by 
over 100 employees, officers, direc- 
tors, and their wives. 


When VALLEY NATIONAL BANK 
opened a new branch in Phoenix, 
Ariz., recently, it announced it would 
contribute 25 cents to the Red 
Feather campaign for every adult 
who registered at the open house 
ceremonies. There were 1,388 sig- 
natures, so the bank sent a check 
for $347 to the campaign. The bank 
itself and every one of its 1,200 em- 
ployees also contributed. 


The Northside office of FULTON 
NATIONAL BANK of Atlanta cele- 
brated its 30th birthday with an em- 
ployee party. There was a huge 
birthday cake, made in the shape 

(CONTINUED ON PAGE 28) 
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NOW Airtemp Air Conditioning means more business for TREZAALS 


Airtemp banks 


air conditioning 


waterless (air-cooled) if water is a problem 


water-cooled if desired 


Banks benefit by air conditioning more than many 

other businesses. Working in cool, crisp air, your 

employees will be more efficient, with a resulting 

decrease in costly errors. Because people prefer to 

transact their business in a bank that is air condi- 
5-10: tioned for their comfort, you will have greater traffic 
Air Conditioner, one of 4 models. all summer long. You'll save money because dust and 
5 140: dirt are shut out. You won’t have to clean or redecorate 
ditioner, one of 6 models. nearly as often. 

Airtemp air conditioning, both waterless (air-cooled) 
and water-cooled, is designed to operate quietly and 
efficiently for years. In fact, the refrigerating system of 
these air conditioners is warranted for 5 full years. 
This is only one of many reasons why we build more 
Packaged Air Conditioners than anyone else. We have 
a nation-wide factory-trained service organization ready 
to serve you if necessary. Phone your Airtemp dealer 
today—he’s in the Yellow Pages—you'll get a better 
price before hot weather arrives. Or write Airtemp 
Division, Chrysler Corporation, Dayton 1, Ohio. 


CHRYSLER 


Air Conditioning’s other name... IRT ENP 


AIR CONDITIONING e HEATING FOR HOMES, BUSINESS, INDUSTRY 
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Delbridge | 


INTEREST TICKETS 


savings account 
interest computation 


time up to 50% 


Last year, interest on 4,260,800 sav- 
ings accounts was computed using 
DELBRIDGE Savings Account In- 
terest Tickets. That's outstanding 
proof of how many banking insti- 
tutions use this time and money- 
saving method of figuring interest 
on savings accounts. Reduces peak 
load work and overtime pay. No 
skilled clerical labor required. Tick- 
ets are available from 2% to 4% 
in %4% steps. 


FREE TRIAL OFFER! 


We're so sure of your complete sat- 
isfaction, that we'll send you with- 
out cost or obligation, enough tick- 
ets for your next savings account 
interest computations. Just tell us 
the number~-you need and the rate 
of interest you use. If you don’t 
find them faster ... easier... 
more accurate . . . and more eco- 
nomical than the method you now 
use, you owe us nothing. If you 
decide to use them, just O.K. our 
invoice based on the rate of $4.50 
per thousand. For your no obliga- 
tion supply just write... 


2502 SUTTON AVE. 


ST. LOUIS 17, MO. 


MAIN STREET (Continued) 


of FULTON NATIONAL’s new 25-story 
building. 


Vice-president WILLIAM H. BELL 
was named executive vice-president 
of the First Camden National Bank 
& Trust Co., Camden, N. J. 


GEORGE CHADWICK, JR., has joined 
Bank of America, San Francisco, as 
counsel in the legal department. 


NORMAN F. BARRETT, vice-presi- 
dent and treasurer of the Charles- 
town Savings Bank, Boston, was ad- 
vanced to the newly created position 
of executive vice-president. 


R. RANDALL TALLEY was elected 
assistant vice-president and auditor 
of the Peoples National Bank, Char- 
lottesville, Va. 


Florida Bank & Trust Co. at West 
Palm Beach is now a member of the 
Federal Reserve System and accord- 
ingly has changed its name to FLor- 
IDA NATIONAL BANK & TRUST Co. 
AT WEST PALM BEACH. 


Vice-president THANKS ANDERSON 
in charge of the Tempe office of 
First National Bank of Arizona, has 
retired after having been with the 
bank since 1909. He is succeeded by 
MALCOLM CLARK, formerly assistant 
manager. 


Returns to Bank 


AvID M. KENNEDY, vice-president 

of Continental Illinois National 
Bank & Trust Co., Chicago, who has 
been Assistant to the Secretary of 
the Treasury, has left the Treasury 
Department to return to his bank. 


W. W. DELAMATER, vice-president 
of Tradesmens Land Title Bank & 
Trust Co., Philadelphia, and first 
vice-president of the Financial Pub- 
lic Relations Association, was named 
general chairman for the FPRA’s 
40th annual convention at Holly- 
wood, Florida, November 14-18, 1955. 


ART WAHL, assistant manager in 
charge of instalment loans (includ- 
ing auto financing) at the Mesa office 
of Valley National Bank, Phoenix, 
Ariz., has a hobby which goes along 
with his business. He collects minia- 
ture cars and trucks of every vintage 
from the Stanley Steamer on up. He 
and his collection were featured re- 


Dr. Hafstad H. O. Whiteside 
cently on the cover of the bank's 
staff magazine Round-Up. 


Add Atomic Consultant 


7 LAWRENCE R. HAFSTAD, direc- 
tor of the Reactor Development 
Division of the Atomic Energy Com- 
mission, as of January 1 joins the 
staff of the Chase National Bank, 
New York, as atomic energy consul- 
tant. It is planned that he will repre- 
sent the bank in conferring with 
various groups planning the develop- 
ment of atomic energy by private 
industry. 


HENRY O. WHITESIDE, head of 
public relations and the advertising 
department of Mercantile Trust Co., 
St. Louis, has been elected a vice- 
president. 


ROBERT V. FLEMING, president and 
chairman of Riggs National Bank, 
Washington, D. C., has been reap- 
pointed to the Federal Advisory 
Council for the Fifth District. The 
Council consists of 12 members, one 


. from each Federal Reserve District. 


It meets in Washington at least four 
times a year, where it confers with 
the Board of Governors on business 
conditions and makes advisory rec- 
ommendations regarding the affairs 
of the Federal Reserve System. 


Vice-president EARLE F. BARROWS 
retires as of December 31 after 36 
years with First National Bank of 
Arizona, Phoenix. 


At Crocker First National Bank 
of San Francisco, CHARLES J. BRADLE 
was advanced to vice-president and 
cashier. ARTHUR MERKT, EDWIN T. 
HaGAN, R. F. STENT, and ALVIN F. 
DERRE were promoted to vice-presi- 
dent. 


L. E. Stover, HORACE U. RAN- 
SOM, JR., and BERNARD C. JONES 
have been promoted to vice-presi- 
dent at The Second National Bank 
of Boston. 

(CONTINUED ON PAGE 31) 
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Thanh youd, 


To all of you who helped make our dedication 

ceremonies and the opening of our new building such 

a heart-warming success... our deepest gratitude. To the thousands 
of Dallasites and to the multitude of out-of-town 

friends from all over the world who visited 


our beautiful new home, our sincere appreciation. 


To all our friends, old and new, who have 

made it possible for the Republic National Bank 

to grow and prosper, we reaffirm our determination to continue 
to merit your friendship and confidence. 


We want you to come to see us again — and often. 


For ourselves, we re-dedicate our efforts to the 
very highest standards of banking, with a firm 
resolution to fulfill the intent expressed in the 
dedication plaque mounted at the bank entrance: 


“This building is dedicated to the principle that 
no institution can long endure unless it serves 
faithfully and unselfishly its country, its state and 
its community.” 


CHAIRMAN 
OF BOARD RESIDENT 


REPUBLIC NATI BA of Dallas 


CAPITAL FUNDS OVER $60,000,000 % LARGEST IN THE SOUTH 


MEMBER FEDERAL DEPOSIT INSURANCE CORPCRATION 


4 
4 
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HOMER BELL, widower, lawyer, 

judge, and head of a rollicking household. 
Gene Lockhart makes Homer Bell real, 
believable, lovable! 


starring 


Gene Lockhart 


A GREAT NEW SHOW 
TO SELL BANKING SERVICES 


-»-and you can have it first in your city. 


It’s brand new and just the program to do a great selling job for 
you! It’s refreshing entertainment the whole family will want to 
share. A happy, heart-warming, humorous show with the broadest 
audience appeal ever offered for local sponsorship. 

Each of the 39 filmed episodes is a light-hearted portrayal of 
goings-on in the home and professional life of Judge Homer Bell. 
We'll be glad to send you a brochure with complete details about 
the show and the important selling helps you get with it! Write or 

MAUDE, Homer’s gossipy, wise- 


NBC FILM DIVISION OX 
SERVING ALL SPONSORS...SERVING ALL STATIONS 


NBC FILM DIVISION—30 Rockefeller Plaza, N. Y. 20 * Merchandise Mart, Chicago, Ill. * Sunset & Vine ‘ CASEY. She’s 15, but discover. 


Sts., Hollywood, Calif. * In Canada: RCA Victor, 225 Mutual St., Toronto; 1551 Bishop St., Montreal QB ing she’s very much a woman,, 
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» gues with Homer like an oppos- 
ing attorney. 


MAIN STREET (Continued) 


Roy A. JOHNSON was named a 
vice-president of Harris Trust and 
Savings Bank, Chicago. PauL J. 
MILLER and ALBERT H. VONDEN- 
BOSCH were named assistant vice- 
presidents. 


He's Done It Again 


hil has published another volume 

of terse verse and well-titled es- 
says. phil is, of course, William 
Albert Philpott, Junior, the Texas 
sage. His latest Christmastime opus 
is entitled No Mayonnaise—Please. 
All of the poems and essays have 
previously appeared in the Texas 
Bankers Record, and it is the au- 
thor’s wont to gather together a 
suitable collection along about Yule- 
tide and distribute them to his 
friends. Here is a sample, selected 
more or less at random— 


The Seasons Seldom Suit 
When summer sun is blazing down, 
And folks and things are roasting 
brown, 

The mind flits back and we re- 
member 

How very nice is bleak December. 

Likewise, when winds of winter 
blow, 

Coats all with ice and heaps of 
snow, 

‘Tis then a fellow thinks and sighs 

And longs for those nice, hot Julys. 


HowarpD L. GOSDORFER has been 
named president of the United Na- 
tional Bank, Forest Hills, N. Y. He 
has been vice-president and cashier 
since 1946. 


CaRL M. FLoyp, senior vice-pres- 
ident of Fulton National Bank, has 
been elected president of the Atlanta 
Clearing House Association. Vice- 
president is D. M. ROBERTSON, vice- 
president of Trust Company of 
Georgia; secretary is GORDON JONES, 
executive vice-president of Fulton 
National; treasurer is J. WALLACE 
CARPENTER, vice-president of Fulton 
National. 


H. L. Gosdorfer Carl M. Floyd 
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STRONG 


RADE MARK 


AUTOMATIC COIN: 
WRAPPERS 


ARE SO ACCURATE 
MISTAKES ARE IMPOSSIBLE 


Wrap all coins from 1c to $1.00 
so accurately ... they're made in 
a special machine that affords 
this unusual precision ..any chance 
of error is eliminated! Patented 
Red Windows, revealing amount 
and denomination... always in 
register... afford ease of visibility. 
Tapered or gummed edge. 


AMERICA'S No. 1 SELLER! 


‘KWARTET’ COIN WRAPPERS 


1 WRAPPER WRAPS 4 DENOMINATIONS 
IN HALF SIZE PACKAGES 


A single wrapper designed to wrap pennies, nickels, 
dimes & quarters in HALF SIZE packages. Tapered 
or gummed edge. Printed in 2 colors. Made of 
Northern spruce pulp Kraft for greater strength. 


The €C. L. DOWNEY CO. 
HANNIBAL, MISSOURI 


Display equipment also available 


NOW is expressly designed as an attractive, attention-getting weekly display 
publication, ideal for use in windows; lobbies, and reception rooms. Each 
week NOW, lithographed in full color, brings a fresh, 38-by-25-inch presen- 
tation of news photos, stories, and special features. Special editions are a 
once-a-month feature. NOW costs only 38 cents a week. 


Now... flow... flow... 


Am 
__ AND WINDOWS 
NS 
65) 
ae DEPT. N 
Ow. ee | 
The 
niece, 
ING 31 


WHEN YOU WANT 
THE BEST 
and the MOST 


for your money { 


THE 
ORIGINAL 


1c to 50c 


COIN CHANGER 


“The Lowest Priced Modern Changer” 


i - Removable top tray 
Exclusive Features: &inside storage box. 


There must be a reason why banks in 
48 states insist on the MP JR. Metal 
Products Engineering has enjoyed a 
reputation of complete reliability for 
the past 15 years. 

FACTS PROVE you are getting the most 
dependable changer available. Over 5000 
MP JR’s sold throughout 

the United States and not 

one penny spent for 

factory service. 


SIZE: 8"x10"x6%". Weight 9 lbs. 
Sturdy aluminum— gray ham- 
mertone finish. Parts and work- 
manship fully guaranteed. 


Another Great MP Value 


NEW 
Combination 


STAMP PAD AND PEN SET 


© Speeds Customer Service 
e Simplifies Housekeeping 
Extensively used by leading Western bank chains. 
Sturdy aluminum, gray hammertone 
finish. For right or left hand use. Set $ 95 
includes _locked-in #1 stamp pad and 10 


famous Paper-Mate Desk Pen. Complete 


METAL PRODUCTS ENGINEERING, INC. 


4000 Long Beach Ave., Los Angeles 58, Calif. 


Consecutive 
Quarterly Dividend 


A dividend of seventy-five cents 
per share on the capital stock of 
this Company has been declared 
payable January 14, 1955, to stock- 
holders of record Dec. 10, 1954. 
EMERY N. LEONARD 
Secretary and Treasurer 
Boston, Mass., Nov. 15, 1954 


Marshall President 


AROLD J. MARSHALL has been 
elected president of The Manu- 
facturers National Bank of Troy, 
N. Y. CHESTER F. MILLHOUSE ad- 
vanced to executive vice-president; 
EDWARD F. MOYLAN was named 
senior vice-president; WILLIAM R. 
WILLIAMS, comptroller; and Max- 
WELL A. PARMENTER, assistant cash- 
ier. MR. MARSHALL, who was at one 
time secretary of the New York 
State Bankers Association, is chair- 
man of the Public Relations Council 
of the A.B.A., and was a member of 
the first graduating class of The 
Graduate School of Banking. He is 
now an instructor at the school. 


JAMES ELLIOTT COYNE has been 
appointed the new governor of the 
Bank of Canada, succeeding Graham 
Ford Towers, retired. Mr. COYNE, 
formerly deputy governor, will head 
Canada’s regulative central bank for 
a, 7-year term beginning January 1. 


Members of the Association of 
Chicago Bank Women entertained 
their bosses at the annual execu- 
tive’s night reception and dinner. 
More than 225 members and guests 
attended. CATHERINE B. CLEARY, 
vice-president, First Wisconsin Trust 
Co., Milwaukee, was speaker. 


Vice-president WILLIAM H. 
JAQUITH has celebrated his 50th an- 
niversary with The Marine Midland 
Trust Company of New York. He 
is the first person in the bank’s his- 
tory to pass the half-century mark 
in active service. 


PALMER FIRST NATIONAL BANK 


Cc. F. Millhouse Harold Marshall 


AND TRUST Co., Sarasota, Fla., has 
published an illustrated booklet on 
the occasion of its 25th anniver- 
sary. 


SIDNEY MAESTRE, chairman of the 
board of Mercantile Trust Co., St. 
Louis, has been appointed chairman 
of a newly created St. Louis Citi- 
zens Bond Issue Screening Com- 
mittee which will draw up bond issue 
proposals for civic improvements 
totaling near $100,000,000. 


Merger Planned 


of AMERICAN Na- 
TIONAL BANK and FLETCHER 
Trust Co., both of Indianapolis, is 
planned, subject to the necessary 
approvals, for the year end. The com- 
bined resources of the two banks, 
as of their October statements, ex- 
ceed $300,000,000. 

Principal officers of the new bank 
will be: ELMER W. STOUT, chair- 
man of the board; WILLIAM B. 
SCHILTGES, vice-chairman of the 
board and chairman of the execu- 
tive committee; EVANS WOOLLEN, 
JR., president; HAROLD S. Cross and 
NoRMAN METZGER, senior vice-presi- 
dents. 

The bank’s name is to be AMER- 
ICAN FLETCHER NATIONAL BANK 
AND TRUST Co. 


This drive-in building of the Bank of New Mexico, Albuquerque, stands in the 
parking lot behind the bank’s main office. It has four drive-up windows and 
one walk-up window 
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Makes Cop 


National has important news for business 
everywhere! The duplicate copies vou see 
above were made without carbon paper! This 
is made possible by use of a special paper 
developed by the research laboratories of 
The National Cash Register Company. It is 


called “NCR Paper” (No Carbon Required). 


NCR Paper puts an end to irksome handling 
of carbon paper — inserting, removing, 
storing. 


Saves Time. Avoids Smudges. Faster. 


Can’t smudge copies or fingers. 

Making multiple records is now as easy as 
picking up 3, 4, (or more) forms from a stack 
and inserting them in a _ typewriter or 


varbon equired ) 


1es without Carbon! 


business machine. And NCR Paper provides 
exactly the same advantages when making 

*s by hand (receipts, sales slips, guest 
checks, etc.). 


Better Copies. When forms are placed to- 
gether and written on — by typewriter, busi- 
ness machine, or by hand — clear, clean 
copies arc made without carbon paper. 


Ends Carbon Paper Disposal. With 
NCR Paper, troublesome removal and dis- 
posal of used carbon sheets are avoided. 
Try the new NCR Paper and be amazed at 
the new ease, simplicity, cleanliness and 
time-saving it brings to multiple copying. 


THE NATIONAL CASH REGISTER COMPANY. Dayton 9, Ohio 
949 OFFICES IN 94 COUNTRIES 


Contact your local business 
Sorms printer for NCR Paper 
— or your nearby National 
representative — or write to 
The National Cash Register 
Company, Dayton 9, Ohio. 
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JOURNAL OF THE AMERICAN BANKERS ASSOCIATION 


The OUTLOOK 


and CONDITION OF BUSINESS 


How Bankers Feel about °55 


HIS survey of banker opinion on business and 
creait conditions was made by the Credit Policy 
Commission of the American Bankers Association 
in December 1954. The survey was conducted under 
the direction of George S. Moore, chairman of the Com- 
mission and executive vice-president of the National 
City Bank of New York. Members of the Credit Policy 
Commission were delegated the responsibility of poll- 
ing representative bankers in each of the twelve Fed- 
eral Reserve Districts. The purpose of the survey was 
to sample the opinion of well informed bankers as to 
existing business and credit conditions and to obtain 
their thinking as to the prospects for the first half of 
1955. 
The major conclusions developed by the survey were 
as follows: 


Business Outlook 


(1) There is broad agreement that the current re- 
covery in business will continue into 1955. Optimism 
is widespread in all sections of the country and the 
consensus is that the first half-of 1955 will be better 
than either half of 1954. 

(2) The brightest part of the picture continues to 
be construction, particularly private residential and 
local public. 

(3) Some lines of business have continued to lag, 
but the general improvement has brought better pros- 
pects even to the laggards. 

(4) Acceptance of new automobile models has been 
encouraging. This is considered to be a key factor in 
the outlook. 


Inventory Picture 


(1) There is general agreement that the inventory 
liquidation is about over. 

(2) Most respondents believe that inventories at 
manufacturing, wholesale and retail levels are in bal- 
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ance. There are a few exceptions, however, that appear 
to be localized, some bankers stating that stocks in 
particular lines are still too high, and too low in others. 


Credit Demand 


(1) There is a general feeling that an end to inven- 
tory liquidation is likely to stop the decline in busi- 
ness loans experienced during the past year. A rising 
trend in business activity is expected to generate new 
credit demand, although some industries can expect 
the usual seasonal liquidation during the first half 
of 1955. 

(2) The expectation of higher automotive and ap- 
pliance sales will be accompanied by a modest rise in 
consumer credit. 

(3) Heavy demand for real estate credit is antici- 
pated, as almost all sections expect new home con- 
struction to be at or near peak levels in 1955. 


Competition in Lending 

(1) Banks have been experiencing keen competi- 
tion with other lenders, and this situation is likely to 
continue in 1955. 

(2) Bank loans are being liquidated through funds 
obtained in the commercial paper market, insurance 
company loans, and sale of new securities. 

(3) While new car sales are expected to generate 
instalment credit demand, finance company competition 
is likely to become keener and slightly more liberal 
terms may ensue. Credit unions have been mentioned 
as a growing source of competition in this field. 

(4) In the real estate credit field, competition is 
expected to become keener in some sections from sav- 
ings and loan associations and insurance companies. 


Credit Problems 


(1) The basic credit situation is sound, as bankers 
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generally are not experiencing any abnormal or serious 
collection problems. 

(2) Nevertheless, the competitive business situation 
is producing credit problems in some specific kinds of 
businesses in some places. Working capital of many 
small business units has not kept pace with sales, 
causing heavy debt, and industries with poor man- 
agement and out-of-date equipment are being left be- 
hind in the competitive race. 


Interest Rates 


(1) General stability of interest rates is indicated 
in the first half of 1955, although it is recognized that 
they will be influenced by Federal Reserve credit policy. 

(2) It is apparent that credit is readily available at 
low interest cost, and in some sections increased pres- 
sure of funds may result in easing of terms in some 
types of credit. 


Boston District (1) 


BUSINESS OUTLOOK 

With the strength of the business recovery running 
at a somewhat more than seasonal pace, it seems likely 
this pattern will continue well into the first half of 
1955. Such forces as defense orders, a rising demand 
for consumer durables of some types, and a firm-to- 
slightly-better tone for soft goods suggests that New 
England business will follow this pattern and may do 
somewhat better than the nation, which has tended 
to be the case during 1954. 


CREDIT DEMAND 


On Commercial Loans—Moderate rise for the dis- 
trict during first half of 1955, compared with year-end 
totals, perhaps running 2% to 3% above year-end, 
although some areas may run counter to this pattern. 

On Consumer Credit Loans—Moderate rise during 
first half of 1955, if new car sales achieve levels ex- 
pected by that industry. 

On Real Estate Loans—Steady to higher in the range 
of 3% to 5%, because of more liberal terms in resi- 
dential building and active interest in commercial and 
public building. 

On Agricultural Loans—May tend somewhat lower, 
as service of existing debt is about all farmers can 
manage, and lower prices and income will tend to 
restrict new borrowing. 


INTEREST RATES 


Money supply and loan demand prospects suggest 
interest rates are likely to continue close to present 
levels. Having come thus far without any further drop 
in the prime rate, continuance seems likely. It is pos- 
sible that the supply of mortgage funds may result in 
some small concessions here and there, and also that 
there may be some easing on consumer loan rates due 
to competition. 


New York District (2) 


BUSINESS OUTLOOK 
A modest improvement over the first half of 1954 
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and over recent levels is expected for the first half of 
1955. Local retail trade in some areas has been show- 
ing steady improvement in recent weeks. The apparel 
industry is following a slow start due to unseasonal 
weather. The prospects for furniture are more prom- 
ising now in view of the depleted stocks at retail level. 
Textiles also are showing some improvement. 


CREDIT DEMAND 


On Commercial Loans—A modest increase. 

On Consumer Credit Loans—Some increase is ex- 
pected. 

On Real Estate Loans—A continued increase in the 
volume of these loans. 

On Agricultural Loans—Little significant change is 
expected. 


INTEREST RATES 


Little change in the present rates of interest is in 
prospect. 


Philadelphia District (3) 


BUSINESS OUTLOOK 


The general outlook for industry in this area for the 
first six months of 1955 is excellent. We expect busi- 
ness generally during this period will be markedly bet- 
ter than during the last six months of 1954. Prospects 
appear particularly good in steel, construction, and 
retail trades. On the other hand, we can see no im- 
provement in the leather industry, and while the pros- 
pect in textiles is far from good, it does appear that 
some improvement is in order. The outlook for the oil 
industry and the chemical industry continues to be 
favorable. 


CREDIT DEMAND 


On Commercial Loans—A modest increase is looked 
for, possibly in the neighborhood of 5% over the first 
six months of 1955. This opinion is unanimous. 

On Consumer Credit Loans—It is anticipated that 
these loans will show a steady, moderate increase based 
on the assumption that automobile production will be 
slightly higher than in 1954, with a tendency for 
slightly more liberal terms to support the increase in 
outstandings. 

On Real Estate Loans—lIt is anticipated that there 
will be little if any change in this category, with any 
trend likely to be slightly lower than present levels. 

On Agricultural Loans—There is no opinion on this 
category, since these loans are not a factor in this area. 


INTEREST RATES 


No change in rate is anticipated, although pressure 
on the downward side has been noted in the past month 
or two. 


Cleveland District (4) 


BUSINESS OUTLOOK 

Banker opinion ranges from firm to moderately up- 
ward, with a composite view that business conditions 
in this area and in the nation will be better in the 
first half of 1955 than they were in the first half of 
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1954. A revival in economic activity is now under way 
with housing and automobiles taking the lead. Busi- 
ness activity is being helped by the completion of in- 
ventory liquidation programs. 


CREDIT DEMAND 


On Commercial Loans—The trend is level to slightly 
upward, with moderate strength resulting from im- 
proved business and income tax requirements. 

On Consumer Credit Loans—The trend will be up- 
ward, with improved demand for automobiles and for 
consumer durables generally. 

On Real Estate Loans—The trend will be upward, 
particularly in FHA and GI loans. More housing starts 
are expected in 1955 for most areas. 

On Agricultural Loans—No particular change is ex- 
pected. 


INTEREST RATES 


There is unanimous opinion that interest rates will 
hold firm at present levels. 


Richmond District (5) 


BUSINESS OUTLOOK 


It would appear that the principal industries in this 
trade area should be maintained on a profitable basis 
during the first half of 1955. There should be excluded 
from this general statement the southern portion of 
West Virginia, where the coal industry reflects oper- 
ations at a very low level. The consensus of replies 
indicate that business conditions generally for the 
first six months of 1955 will be satisfactory, and the 
general outlook is more optimistic than it was during 
the first half of 1954. 


CREDIT DEMAND 


On Commercial Loans—The demand for commercial 
loans appears generally to be good and it is expected 
that the first six months of 1955 will remain steady 
in demand. Some increase is expected in textile loans. 

On Consumer Credit Loans—Fractionally up. Inten- 
sified sales efforts in automobile and appliance lines 
will play an important part in increases. 

On Real Estate Loans—The demand for real estate 
loans will show some moderate increase. 

On Agricultural Loans—In the agricultural areas 
some increase is expected. 


INTEREST RATES 


Little change is expected, although a few bankers 
indicated some softening tendency. 


Atlanta District (6) 


BUSINESS OUTLOOK 


The business outlook for this Federal Reserve Dis- 
trict for the first six months of 1955 should be good 
and at a level perhaps equal to that of 1954. There is 
a feeling of confidence in the Administration in Wash- 
ington and many businessmen have been agreeably 
surprised that the readjustment period leveled off 
before becoming too serious. It was reported that the 
full impact of the great drought in the Southeast, which 
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occurred last summer, has not been felt yet and a 
cautious attitude was considered necessary. 


CREDIT DEMAND 


On Commercial Loans—The general feeling is that 
there will be an increase in the volume of these loans, 
some estimating that it should run between 10% and 
12%. 

On Consumer Credit Loans—An increase in this 
type of loan is expected. This might range somewhere 
between 5% to 10%. 

On Real Estate Loans—Building activity is gener- 
ally reported as good, but no apparent change is antic- 
ipated in the volume of real estate loans. 

On Agricultural Loans—In the agricultural area 
there seems to be some divergence of opinion as to 
the possible volume of such loans during the next six 
months. As one banker pointed out, the farmers in his 
area have pulled in their belts and are not spending 
as much as they did. 


INTEREST RATES 


Interest rates generally should remain stable. They 
are tied directly to the Federal Reserve money policy. 
Since a better demand for money is expected, there 
would not appear to be any logical reason for interest 
rates to be decreased further. 


Chicago District (7) 


BUSINESS OUTLOOK 


It is believed that conditions will be favorable gen- 
erally for the first half of 1955. Business is expected 
tc be as good as or moderately better than in the first 
half of this year. In this Federal Reserve District 
there has been a slight decrease in the tire and farm 
implement manufacturing field, with aircraft manu- 
facture steady. Farm prices and income have decreased 
but are expected to hold steady in coming months. 
Most bankers anticipate a moderate improvement in 
general retail activity in the first half of 1955. 


CREDIT DEMAND 


On Commercial Loans—Indications are that com- 
mercial loans will remain steady or decrease slightly 
in the first six months of 1955. In general, most of the 
respondents subscribe to the view that commercial 
loans will decline seasonally in the first half of 1955 
from the current level, due to the fact that seasonal 
borrowers have been borrowing as usual during the 
last half of 1954. 

On Consumer Credit Loans—A moderate rise in 
consumer credit loans is anticipated in the first six 
months of 1955. It was noted by some that there might 
be a small seasonal drop in the first two months of the 
year, followed by a more than offsetting rise in the 
next four months. An improved outlook for auto- 
mobile sales was cited as the primary factor accounting 
for the expected rise in consumer credit loans in the 
first half of 1955. 

On Real Estate Loans—Real estate loans in this dis- 
trict are likely to expand moderately in the first half 
of 1955. Increased building activity was cited as the 
factor explaining the expected rise. 

(CONTINUED ON PAGE 157) 
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UNITED PRES! 


Secretary of the Treasury Humphrey testifying on monetary and public debt matters before the Subcommittee on Economic 
Stabilization of the Joint Committee on the Economic Report. (See page 41.) Behind and left of the Secretary is 
W. Randolph Burgess, Under Secretary for Monetary Affairs 


A New Old Look on Capitol Hill 


gaged in swapping horses in 

the middle of the Administra- 
tion stream or, perhaps we should 
say, swapping drivers. The two 
parties on either side of the aisles 
are still pretty evenly divided, but 
the fact remains that the center of 
power has crossed the aisles in 
Senate and House, which puts the 
spotlight on the new floor and com- 
mittee leaders. This assumes that no 
unforeseen event, such as a death, 
upsets the very narrow Senate out- 
look. 

Laws still need the President’s 
approval or a two-thirds majority 
vote on the Hill to override a veto, 
and the party change is not a full 
one. Still, the Democratic leaders 
will have great power to initiate 
hearings and inquiries, push for or 
block committee actions, and regu- 


Te Congress right now is en- 
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late the flow of events on House and 
Senate floors. 

Naturally the Democrats are 
happy about all this; and their 
satisfaction is in no way lessened 
by the sight of a Republican opposi- 
tion badly divided on many subjects. 
Such schism is made to order for the 
Democrats. 

Most of the new chairmen of 
House and Senate committees are 
familiar figures with a gavel in 
hand. Some, however, will be new in 
this capacity. One such newcomer 
is the next chairman of the Senate 
Banking and Currency Committee. 


New Senate Banking 
Chairman Takes Over 

Only two colleagues separate 
Senator J. William Fulbright from 
his heart’s desire: the chairmanship 
of the Senate Foreign Relations 


Committee. They are Senators 
George and Green, the two senior 
Democrats on that body. However, 
the Arkansas solon will be chairman 
of the Banking and Currency Com- 
mittee, to which the vicissitudes of 
politics have now raised him after 
a decade in the “Upper House.” 
Among the varied business interests 
of the Senator’s father, who died in 
1925, was a directorship in the 
Citizens Bank of Fayetteville, later 
merged with the First National of 
that city. J. William, however, never 
worked in the bank. His interests as 
a student lay in political science, 
history, and the law. From the fact 
that he has attained his present 
eminence before he is yet 50, it is 
obvious that he early mastered po- 
litical science, for he is now busy 
making both history and law. 
Senator Fulbright served one term 


BANKING 


t 
t 
( 
I 


4 

d 

: — 
i 
| — 
= 


PRESS 


pmic 
y is 


in the House of Representatives in 
1943-44, just prior to his first elec- 
tion to the Senate. His authorship 
of the Fulbright Resolution, calling 
for a system of collective security to 
maintain world peace, brought him 
worldwide attention. After him also 
are named the Fulbright Fellow- 
ships. Strange to say, for a man so 
deeply interested in world affairs— 
he recently has suggested a series of 
regional finance corporations to help 
the underdeveloped countries—Sen- 
ator Fulbright has scarcely partici- 
pated in the overseas junkets which 
take most members of the Congress 
to most parts of the world every 
year. He visited Europe once as 
chairman of a subcommittee study- 
ing our overseas information ac- 
tivities. 

The Senator, who was a Justice 
Department attorney before teach- 
ing law and becoming president of 
the University of Arkansas, headed 
the probe into the RFC in 1950-52. 
Also, his membership in the Joint 
Committee on the Economic Report 
has given him a background in 
monetary and financial matters. He 
is the author of legislation expand- 
ing research for small business, en- 
forcement of the anti-trust laws and 
improving the tax status of small 
enterprises. He favors bank holding 
company regulation. A former 
Rhodes scholar, he is actively in- 
terested in educational opportuni- 
ties; a farmer, he has advocated 
extension of water facilities; a 
Democrat, he does not necessarily 
vote with his colleagues on every 
occasion, as witness his support for 
the Dixon-Yates contract. 


Economic Opinions 


In the economic realm, he is for 
stabilization, which means that at 
times he will be for easier credit and 
at other times for less easy maqney. 
Under his chairmanship it is likely 
that subcommittees will have a role 
to play, for Senator Fulbright be- 
lieves in delegating responsibilities. 
The next ranking Democrat on the 
committee is Senator Robertson of 
Virginia, who will doubtless carry 
his share of the work. 

Just what matters will be the com- 
mittee’s first order of business in 


the new Congress is not known at’ 


this writing. All bills pending at the 
end of the 88rd Congress are now 
dead. Plans such as Senator Cape- 
hart reportedly has had in hand for 
further Eximbank export-credit leg- 
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islation must now be reviewed in 
the light of the Fulbright chairman- 
ship. The committee will have one 
more Democrat and one less Repub- 
lican than in 1954. The change in 
party control of the Senate is al- 
ways the occasion for much shifting 
about and jockeying, not only for 
committee posts, but also the loca- 
tion of seats on the Senate floor, 
rooms in the office building and 
Capitol, and other symbols of sen- 
iority and influence. Committee as- 
signments are made by the Repub- 
lican and Democratic conferences, 
each of which has, for working 
purposes, a smaller “committee on 
committees.” These propose assign- 
ments after consulting the members 
most concerned. All this seniority 
business has grown up by custom; 
there is nothing about it in the rule 
book. 


Senate Finance Committee 


Chairmanship of this committee 
goes to Sen. Harry F. Byrd, old-time 
advocate of balancing the budget 
and cutting out nonessential ex- 
penditures. The Senator has headed 
a special committee on the latter 
subject for many years, even under 
the Eisenhower Administration, de- 
spite his Democratic party label. 
Due to Senator Butler’s death and 
the interim nature of his successors 
on the Finance Committee, the latter 
enters 1955 with the number of its 
Republican members reduced by 
one. With Senator George expected 
to take over the chairmanship of 
the Foreign Relations Committee, 
although he has not publicly stated 
so as yet, two additional Democratic 


Senator J. William Fulbright heads new 
Banking Committee 


members will have to be added to 
the Finance Committee. 

This committee handles tax legis- 
lation originated in the House but 
does not originate such legislation 
itself. In the same category is the 
Trade Agreements Program expiring 
June 12, unless renewed, since that 
is a tariff (ie. tax) matter. The 
Finance Committee also handles 
certain veterans’ legislation. In that 
field nothing major is looked for in 
1955, veterans compensation having 
but recently been raised. 


Foreign Trade Policy 


The election strengthens the posi- 
tion of those who think that the 
trade-agreements powers should be 
made permanent, instead of being 
renewed every year or two by the 
Congress. Clarence B. Randall, who 
headed the Foreign Economic Policy 
Commission in 1953, has beeh a 
White House advisor ever since, 
heading up the work for a more 
liberal U. S. foreign trade policy. On 
the Ways and Means Committee, in 
place of a strong protectionist, the 
chairmanship goes to Jere Cooper 
of Tennessee, a Cordell Hullite. 


No Significant Change 


No great change in the Adminis- 
tration’s foreign trade objectives as 
set forth in President Eisenhower’s 
special message to the Congress last 
March 30 are to be expected. Then 
Mr. Eisenhower went down the line 
for the recommendations of the 
Randall Commission. He asked for 
improvement of customs procedures 
—a matter under study by the 
Tariff Commission; putting the 
GATT on a permanent basis — 
something at which the contracting 
parties have been working in 
Geneva; better tax treatment for 
U. S. investors abroad—something 
which Secretary Humphrey has dis- 
cussed since his return from the 
November Rio de Janeiro Confer- 
ence; surplus agricultural com- 
modities—which have commenced 
to be disposed of abroad, but not 
without causing complications and 
controversy; and such other sub- 
jects as the Buy American clause, 
the merchant marine, tourist travel 
encouragement, East-West trade, 
foreign aid and technical assistance. 

The Administration announced in 
November its endorsement of a 
modified “International Finance Cor- 
poration,” but whether this will be 
in shape to present to the Congress 
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Our Foreign Loans and Unrequited Exports 


HERE is no sign yet of an end to 

the steady stream of exports to 
the far corners of the globe financed 
by U. S. gifts, loans, and Govern- 
ment-aided commercial credits to the 
tune of billions each year. And there 
is no end to new justifications with 
which each successive “emergency” 
program is equipped. Lend-lease, 
interim aid, UNRRA, the several ex- 
pansions of the Eximbank, Bretton 
Woods, ECA, MSA, FOA, and the 
like seem merely to have whetted the 
world’s appetite for more of the 
same. Children used to cry for more 
Fletcher’s Castoria. The “free world” 
cries for more U. S. aid. 

Former Premier Yoshida of Ja- 
pan, for example, urged an Asian 
Marshall Plan to cost us $4-billion a 
year. UN’s Economic Commission 
for Latin America wants us to capi- 
talize a new “Inter-American Fund” 
for hemisphere investment. At the 
Fund meeting in Washington our 
southern neighbors converted the 
U. S. Government from an opponent 
to a reluctant advocate of a new in- 
stitution to be called International 
Finance Corporation. Brazil’s Presi- 
dent. Café advises us in our foreign 
aid to act with “boldness, imagina- 
tion and generosity.” 


Te foreign “come on, now” at- 
titude receives constant stimulation 
from this country. Former Am- 
bassador Chester Bowles periodically 
appeals for an extensive aid pro- 
gram for underdeveloped lands as a 
form of partnership. Mr. Stassen, 
head of the scheduled-to-expire For- 
eign Operations Administration, is 
busily seeking a way to extend it in 
some new guise. Rep. James Ful- 
ton and Sen. George A. Smathers 
throw the Rio conference into a 
tizzy in advocating a billion-dollar 
Latin . Marshall Plan. Banker 
Joseph Dodge is recalled to Wash- 
ington to lay out a long-range “eco- 
nomic security policy” for the “free 
world,” especially Asia. 

Economic subsidy to other nations 
was not invented in the U. S. A. But 
we have developed it to a stage with 
which nothing in all history com- 
pares and enveloped it with an aura 
of unselfishness also unprecedented. 
Many supporters of the aid pro- 


grams, past and present, admit to a 
selfish national interest. The goods 
our aid dollars buy, they reason, 
keep the world safe for our brand 
of democracy. Whether this premise 
is indisputable we lack space to dis- 
cuss. Let us not overlook, however, 
the ever-present economic axe-to- 
grind which American manufactur- 
ers, workers, farmers, shippers, 
bankers, and others have in the for- 
eign aid programs. 


Tas year the Congress enlarged 
the Eximbank’s resources and 
pressed the Bank to be more active 
in its lending. The Bank in turn has 
shown signs of responsiveness. It has 
issued lines of credit to exporters. It 
has promised guaranties to a pro- 
jected private overseas finance cor- 
poration. Behind these developments 
of the past two years has been the 
fact that producers of export goods, 
feeling the 1953-54 recession at 
home, often have encountered ef- 
fective competition in their export 
markets from producers in third 
countries. Thanks to European and 
Japanese recovery, brought about in 
part by such programs as the Mar- 
shall Plan and productivity 
teams, our exporters, some of the 
younger ones for the first time, see 
a seller’s market giving way to a 
buyer’s market. 


ve hold their share of world mar- 
kets, U. S. exporters are seeking not 
only credits but credit insurance, 
guaranties, and the like. Under the 
Eximbank line-of-credit, with the 
Bank assuming 60% of the risk and 
the foreign importer 20%, about all 
that the exporter risks is his profit. 
He may gain; he can’t lose. A recent 
Export Manager’s Club speaker 
frankly justified Federal export 
credit insurance “as our legislators 
have given more social security to 
the working population.” 

To engage in a credit race with 
other nations is, Eugene Black has 
warned, to court consequences such 
as we experienced a generation ago. 
Such a race has already begun. With 
Uncle Sam holding a large part of 
the bag, almost anything goes nowa- 
days. What we are apt to forget is 
that we are Uncle Sam. 


in 1955 depends on getting broad 
international approval in time. 


House Banking Committee 


In 1954, as shown in the Con- 
gressional Directory, the House 
Banking and Currency Committee 
was larger than customary, consist- 
ing of 30 members: 16 Republicans 
and 14 Democrats. Four of these 
Republicans and one Democrat will 
not be around this coming year: 
D’Ewart (Mont.), Merrill (Ind.), 
Oakman (Mich.), Stringfellow 
(Utah), and O’Brien (Mich). How 
many members the committee will 
now have will be decided early in 
January by the House leadership. 
It is expected that the Democrats 
in any case will outnumber the Re- 
publicans by a majority of three. 

The new chairman will be Brent 
Spence of Kentucky. Since Mr. 
Spence has long been interested in 
bank holding companies, some ac- 
tivity in this area may be expected. 
In August 1954 the Treasury sent 
up two banking measures which 
were introduced by Rep. Wolcott: 
HR 10,266 and HR 10,118. It is log- 
ical to expect these to be sent up 
again in 1955. The first of the two 
would authorize national banks to 
make amortized real estate loans for 
as long as 20 years, as compared 
with the present 10-year legal limit; 
and it would increase national bank 
construction-loan maturities from 
the present six to nine months. This 
applies to loans on other. than VA 
and FHA mortgages, which are ex- 
empt. The second Administration 
bill is the one which would permit 
three instead of four examinations 
of national banks in a 2-year period. 


Other Expirations 


A number of other laws which 
expire next June 30 will require 
committee action before then. These 
are: Titles I and III of the Defense 
Production Act of 1950, the Small 
Business Act of 1953, and various 
housing laws. Defense Production 
Act provisions needing handling by 
the committee are those giving al- 
locations and priority powers, now 
being used in connection with only 
one rare metal; provisions relating 
to exploration for and purchases of 
strategic and critical materials; fi- 
nancial aid through the V-loan pro- 
gram; and the direct-loan program. 

The Small Business Act of 1953, 
now scheduled to die June 30, au- 

(CONTINUED ON PAGE 135) 
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A Close-Up of the 
$279-Billion Question 


Monetary Hearings Briefly Come to the Footlights 


month of December was briefly 
enlivened by the 2-day open 
hearings of the Economic Stabiliza- 
tion Subcommittee of the Joint Com- 
mittee on the Economic Report. The 
members of the subcommittee were: 
Sen. Flanders, chairman; Goldwater 
and Fulbright; and Representatives 
Simpson and Patman. Senators Ful- 
bright and Simpson were out of town 
when the hearings were held. How- 
ever, other members of the full JEC 
attended some of the hearings: Rep. 
Talle, Sen. Douglas, and Sen. Spark- 
man, who is expected to be the full 
committee’s new chairman. 
Highlight of the hearings, which 
were held in the Senate Caucus 
Room with which every TV viewer 


T= otherwise legislatively dull 


is familiar, was when Rep. Patman 
met the Federal Reserve’s Open Mar- 
ket Committee. The Texas Con- 
gressman, who in and out of season 
keeps a very sharp eye on Federal 
Reserve doings, long had been seek- 
ing an opportunity to get the Open 
Market Committee up for question- 
ing. Three times during last Febru- 
ary’s JEC hearings on the Presi- 
dent’s economic report Mr. Patman 
insisted on having the OMC brought 
in for questioning. Before him were 
arrayed all the members of the Fed- 
eral Reserve Board and the presi- 
dents of all 12 Federal Reserve 
banks. In view of Mr. Patman’s 
record as a skillful, persistent and 
sometimes provoking interrogator 
this observer found the hearing ex- 


ceedingly tame on this score. Where- 
as Chairman Flanders at the outset 
offered Mr. Patman 40 minutes for 
his interrogation, Mr. Patman said 
he wouldn’t use that much time; 
and, to the amazement of veteran 
financial reporters, he didn’t. 
Other highlights of the hearings 
were the appearance of Secretary of 
the Treasury Humphrey, supported 
by Deputy Secretary Burgess, Fiscal 
Assistant Secretary Bartelt and 
others. There was plenty of wres- 
tling and grappling between the Sec- 
retary and Democrats Douglas and 
Patman. Sen. Douglas tried his best 
to persuade Mr. Humphrey to admit 
that the Treasury had made a mis- 
take—Senator Douglas thinks a big 
mistake—in issuing the $1-billion 


The presidents of the 12 Federal Reserve banks took part in a round-table discussion of monetary policy questions with 

the six members of the System’s Board of Governors. The presidents, below, are left to right, seated: Clifford S. Young, 

Chicago; Alfred H. Williams, Philadelphia; Allan Sproul, New York; H. G. Leedy, Kansas City; Joseph A. Erickson, 

Roston; Standing: Delos C. Johns, St. Louis; W. D. Fulton, Cleveland; Wartrous H. Irons, Dallas; C. E. Earhart, San 
Francisco; O. S. Powell, Minneapolis; Malcolm H. Bryan, Atlanta; Hugh Leach, Richmond 
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UNITED PRKBSS 


A general view of the hearing, above, left, with Chairman Flanders presiding. Above, right, Under Secretary W. Randolph 
Burgess illustrates a point with one of the charts reproduced on these pages 


long-term 314% bonds in 1953, but 
the Secretary insisted that it was 
no mistake and he would do it all 
over again. 

You may get the hearings, when 
they are printed, but whether you 
will be able to read there everything 
that was said is not certain. Not 
only hearings transcripts, but even 
press conference transcripts, are 
edited before being exposed to pub- 
lic gaze. Besides, no court stenog- 
rapher could have taken down all 
the words simultaneously spoken at 
intervals across the table by Sen. 
Douglas and Mr. Humphrey. Mr. 
Humphrey does not hesitate to 
speak up. He exhibits youthful vigor 
always and leaves one in not the 
slightest doubt as to who speaks for 
or is running the U. S. Treasury. It 
would be interesting to witness a 
Cabinet meeting where Mr. Humph- 
rey might be disagreeing with some 
of his colleagues’ views—say those 
of Mr. Stassen on aid for Asia. 

The only one of Secretary Humph- 
rey’s several aides present who was 
given an expository role was Dr. 
Burgess. Standing with a micro- 
phone in his hand, the tall economist 
and former banker presented a series 
of charts to the subcommittee, the 
crowded press tables and the goodly 
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audience of public officials and finan- 
ciers from out of town. The charts 
told the story of the public debt and 
its management over the past years. 


Open Market Techniques 


A feature of the hearings of spe- 
cial interest to bankers was the pub- 
lic airing of differences between the 
Federal Reserve Board and Allan 
Sproul, president of the Federal Re- 
serve Bank of New York, as to the 
techniques of open market opera- 
tions. The basic points of difference 
have been fully explained in earlier 
issues of BANKING. Prior to the De- 
cember hearings, the Flanders sub- 
committee had obtained from both 
the Treasury and the Federal Re- 
serve Board voluminous replies to 
questions relating to recent mone- 
tary policy and debt management. 
With the Federal Reserve Board’s 
reply, Mr. Sproul, in the course of 
the hearings, vehemently expressed 
his disagreement with certain 
points. Calling the Board’s bulky 
document a “persuasive and stimu- 
lating discussion of the issues in- 
volved,” Mr. Sproul quickly added, 
“Yet there is a good deal with which 
I disagree and my conclusions .. . 
diverge quite sharply from those 
set forth in the answer of the Chair- 


man,” William McChesney Martin. 

In the course of the hearing Sen- 
ator Douglas asked for publication 
of a report on open market opera- 
tions prepared by an ad hoc com- 
mittee of the Federal Open Market 
Committee. Chairman Martin ex- 
pressed willingness to have the re- 
port made public; but Mr. Sproul, 
despite having said in his prepared 
statement, “It is good to have these 
differences opened up,” strongly ob- 
jected to having an internal memo- 
randum such as the ad hoc report 
made public. He argued that to do 
so would impair the utility of future 
internal memoranda; that the pub- 
lication of the document asked for 
would lead to requests for the rev- 
elation of correspondence on the 
matter. However, two of the mem- 
bers of the ad hoc committee spoke 
up to say that they favored the re- 
port’s publication. The upshot was 
that the report would be submitted 
to the Flanders subcommittee and 
the question of its publication would 
be left in the latter’s hands. 

Mr. Sproul came to the hearings 
with a briefcase full of memoranda. 
As questions arose he was thus able 
to toss out elaborated replies in ma- 
chine-gun fashion. His chief memo- 
randum dealt with his differences 
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Above, left: Secretary of the Treasury George M. Humphrey (speaking), Under Secretary Burgess, and (more distant from 
camera) Fiscal Assistant Secretary Edward F. Bartelt. Above, right: Senator Ralph E. Flanders, chairman, and Rep. 


with the Board over techniques. 
From the memo we have space for 
but a few significant passages: 


I am not for pegging Government 
security prices nor for trying con- 
tinuously to determine the structure 
of interest rates by means of open 
market operations. As one of the 
principals in the fight to free the 
Federal Reserve System from the 
pegging of prices of Government se- 
curities, throughout a difficult period 
of controversy on this point, begin- 
ning in 1946, I think I have the right 
to make this clear. And as one who 
has a great deal of respect for the 
operations of the marketplace, I 
would not want to be classed with 
those who believe that a continuously 
better result can be obtained, so far 
as the structure of interest rates is 
concerned, by completely substituting 
the judgment of the Federal Open 
Market Committee for that of the 
marketplace. 

* 

One of the virtues of credit control 
is supposed to be its ability to take 
prompt action to head off financial 
disturbances, which might otherwise 
have harmful repercussions through- 
out the economy. If open market op- 
erations in longer term Government 
securities can be used to this end, I 
would use them rather than wait 
until a disorderly situation or a crisis 
has developed and only then depart 
from operations solely in Treasury 
bills. 

The answer of the chairman 4s- 
serts that the market has become in- 
creasingly stronger, broader and 
more resilient since the Committee 
adopted the “bills only” technique. It 
suggests most persuasively why, 
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Wright Patman (speaking) 


theoretically, this should be so. But 
this doesn’t prove that it has actually 
happened. In fact, I wonder whether 
we are talking about the same mar- 
ket, and what are the definitions of 
“strength” and “breadth” that are 
being used. It is my information and 
observation that the market for 
longer term securities has remained 
at least as “thin,” under existing 
open market procedures, as it was 
before these procedures were adopted. 
I think it has lost in depth, breadth, 
and resiliency. We must not be mis- 
led by the claims of one or two deal- 
ers, who urged the present tech- 
niques, and now proclaim that they 
are helping to create a broader mar- 
ket for Government securities. 
* * * 

It has sometimes taken massive re- 
leases of reserves, under the tech- 
niques adopted or in support of those 
techniques, to accomplish what might 
have been accomplished more eco- 
nomically with the help of limited di- 
rect entry into the long term market. 

* * * 

One final comment should be made, 
perhaps, on the discontinuance by 
the Federal Open Market Committee 
of direct supporting operations in the 
Government security market during 
periods of Treasury financing. I 
would agree that the System Open 
Market Account should not, as a mat- 
ter of routine, provide such direct 
support, but I would also say that we 
cannot, as a matter of routine, turn 
our back on such support. 


Apart from the Treasury’s replies 


to the Flanders subcommittee’s for- 
mal questions about debt manage- 
ment policies and Treasury-Federal 
Reserve cooperation, Secretary 


Humphrey brought to the hearing 
a short prepared statement, which 
we can reproduce below only in ex- 
cerpted form. 

Mr. Humphrey testified: 

The Administration’s budgetary 
and tax policies, along with its debt 
management policies, have all been 
designed to promote high employ- 
ment, rising production, and a stable 
dollar. 

We have in fact been following the 
policies advocated by your predeces- 
sor subcommittees that—as stated in 
the Douglas report of January, 1950, 
in language reaffirmed in the Patman 
report of June, 1952—“appropriate, 
vigorous, and coordinated monetary, 
credit, and fiscal policies” should 
“constitute the Government’s primary 
and principal method” of promoting 
the purposes of the Employment Act, 
and further, their recommendation 
“that Federal fiscal policies be such 
as not only to avoid aggravating eco- 
nomic instability but also to make a 
positive.;and important contribution 
to stabilization, at the same time pro- 
moting equity and incentives in taxa- 
tion and economy in expenditures.” 

Government spending programs 
have been cut by billions of dollars. 
Waste and extravagance have been 
eliminated in many areas. Economy 
in Government and efforts to get the 
Federal budget under even better 
control are continuing without letup. 

These efforts are of great importance 
to the future of our country and are 
fundamental in the Administration’s 
honest money program. 

* * * 


Progress is being made toward get- 
ting our huge public debt in better 
shape, so that its maturities can be 
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handled more easily and debt opera- 
tions will not stimulate either infia- 
tion or deflation. Treasury financ- 
ings have been designed to tie in 
with action taken by the Federal Re- 
serve System to keep the supply of 
money and credit in line with the 
needs of the country. 

The principles we have been follow- 
ing in the management of the large 
public debt are not new. They are, 
likewise, principles that have been 
laid down by your predecessor sub- 
committees after extensive study and 
careful consideration of the funda- 
mental role they can play in effective 
monetary policy. 

The first principle is that monetary 
and debt management policies should 
be flexible.... 

* * 
The second principle is that Treasury 
debt management operations should 
be consistent with current monetary 
and credit control policies of the Fed- 
eral Reserve... . 

* 

Always loyal to his party, Secre- 
tary Humphrey added: 

The record has not always been as 
impressive. As you know, at the 
time of the earlier Congressional 
hearings on monetary policy and debt 
management, the economy had been 
under strong inflationary pressures. 
Monetary policy had been largely in- 
effectual in helping to control infla- 
tion because of the previous Adminis- 
tration’s policy of selling mostly 
short-term securities and using the 
powers of the Federal Reserve Sys- 
tem to hold down interest rates arti- 
ficially. A fundamental conclusion 
of both of your predecessor subcom- 


Gold Question Raised—and Shelved 


Donne the December round table discussions of monetary policy 
before the joint Economic Committee’s Subcommittee on Economic 
Stabilization, Senator Ralph E. Flanders, the subcommittee’s chair- 
man, asked panel members for a show of hands on the recommen- 
dation of the Douglas and Patman subcommittees of 1950 and 1952 
which reads: 


We believe that to restore the free domestic convertibility of money 
into gold coin or gold bullion at this time would militate against, 
rather than promote, the purposes of the Employment Act, and we 
recommend that no action in this direction be taken. 


Of the eight members of the panel, composed of economists, a 
banker, a Government-bond trader and a life insurance executive, 
none favored a return to gold redeemability of the dollar, the lone 
banker, James N. Land of the Mellon National Bank and Trust Co., 
Pittsburgh, saying that a return to gold would be a matter of 
indifference. 

The members of the Federal Reserve Board, present in a body, 
gave the subcommittee their unanimous support of the above- 
quoted monetary credo. Governor Szymczak added the explanation 
that he does not oppose the gold standard as an institution, but 
holds the view that gold redeemability is not needed. Among the 
12 Reserve bank presidents, who were next polled by Sen. Flanders, 
none favored a return to gold redeemability. Allan Sproul of the 
New York “Fed,” however, abstained from voting on the grounds 
that he did not wish to be polled under such conditions, although, 
he added, his position is well known. 

Thus, without debate, the gold question was raised and shelved. 


mittees was that such action was not 
in the best interests of the nation. 

This Administration has followed 
these principles because we believe 
them to be fundamental principles 
of good government. We believe the 


record of the past two years has in- 
dicated their effectiveness in giving 
us honest money and laying a firm 
foundation for the sound growth and 
prosperity of our country. 

* * 


(CONTINUED ON PAGE 138) 


Below, left: New York Federal Reserve Bank President Allan Sproul (nearer camera) and Federal Reserve Board Chairman 


William McC. Martin, Jr. Below, right: Representative Wright Patman (left) and Senator John Sparkman 
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UNITED PRBSS 


SECRETARY DULLES, upon signing 
mutual defense pact with Formosa: “It 
is my hope that the signing of this de- 
fense treaty will put to rest once and 
for all rumors and reports that the 
United States will in any manner agree 
to the abandonment of Formosa and 
the Pescadores to Communist control.” 


UNITED PRESS 


HENRY G. RITER, III, newly elected 
president of the National Association of 
Manufacturers: “I believe that in 1955 
the nation as a whole is headed for one 
of the best years in America’s economic 
history . . . Barring an all-out war, I 
see nothing that will retard our progress 
in 1955. When you stop and take stock 
of our potentialities it adds up to some- 
thing like this: We have a net gain of 
7,000 new citizens every day — more 
than two and a half million every year. 
Marriages are increasing and the size 
of families is rising at the same time. 
Today America has a population of 
162,000,000 citizens. By 1975 — just 
21 years from now—it’s estimated that 
we'll have a population of 220,000,000 
in this country.” 


January 1955 


UNITED PRDSS 


PRIME MINISTER CHURCHILL, 
speaking of his part in World War II, 
at his birthday ceremony: “It was the 
nation and the race dwelling all ’round 
the globe that had the lion’s heart. I 
had the luck to be called upon to give 
the roar. I also hope that I sometimes 
suggested to the lion the right place to 
use his claws.” 


HARRIS & EWING 


SENATOR WILLIAM F. KNOWLAND, 
Republican Senate Leader: “We had 
better devote our attention to getting 
more people into the Republican party, 
instead of to talk about getting some of 
them out. I don’t think a third party 
would be likely to have any success.” 


BANKING PHOTO 


PRESIDENT EISENHOWER in a letter 
to Joseph M. Dodge (above) appoint- 
ing him to head a Cabinet-level Council 
on Foreign Economic Policy: “It is my 
desire that we proceed as rapidly as pos- 
sible to bring about improvements in 
the organization of the Executive 
Branch for the development and coor- 
dination of foreign economic policy, 
including its relation to domestic eco- 
nomic policy where it is involved .. . I 
am designating you as Special Assistant 
to the President to assist and advise 
me in accomplishing an orderly devel- 
opment of foreign economic policies 
and programs and to assure the effec- 
tive coordination of foreign economic 
matters of concern to the several de- 
partments and agencies of the Execu- 
tive Branch.” 


UNITED PKDSS 


QUEEN ELIZABETH II in her Speech 
from the Throne, opening a new ses- 
sion of Parliament: “My Government 
attach the greatest importance to main- 
taining and strengthening close and 
friendly relations with the United 
States of America . .. upon this intimate 
association . . . world survival depends.” 
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Home Building Means 


Goodwill Building 


A nationally known authority on 
housing and a consultant to both 
Government and private agencies, 
Mr. COLEAN is a frequent writer for 
BANKING. 


OW may a banker best serve 
H his community? By being a 

banker. The prudent care of 
depositors’ funds and the judicious 
lending of money constitute a vital 
and very human public service. 

In no other aspect of banking is 
this more true than it is about lend- 
ing on mortgages. Here the social 
impact is direct and visible. The 
loaned funds are transformed into 
structures. Men are put to work. 
Family ambitions are realized; fam- 
ily ties enhanced; and a better so- 
ciety is created. 

Anyone but a banker could get 
sentimental about this. The banker, 
however, takes it as a matter of 
course. He is not given to eulogiz- 
ing himself, or to claiming credit for 
anything but the soundness of his 
institution, or to advertising any- 
thing but the amount of its resources 
and the modest rate of interest paid 
to its depositors. The rest seems 
self-evident to the banker. But to 
the public it isn’t. 

As an example of how un-self- 
evident the banker’s role appears, 
here is an interpretation of it quoted 
from a recent release of a promi- 
nent labor organization: 


The housing needs of the nation 
should not be made a political foot- 
ball. Neither should the mortgage 
bankers’ welfare be placed ahead of 
the needs of America’s families. 

The mortgage bankers want two 
things: high interest rates on mort- 
gages and an “economy of scarcity” 
in the housing field—holding down 
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the total supply of housing so as to 
hold up prices. 


Later, in the same published state- 
ment, came the following thrust, 
certainly implying no _ intentional 
compliment: 


The bankers would like to return 
to 6% mortgages to be paid off in 
the shortest possible time and only 
for the best credit risks. 


What with labor unions buying 
banks and investing their benefit 
funds in both real property and real 
estate mortgages, as is now occur- 
ring, one might be led to expect a 
more sophisticated and understand- 
ing view of bankers’ attitudes and 
aspirations than what has_ been 
quoted. But that aside, it is proba- 
ble that the quoted passages, and 
the animus toward the credit oper- 
ation that they reveal, are far more 
characteristic of the concepts of the 
general public than bankers would 
care to believe. 


What Banks Can Do 


There is no point here in going 
into the reasons why or how these 
concepts have become so widespread. 
It may be worthwhile, however, to 
mention at least one reason why 
they persist: Bankers haven’t done 
very much to correct them. Bank- 
ing admittedly is an abstruse art; 
but it is not a black one and neither 
is it so esoteric that its governing 
principles need be beyond public 
comprehension. 

It should, for instance, be easy to 
dispel the notion that banks, which 
supply the steam for economic ex- 
pansion, can have a desire for an 
“economy of scarcity” in housing, 
or in anything else. 


It ought not to be too difficult to 
demonstrate that a bank has to do 
business in order to stay in busi- 
ness. The idea that lending insti- 
tutions can sit on their funds with 
the purpose of controlling interest 
rates is one of the most fanciful 
now prevailing. Lenders must lend 
in order to meet their own obliga- 
tions; and, amid the current compe- 
tition among all types of lending 
institutions, any concert of action 
by lenders to control rates or volume 
of activity is beyond possibility. 


Freedom for Interest Rates 

Along with this, it is vital—al- 
though it seems to be the most baf- 
fling task of ali—to create an under- 
standing that interest rates should 
be left free from interference by 
government as well as by lenders, 
so that they may move, as most 
other prices move, according to the 
interplay of supply of and demand 
for investment funds. Borrowers 
must be shown, therefore, that any 
attempt by government to restrict 
interest rates artificially can only 
serve to divert funds from mort- 
gages to other investments. At the 
same time, it has to be made plain 
that a diversion of funds because 
of an artificial restriction on inter- 
est rates is a different thing from 
sitting on idle funds. 

Perhaps people may also be made 
to understand that a banker has an 
obligation to discourage a borrower 
from assuming a bigger load of debt 
than he can comfortably carry, and 
that the banker is performing a pub- 
lie service when he does so, despite 
the fact that in some circles the idea 
of anything but a maximum loan 
under all conditions is offensive. 

Moreover, the point needs to be 
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put firmly across that the banker’s 
responsibility is a dual one. He has 
not only a responsibility for making 
funds available for economic under- 
takings but he has also a responsi- 
bility for seeing, to the best of his 
ability, that the undertakings he 
finances are sound ones. His obliga- 
tion is to the depositor as well as 
to the borrower. Borrowers are in- 
clined to forget this; and, because 
people as borrowers are inclined to 
be much more vocal than people as 
depositors, even when they are the 
same people, the demands for loose 
credit exceed those for careful 
credit. Hence the need for keeping 
the facts of the credit operation 
straight in the public mind. 


More Understanding Needed 


Creating more understanding re- 
lations between bankers and the 
public is itself a public service of a 
high order. It will be particularly 
important in this year of 1955, when, 
under the impact of the liberal pro- 
visions of the Housing Act of 1954 
and amid the mounting volume of 
savings, housebuilding is expected 
to boom ahead of 1954 and onward 
te a record second only to that of 
1950. 

The human side of mortgage lend- 
ing will be very much to the fore in 
1955. New families will be in the 
market, as usual, embarking on 
homeownership for the first time. 
Many of them, particularly those 
who have recently moved up the in- 
come scale into the area of effective 
demand, may be unfamiliar with the 
nature and obligations of the mort- 
gage transaction and will need wise 
counsel along with a loan. Many 
families, under the pressure for 
space and the urge of increased in- 
come, will be in the market for a 
second time in a decade and may 
need help in arranging the double 
transaction of financing the sale of 
an old house along with financing 
the purchase of a new one. 


Technological Revolution 


Mortgage lending in 1955 will pro- 
ceed also amid a technological rev- 
olution of gathering pace. Bankers, 
among other alleged derelictions, 
have often been accused of blocking 
technological progress. The move- 
ment today is too forceful to be 
blocked, even if there were any pre- 
disposition to do so; but it can take 
some guidance. Mortgage lenders 
can perform an important service to 
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What’s Happening to the Mortgage 
Agreement 


Jue YEAR 1955 is bound to be another good year for mortgage ac- 
tivity. It will bring new business and new challenges, amid which. 
however, the changing character of the mortgage transaction has 
to be recognized. The mortgage agreement is no longer simply a 
private dea] between borrower and lender. Government looks in on 
it in numerous ways. The public is concerned with it. The lender 
is under pressures that would have been incomprehensible even 
two decades ago. He will be left free to perform his vital service 
only if he succeeds in creating a broad comprehension of what his 
service is. Mortgage credit can be of benefit to the community only 
if it remains credit, and only the lender can keep it so. 


small builders and borrowers by 
supplying guidance through the 
technological wonderland. Even 
though to do so puts a greater bur- 
den of technical self-education on 
lenders than they may ordinarily 
have felt necessary, they ought to 
take it on. 


“Urban Renewal" 


One of the catch phrases of 1955 
will be “urban renewal.” Private 
and public agencies as never before 
will be exerting themselves to clean 
up slums, conserve good existing 
properties, and _ reconstruct old 
areas. 

Private lenders will be expected to 
provide the financing for most 
of this work. The program will of- 
fer many desirable opportunities for 
mortgage lending and consumer fi- 
nancing. It will probably also pre- 
sent situations which may cause a 
loan officer to shudder. Moreover, 
the whole operation will be so 
charged with social and political 
implications that the lender who 
does not “cooperate” may bring onus 
on himself and his fraternity. 


Public-Community Relations 


This is one of many situations 
that must be faced in these days of 
the politicalization of housing credit. 
It is a situation that will enlarge 
the job of maintaining good public 
relations. Bankers will want to co- 
operate with urban renewal not only 
for the sound business that may 
come from it, but also because of 
the bearing that it has on the con- 


tinued vitality of their communities. 
They will certainly want to give 
their time to the furtherance of the 
movement; and they may, in view of 
its broad potentialities, be willing 
to strain the ordinary lending 
standards. 

But where standards can’t be 
strained, they must be explained. 
This is not only a matter of self- 
defense. It is even more a matter of 
educating the public and government 
officials as to what the credit oper- 
ation is, what it may properly ac- 
complish, and what is beyond its 
scope. 


The VHMCP 


Another situation with similar 
implications is the Voluntary Home 
Mortgage Credit Program. The pur- 
pose of this program is beyond crit- 
icism. It aims to reduce the demand 
for governmental intervention by 
expanding the effective areas of pri- 
vate mortgage lending. It is in- 
tended to make home ownership as 
available to families in small towns 
as in metropolitan areas and to 
racial minorities as fully as to the 
majority. However, the program is 
as capable of misinterpretation as 
anything that has ever been put 
before the public and, regrettably, 
there may be those who will seek 
to discredit it. Mortgage lenders, in 
their public and private interests, 
will need to «see that the program 
is operated to its full potential and 
at the same time that the public 
clearly recognizes what the limits 
of that potential are. 
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“RESOLVED:” 


1. FAMILY! To arrange my schedule so as 
to spend more time with Lucy and the kids. 


2. DESK! To leave my desk clear every 
evening. 


3. LUNCH! To avoid long drawn-out busi- 
ness lunches. 


4. READ! To read every issue of my fa- 
vorite business publications. 


5. WORK! To let Amy have more responsi- 
bility. 

6. SMILE! To listen with a smile to all cus- 
tomers. 


7. SAVE! To save regularly 
and stick to my budget. 


"The local kennel club has done us the honor of 
requesting that one of our staff attend their pre- 


dogshow meeting. . . . Now, knowing your interest 
in civic matters .. . 


ye 


py) 


Re 


. where do you want it?" "Oh, Joe, come over here. . . . Walter's had lunch 
with us and we've been talking about the new loan. 
.. . makes us Walter's best customer, you know. . . . 
He'll want to tell you what he was telling us. . . ." 
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Mr. 


Digget. . . 
"Just make the check out to... 
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. and what do you want me to do with this 
pile of magazines . . .?" 
. and then | said, ‘Listen, Mrs. Vanderblood, 
our bank told me that Government bonds definitely 
are not a wild risk.’ Well, you'd think .. ." 
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METHODS ana IDEAS 


Operating Procedures 


This department, which includes 
“Public Relations,” is by JOHN L. 
CooLey of BANKING’s staff. 


Rewards to Customers 


to educate customers 
in the gentle art of making out 


their own deposit slips frequently - 


need something more tangible than 
polite requests to “cooperate.” 

The PULASKI (Va.) NATIONAL 
BANK, for example, puts a premium 
on this mutually advantageous 
kind of self-help. Each depositor 
who fails to fill in his slip gets by 
mail a notice stating that a free 
fountain pen awaits him if the next 
deposit is properly prepared. 

This has ‘created goodwill, and is 
also good advertising, reports 
Cashier Curtis C. Jordan. “Of 
course,” he adds, “‘we also give pens 
to others who have been in the 
habit of making out their own slips, 
if they ask for them.” 

The bank prepares the notice in 
duplicate, keeping the copy on file 


until the original is returned. In 
that way it determines the results 
of the campaign. And each cus- 
tomer who thus learns to help him- 
self gets a letter expressing the 
bank’s appreciation. 


Carbonless Duplicate 
Deposit Slip 


A FORM that furnishes two com- 
plete deposit slips in one writ- 
ing, without use of carbon paper, 
has been introduced by IRVING TRUST 
Company of New York City. 

“This new form is believed to be 
the first of its kind,” says the bank. 
“To date results have been eminent- 
ly satisfactory. 

“Tt looks like two ordinary deposit 
slips fastened together at the right- 
hand edge. And the manner of 
printing is exactly the same as for 
other forms. 

“What is new are the special coat- 
ings the two slips of paper carry. 
The top sheet has been treated on 
its underside with a colorless non- 


A premium for cooperation 


In order to give you Prompter, More Efficient, and More Ac- 
curate Service we ask your co-operation in making up your deposit 


slip. 


When making your next deposit if you will present this form with 
a Deposit Slip filled out we will give you FREE a Ball Point Fountain 
Pen. Your co-operation in filling out your deposit ticket in the 


future will be appreciated. 


THE PULASKI NATIONAL BANK 


The second sheet of Irving Trust’s de- 
posit slip is imprinted “customer’s re- 
ceipt.”” Otherwise the two are identical 


toxic chemical, and the lower sheet 
has been coated with a clay-like 
material. 

“The pressure of pencil, ball 
point pen, or typewriter on the first 
sheet forces the chemical coating 
into contact with the coating on the 
second. This causes an immediate 
chemical reaction which leaves a 
clean, sharp impression on the bot- 
tom. sheet.” 


Safe Deposit Danger Points 


IHREE of them are records main- 
tenance, protection of keys and 
locks, and methods of granting ac- 
cess, says Frederick P. Godsoe, as- 
sistant cashier, THE SECOND Na- 
TIONAL BANK of Boston. 
Emphasizing bank exposures to 
danger through neglect, this banker 
believes there’s a trap in regarding 
the rental of safe deposit boxes as 
“a dull, uninteresting and unprofit- 
able business.” Inattention to it 
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can easily become neglect if “rea- 
sonable care” isn’t maintained. 

“Remember,” he cautions, “that 
‘reasonable care’ is not a static 
thing. You can’t review your pro- 
cedures just once and then forget 
them for several years.” 

Here are the three danger points 
which he outlined to the Maine 
Bankers Association: 


Keys and Locks 


Dual controling them is easier said 
than done. In any bank it’s pos- 
sible to pass out keys from dual 
control to a new customer, but 
when a box is released and the keys 
are returned it’s a different prob- 
lem to restore that control. In most 
methods there’s a time gap that cre- 
ates the possibility that an atten- 
dant could obtain a duplicate. The 
only safeguard is the absolute ran- 
dom switching of locks before any 
box is rerented. Needless to say, 
no record is kept of the changes 
made. 

Remember that what might be 
courtesy or good salesmanship in 
other businesses might be foolish- 
ness in handling safe deposit boxes; 
for instance, letting a customer sit 
outside while the attendant fetches 
the box, or allowing the customer to 
leave his keys in the lock while he 
goes to a coupon room. Does your 
bank understand the danger in such 
practices, and does it back up the 
safe deposit attendant in refusing 
to allow customers these informali- 
ties? 


Methods of Access 


There’s almost a pattern of elderly 
safe deposit attendants who know 
many of their customers by name, 
and the numbers of their boxes. 
This may flatter the customers; in- 
deed, it may be safe procedure in 
the hands of the regular attendant. 
But how about the poor clerk: who 
relieves for lunch, vacation or sick- 
ness? Does he demand identifica- 
tion of a customer, or does he take 
a chance? 

Seriously consider requiring an 
access slip signature before admit- 
ing customers to their boxes, if 
you’re not doing so. The slip is 
posted to the record and the author- 
ity to enter is verified at the same 
time. 


Records Maintenance 


Sometimes records can be too well 
kept. One recommended method has 
been the history card of each box, 
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The Lynchburg (Va.) National Bank is 

trying out airline-type steps to make 

banking easier and more fun for young- 

sters. Jimmy Garrett gives the idea a 
workout 


whereon are kept the names of the 
various renters and the lock numbers. 
The idea is that in making subsequent 
changes of locks it’s possible to de- 
termine that the same one isn’t used 
again on the same box. One atten- 
dant figured he would save time by 
not waiting until a lock was re- 
moved to make this history record, 
but kept his card neatly up to date 
by immediately noting the lock 
numbers as changes were made. 
This practice, coupled with the fact 
that he had sole access to many keys 
between the times the boxes were 
surrendered and the locks switched 
and placed under double control, 
placed this bank in an unenviable 
position. Imagine what a trial at- 
torney could do with a set of cir- 
cumstances in which the attendant 
not only had an opportunity to get 
duplicates of all keys before they 
were put to use, but also had a rec- 
ord of where each lock was. Such a 
history card can be a danger point. 


Electronic Checks 


HE WORCESTER COUNTY TRUST 
Co. of Worcester, Mass., now ap- 


plies electronic accounting to its 


special checks. 


Before being issued, each check is - 


punched at the left side with the 
code for the customer’s account 
number. When the used check 
reaches the machine department the 
amount is punched near the right 
side in a similar code. 

The accounting process includes 


use of a reproducer to make a trans- 
action card which substitutes for 
the original check in the trip 
through the machines. (The original 
is marked “canceled,” sorted, and 
filed for return to the depositor.) 
The transaction card goes through 
the accounting machine, then to the 
collator which pairs it with the de- 
positor balance card in preparation 
for posting. The latter step is ac- 
complished by the accounting ma- 
chine and the reproducer together, 
producing a bank record of the 
transaction and a new balance card. 
Transaction and balance cards are 
then sorted electronically and filed. 


Credit Forms and Files 


HE forms for handling various 

types of loans and the informa- 
tion that should be included in the 
credit file were reviewed by J. W. 
Bellamy, Jr., president of the Na- 
tional Bank of Commerce, Pine 
Bluff, Ark., at the annual conference 
of correspondents sponsored by 
First National Bank in St. Louis. 

Lacking an audit report or bal 
ance sheet prepared by an account- 
ant, he said, it’s well to use a form 
of financial statement. The same 
rule applies to chattel mortgages, 
which must also carry a proper de- 
scription of the collateral. 


Chattel Mortgage Forms 


Other useful forms in support of 
a chattel mortgage: Abstract of 
lien, which will reveal any unsatis- 
fied claims against the mortgagor; 
listing sheet and appraiser’s report, 
which provides an accurate descrip- 
tion of the collateral as well as the 
appraiser’s comments. 

In agricultural production loans a 
crep and progress report is valu- 
able. This includes horrower’s name, 
line approved, amount used, balance 
to be furnished, crop plans, date of 
inspection, name of inspector. The 
history of each crop, acreage 
planted, variety, work progress, con- 
dition of crop and other pertinent 
data are also included. For these 
loans a landlord’s waiver of lien is 
often necessary. 

Other production loan forms in- 
clude waiver of furnish lien and 
non-disturbance agreement. The first 
precludes a landlord from furnishing 
his tenant money or goods in the 
form of a subordination in favor of 
a prior lien for any furnishing re- 

(ConTINUED ON PAGE 112) 
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Public Relations 


Advertising ... Promotion... Business Development .. . 


Operation Waterhaul 


OUTH Georgia’s severest drought 

brought unusual aid from a bank. 
THE CITIZENS & SOUTHERN NA- 
TIONAL, Atlanta, in the person of 
James Blanchard, executive vice- 
president of the Valdosta office, put 
two tank trucks on the road in a 
five-county area, hauling water to 
farmers whose ponds and wells had 
dried up. The service, it was an- 
nounced, would last until the rains 
came. 

In the first 25 days the trucks de- 
livered nearly 1,000,000 gallons to 
farmers who had been driving many 
miles to pick up water for their 
stock or tobacco bed planting. Cattle 
near Lakeland, hearing the sound of 
water, broke through fences and 
stampeded to the trucks. As many 


Community Relations 


as 20 farmers lined up to fill 55-gal- 
lon drums. 

The bank is seeking a way to offer 
more permanent help to drought- 
stricken areas. Recently it announced 
@ program for financing irrigation 
equipment. The standard plan calls 
for a one-third: down payment, with 
three years to pay the balance; how- 
ever, terms are being altered to fit 
the needs of worthy farmers. 

The program includes a broad loan 
participation plan for correspond- 
ents. 


Openings Promotion 
MERICAN BANK AND TRUST CoM- 
PANY, Baton Rouge, La., pulled 
out all the stops in promoting the 
openings of a new downtown office 
and its remodeled North Baton 
Rouge main office. 


The bank’s truck is delivering 3,500 gallons of water at the farm of Z, D. 

Story in Cook County, Ga. The man in the white shirt, James Blanchard, 

executive vice-president of Citizens & Southern National’s Valdosta office, 
originated “Operation Waterhaul” 


Newspaper advertising began two 
months in advance with a contest- 
survey to determine what banking 
facilities the depositors wanted. 
Saturation radio and television 
schedules were used on all stations, 
stepping up in the last week to 20 
a day on each radio station, and 8 
to 10 on the TV stations. 

Some 500 new accounts were 
opened the first day. The first de- 
posit was for $500,000; the second 
was $1,000,000 by the city. One de- 
positor came by helicopter. Several 
tellers were “loaned” by nearby 
banks to assist in opening accounts. 

Special promotion features in- 
cluded more than $3,000 in prizes 
for various public participation proj- 
ects. One was the distribution of 
500,000 “matching dollars” in ad- 
vance of the opening. Each bill had 
a serial number and people brought 
their “dollars” to either bank for 
comparison with a list of 500 win- 
ning numbers. 


The Life of Chester Check 


om John L. Andrew, vice-presi- 

dent of the FirsT NATIONAL BANK 
IN HOUSTON, comes an autobiog- 
raphy. 

It’s not J. L. A.’s, mind you, but 
the eight chapters of “This Is My 
Life—by Chester Check.” Printed 
as a light green accordion folder, it 
recounts, with the aid of cartoons, 
Chester’s journey from the reader’s 
checkbook to the grocer, through 
clearing and the First National’s 
own departments, and back to 
“household records.” 

Chester talks in down-to-earth 
language. He’s brief and he’s clear. 
Each chapter is illustrated with a 
large cartoon. Three of them ap- 
pear in the cut on page 53. 

To go on with the story, in Chap- 
ter 4 Chester is back “in your 
friendly First National Bank” where 
he gets “quick, personal attention” 
from the “trained, efficient person: 
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Here are the first three chapters in the life of Chester Check, as written by 
First National Bank in Houston. The rest of the autobiography is outlined 
in our story 


My travels began early, when 
you took me to the grocery 
store to exchange me for the 
week's groceries. 


I started as one of a large 
family of First National checks 
in your checkbook. 


nel of the proof department.” Next, 
he takes the short trip to bookkeep- 
ing where he joins the rest of his 
family—‘“the checks you have writ- 
ten during the month.” 

Chapter 6 finds him in the post- 
man’s mail bag, coming home with 
the other canceled checks that “have 
paid your grocer, your doctor, your 
gas, light, and many other bills.” 
In Chapter 7 he’s disappearing into 
the “household records” filing cabi- 
net: “Now my brief life is over. I 
seldom live more than a month. But 
during that time I serve you well— 
saving you time, trouble, and the 
worry of handling cash.” In the 
last entry the cabinet is closed, and 
although you can’t see Chester, you 
read his final message: “My active 
life is finished, but for a long time 
T’ll continue to serve as a permanent 
record for your income tax, instal- 
ment payment, and many other 
needs.” 


Salesmanship School for 
Merchants 


A PRE-CHRISTMAS school for sales- 

men, sponsored by the FIRST- 
City BANK AND TRUST Co. of Hop- 
kinsville, Ky., was so successful that 
the bank will probably have another 
next fall. 

For a report on this community 
project let’s listen to President W. 
D. Talbert: 

“Hopkinsville is an old city of 
about 30,000 people. It is the logical 
center of trade for this section of 
Kentucky and for nearby Fort Camp- 
bell. 
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The grocer's bank sent me 
to the clearing house where 
I mingled with thousands of 
my kind, while being sorted 
out for the trip to your bank. 


“To assist the merchants in the 
1954 pre-Christmas season we de- 
cided to hold a school of salesman- 
ship for all the sales personnel in 
the county. We scheduled five 
classes, covering as many fairly 
broad areas of selling. 

“We gave considerable publicity 
to the project by letter, postcard, 
newspaper, radio and personal con- 
tact. The public response was very 
gratifying. 

“Our first two meetings were so 
well attended that we ran out of 
seating space. We held them in the 
Farm Bureau Building, and the at- 
tendance at one time was more than 
250 people. Men and women came to 
the classes—as many store owners 
as employees. The audiences ranged 


from plumbers and dentists to 
bankers and shoe clerks.” 

Speakers, recruited from a 100- 
mile radius, were a Vanderbilt Uni- 
versity professor, an oil company 
sales manager, a business college 
executive, a trade school supervisor, 
and a Nashville store’s display ex- 
pert. Subjects presented: “Impor- 
tance of the Salesman and His 
Job”; “Advertising and the Sales- 
man”; “Outline of the Retail Sale”; 
“Presentation and Display of Mer- 
chandise”; “Pitfalls of Experienced 
Sales Personnel.” 

In announcing the course to the 
public the bank pointed out that 
selling had become more difficult— 
the buyer’s market had increased 
competition, inventories, and cus- 
tomer selectivity. The First-City 
wanted to help local businessmen 
meet current conditions. 

“We have heard a great deal of 
favorable comment on the school,” 
Mr. Talbert wrote BANKING late in 
1954, “and we’ll probably put it on 
again next year.” 


Statewide PR Clinics 


UBLIC relations clinics are to be 

an annual activity of the NE- 
BRASKA BANKERS ASSOCIATION, Sec- 
retary H. V. Osterberg tells us. 

The NBA’s PR committee held 
clinics in six towns last fall, travel- 
ing from place to place as a group. 
The results, reports Mr. Osterberg, 
have been “phenomenal.” 

“Bankers and teachers are getting 
together to talk about banking. 
Bank tours by school students are 


The “Advertising” clinic at the Illinois Bankers Association’s Commercial 
Business Development Conference. At the left are Robert Lindquist, Harris 
Trust & Savings Bank, Chicago, the panel leader, and Consultant R. E. Ross, 
Albert Frank-Guenther Law, Inc., of Chicago. There were also clinics on 
public and community relations, advertising, selling, staff and school re- 


lations. 


About 200 bankers attended the conference, held in Springfield 
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carried on throughout the state, and 
two flannel boards ‘You and Your 
Community Bank,’ are working 
every day in some school, the pro- 
gram being put on by bankers.” 

Each of the association’s 1954 
clinics, presented at afternoon ses- 
sions, had three parts. The first was 
a, discussion of public relations op- 
portunities and tools—school tours 
and bank programs; bank staff re- 
lations; advertising, giveaways and 
gimmicks; and community relations. 
Next came the flannel board presen- 
tation, followed by a showing of PR 
films. 

Members of the committee pre- 
sented the entire program. They 
prepared their material months in 
advance, and each man learned 
everyone else’s talk so that he’d be 
ready to substitute. 


Stock for Staffers 


HE First NATIONAL BANK OF 

COLORADO SPRINGS, which recently 
increased capitalization, offered 
every employee a chance to buy 
shares at the same value current 
stockholders might realize in their 
purchase rights. 

The bank made it possible for 
staffers to acquire stock through its 
Bank Building Association, interest 
free, in monthly payments of $2 a 
share. The stock is issued, of course, 
as shares are purchased. 


Gift Certificates .. . and 
Pups 

IFT certificates worth $2.50 in 

merchandise were awarded to 
openers of new savings accounts of 
$50 or more when the PuGET SouND 
MUTUAL SAVINGS BANK, Seattle, cel- 
ebrated the first birthday of its 
branch in Northgate shopping cen- 
ter. 

The same premium had been used 
to attract new accounts when the 
cffice started business. Other give- 
aways in connection with the anni- 
versary included five pedigreed 
cocker spaniel puppies, which went 
to children in prize drawings at va- 
rious times during the month prior 
to the birthday party. All youngsters 
under 15 were eligible, the only re- 
striction being that their parents 
accompany them to the bank when 
they dropped their names into the 
giant bowl. 

Several hundred new accounts 

(CONTINUED ON PAGE 111) 


An Easy Way to Make Friends 


SIMPLE, inexpensive public rela- 

tions program is giving the 
WAYZATA (Minn.) STATE BANK, in 
a Minneapolis suburb, the answers 
to some old questions: “What do our 
customers really think of us?,” 
“What do they know about our ser- 
vices ?,” ““How can we reach the non- 
customers ?” 

The program is also furnishing 
helpful comments and suggestions, 
expanding the bank’s contacts, mak- 
ing friends, and bringing a neat 
gain in deposits. 

Basically, the plan is built around 
three brief direct mail newsletters 
that tell the story of Wayzata State. 
Sent to customers and prospects, 
they are followed by short question- 
naires. 

“So far,” says Wayne Blackmarr, 
vice-president and cashier, “nearly 
500 customers have told us, in their 
own handwriting, just what they 
think of us and what’s the matter 
with us. And out of some 1,400 
non-customers we now have a pretty 


good idea of how many are likely 
to become customers. What’s more, 
we know exactly who they are and 
where they live. 

“Of course, many told us frankly 
they’d never use our bank, usually 
because we were outside their shop- 
ping range or because they were 
happy with their present banking 
arrangements. So we can forget 
them. But 348 non-customers have 
written to tell us that they would 
indeed like to do business with us— 
perhaps not today, but some day. A 
few even named the date. And many 
have given us the best answer: they 
have opened accounts.” 

More than 200 of the replying 
customers have offered constructive 
comments and suggestions. 


First, the Newsletter... 


The newsletter, “Banknote,” dis- 
courses informally about the bank. 
One of its two columns, as you'll 
note from the sample, is addressed 

(CONTINUED ON PAGE 110) 


This is part of a Newsletter. At the bottom of the single sheet, printed in 


two colors, is the message: 
agree . 


“Nearly 4,000 of your Minnetonka neighbors 
. . it’s a pleasure to bank near home, if your home is near the 


Wayzata State Bank” 


BANKN OTE No. 


HELPFUL IDEAS FROM THE BANK “BY THE WATERS OF MINNETONKA” 


Of special interest TO WOMEN 


No doubt about it, ladies love to run their financial 
affairs from the driver's seat. Just ask Mrs, Rodner, 
who mans the drive-in window at Wayzata State 
Bank. 


“What a blessing!” one of them exclaimed recently. 
“When you were back in your old building 1 used to 
spend the morning parking and un-parking the car 

. « getting the baby and the dog under control (they 
always travel with me) .. . trying to guess which 
line was moving fastest to a teller’s window —and 
usually guessing wrong 


“Today, what a difference! We whip through your 
driveway and get our money matters settled without 
even turning off the motor. Now, banking in =_— 


is positively fun.” 
* 


It’s fun to come inside, too: 
~ 
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Of special interest TO MEN 


= 


Many men who live at “the Lake” bat work in Min- 
neapolis like to do their banking in Wayzata. 


* 


They like the idea of dropping in Friday evenings 
between 5 and 7:30--or on Saturday mornings when 
they're doing other errands along Lake Street any- 
way. 


They like to come in their old clothes. {So do we.) 


They like the way they're always running into friends 
at the bank —or someone they’ve"been trying to catch 
up with for days. 


They like to know that the Wayzata State Bahk is an 
independent bank .. . that all five officers, including 
the president, are almost ‘always on hand for a 
friendly greeting or a private chat. 

And they like that feeling of getting more for their 
money when they bank the informal, small-town 
way—the Walzata way. 


* 


Must be something to it. 
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Are Banks Cooling Toward 


Instalment Credit? 


MR. FRIEDRICH is professor of eco- 
nomics at Washington Square Col- 
lege, New York University. 


stalment credit? Have bank 

managements (and supervis- 
ory authorities) been unduly 
frightened by the increase of de- 
faults and repossessions during the 
first quarter of the year? Are banks 
primarily fair-weather friends and 
less dependable, particularly in bad 
times, than instalment lending agen- 
cies outside the banking system? 
These are the substance of the ques- 
tions raised with the writer over 
the past several months. 


\" banks losing interest in in- 


Uncertainty Samples 


A few representative banker com- 
ments may be of some interest. 
“Banks in general in our area, be- 
ginning in January 1954, began to 
experience losses due to reposses- 
sions which they had not encoun- 
tered since the end of World War II. 
Some fear developed among the bank 
boards not psychologically prepared 
to expect losses because of eight 
years of almost foolproof instalment 
financing. This fear was transferred 
into policies definitely restricting 
their banks.” 

Comments another banker: “I feel 
that many banks are newer in the 
field than the sales finance’ com- 
panies and some other financial in- 
stitutions and they are, accordingly, 
more timid. Warnings have been 
fairly numerous and frequent, and 
this has undoubtedly resulted in a 
drawing back by some banks.” 

These concerns and feelings of un- 
certainty about bank activities in the 
instalment credit field are of course 
provoked by the pattern of de- 
velopments particularly since April 
of this year. The course of liquida- 
tion current during the first quarter 
of the year ended abruptly in April. 
Since April there has been a slow 
and continuous expansion of instal- 
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A. ANTON FRIEDRICH 


ment credit outstandings. All lend- 
ing agencies participated in this ex- 
pansion with one exception—com- 
mercial banks. Each month banks 
have continued to report declines 
in their instalment credit portfolios. 

This variation in instalment credit 
behavior is emphasized by year-to- 
year comparisons. On October 31 
of this year, total credits outstand- 
ing were $21,952,000,000, represent- 
ing a net increase of $186-million 
over the total outstandings as of 
October 31, 1953. To this increase, 
sales finance companies contributed 
$222,000,000; credit unions $177,- 
000,000; retail outlets, $70,000,000; 
and other lending agencies, $89,000,- 
000. During this period, bank out- 
standings declined a total of $372- 
million, making the net increase 
$186,000,000. 

The decline of bank outstandings 
applies to all types of instalment 
credit with the exception of per- 
sonal loans, which showed an in- 
crease of $144,000,000 at the end 
of October this year over the same 
month of last year. 


Superficial Support 


These bald figures would seem to 
give support, at least in part, to 
some of the doubts and fears about 
bank activities—that is, if they told 
the whole story. But this they do 
not. Further analysis, will, I think, 
establish that there is little danger 
of banks withdrawing from the field 
of instalment credit. 

Let us consider the record by 
comparing 1954 figures with those 
of 1953 on total instalment credit 
held by commercial banks and by 
making further comparisons in 
terms of component parts. 

TOTAL INSTALMENT CREDIT. The 
shrinkage of bank portfolios during 
the period of October 31, 1953, to 
the same date of this year with re- 


spect to instalment credit is a ma- 
terial sum, amounting to approxi- 
mately $375,000,000. But it is im- 
portant to note that a large part 
—approximately 68%—of this loss 
is concentrated in one Federal Re- 
serve District. The remainder of the 
decline is distributed unevenly over 
the country as a whole. 

The experience in this one area 
is clearly a consequence of circum- 
stances peculiar to it and is not rep- 
resentative of banking as a whole. 
The more representative decline in 
bank outstandings in instalment 
credit is a relatively small amount 
and falls far short of establishing 
a conclusion that banks may be 
losing interest in the field of instal- 
ment credit. 

AUTOMOBILE SALES CREDIT. The 
two major classes of lenders which 
accommodate the needs of automo- 
bile sales credit are the sales fi- 
nance companies and the banks. The 
sales finance companies were first 
in the field and have always been 
the predominant lenders in this 
field although in recent years they 
have been more closely pressed by 
the expanding activity of bank 
lenders. Although sales finance com- 
panies make other than automobile 
loans, automobile loans absorb all 
but a small part of their interest. 
Moreover, they have one competi- 
tive advantage which has_ stood 
them in good stead over the past 
year. Over the years they have es- 
tablished trade relationship prima- 
rily with the larger automobile 
manufacturers and their dealers. 

The larger automobile manufac- 
turers suffered relatively less during 
the period of declining automobile 
demand and recovered more quickly 
when the demand for automobiles 
quickened somewhat toward the lat- 
ter part of the year. It is under- 
standable, therefore, that the loan 
experience of sales finance com- 
panies should reflect the more favor- 

(CONTINUED ON PAGE 80) 
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GOVERNMENT BONDS 


Less money ease in 1955? . 


. . Optimism over business volume 


and new capital needs forecasts possibility of shift to restrictive 


monetary policies and decline in bond prices 


OMEWHAT tighter money is usual 
S in December. Circulation regis- 

ters a holiday and year-end 
rise. Bank statements are cleared 
up for year-end inspection. 

January sees a return flow of cir- 
culation and usually a money easing 
tendency. Investment demand is 
supposed to increase. A better mar- 
ket for bonds is expected. 

But looking further ahead, per- 
haps by the second quarter of 1955, 
what is the outlook for money 
rates? 


Cost of Money May Rise 


Assuming that current business 
forecasts are reasonably accurate— 
they are almost universally opti- 
mistic—it would seem to follow that: 

(1) The Federal Reserve policy 
of maintaining relative ease in the 
money markets by providing suffi- 
cient bank reserves to make it un- 
necessary for banks to borrow from 
the Federal may be altered in the 
direction of more restraint, leading 
to a firming of interest rates; and 

(2) That as a consequence, all 
bonds may show a declining price 
tendency. 

The hearings in Washington— 
early in December—before a Con- 
gressional subcommittee of the Joint 
Committee on the Economic Report, 
resulted in very clear statements of 
policy by both the Federal Reserve 
and the Treasury Department. The 
former reiterated its previous in- 
tentions to pursue a policy of “flex- 
ibility” keyed to any changes in the 
economic weather. The latter was in 
full agreement. The subcommittee, 
as a whole, appeared to be satisfied 
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MURRAY OLYPHANT 


with the explanations given for the 
policies pursued and their results. 
The business outlook, now, ap- 
pears to be such that no diminution 
of the demand for credit and capital 
is in sight. New housing seems 
likely to provide an ample supply of 
new mortgages. Corporations con- 
template further need for capital ex- 
penditures; expenditures and conse- 
quent borrowing by states, munici- 
palities, and various authorities 
promise to continue in large volume. 
Banks anticipate a renewed demand 
for loans for inventory replacement 
and to meet the heavy corporate 
tax payments due in March and 
June. This year these are 50% in 


-each of those months. Some expec- 


tations visualize a possible excess 
of demand over the supply of funds 
available for investment. 

Under such conditions the cost 
of money would certainly show a 
rising tendency. How much it would 
rise would depend on how far the 
monetary authorities were willing to 
go in increasing the supply of money 
and on how far they could go with- 
out again raising the threat of re- 
newed monetary inflation with a 
resultant rise in the cost of living. 
Their ability to “lean against the 
wind” might be severely tested were 
the wind to veer sharply. 


Cut to Fit 


Having consulted with all, or 
most, of the financial tailors, the 
Treasury cut its December refinanc- 
ing to fit closely its customers’ re- 
quirements. 

Clearly designed for absorption 
by the commercial banks, the 214% 


. . December 
refinancing cut to fit . . . Federal Reserve takes short certificates 
... Market adjusts to new rate... February and March refinancing 


coupon on a bond due in 8% years 
(8/15/63) provided an increase of 
14% in yield over the maturing 2% 
bond and kept the maturity within 
the accepted bank range. 

For those who continue to prefer 
a maturity of one year or less, the 
two certificates —1144,% 12/15/55 
and 144% 8/15/55 filled the bill. 
Reopening of the earlier issue of 
114% certificates was made with an 
eye on the Federal Reserve port- 
folio to provide maturity diversifica- 
tion. 

The maturities and coupons were 
cut to fit the market and to warrant 
moderate premiums. 

The result was about as expected. 
About $6,700,000,000 of the 214% 
bonds were taken, largely by the 
commercial banks. Of the approxi- 
mately $4.9-billion of the 144% cer- 
tificates $4:7-billion went to the Fed- 
eral Reserve banks which also took 
$2.5-billion of the new 114% cer- 
tificates, while investors other than 
the Federal Reserve System got 
$2.8-billion. 

Less than $400,000,000 of the ma- 
turing issues were unexchanged 
which was only about 214% of the 
total of $17.3-billion of maturities 
refunded. This was excellent proof 
of the success of the offerings. 


Market Adjusts to Refinancing 
Terms 

Prior to the definite announce- 
ment of the terms of the refinancing, 
the market for the longer - term 
bonds had declined somewhat, chiefly 
because of the possibility that a new 
and longer-term bond might be of- 
fered. The actual decision to attach 
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a 242% coupon to a bond with a 
maturity of less than 10 years nat- 
urally precluded any increase in the 
price of the already outstanding and 
longer-term bond issues; but very 
minor further declines in the prices 
of the latter took place, and in the 
first week of December their prices 
showed a tendency to firm up some- 
what. The 24,% bonds 1962/59 be- 
haved likewise. 


New Issues at Premiums 


For a while the new 214% bonds 
had difficulty in maintaining any 
premium over 100, but, when the 
details of the subscription results 
became available, prices firmed, and 
by early December the bid had risen 
to 100%%. Both certificate issues 
were wanted at 1005/32. 

When the market for the longer 
bonds stopped declining and turned 
slightly upward there was a rumor 
of purchases by the Federal, pre- 
sumably for Treasury accounts. Net 
purchases for such accounts were 
$21,000,000 in October and probably 
about the same for November. Such 
purchases are seldom more than a 
few tens of millions and a routine, 
but the effect of rumors of such pur- 
chases or orders always indicates 
how scant is the supply on dealers’ 
shelves and generally has its mar- 
ket effect even if only temporarily. 


Coming Refinancing 

Pretty soon there will be talk 
about the February and March re- 
financing which totals over $18.5- 


billion. Here is a list of what is due: 


(in billions) 
$ 7.008 1% %ctis. 2/15/55 
3.7383 T.A.1% ” 3/22/55 
5.365 1%% notes 3/15/55 
2.611 2% % bonds 3/15/55 (called) 


$18.717 


Most of the TA certificates due 
on March 22 will be used in payment 
of taxes on March 15, and the Fed- 
eral owns nearly $4-billion of the 
154% certificates. Hence holders of 
only about $11-billion of maturities 
will have to be given something in 
exchange which they like and will 
take. It is no real problem. Whatever 
the interest rate pattern is at the 
time, the new offering can be fitted 
to that rate and will be. 


Treasury Cash Position Improves 


Due to the fact that the account 
carried on the daily statement of 
the U. S. Treasury as “Government 
corporations, etc.,’’ showed a credit 
of over $1-billion for November, net 
deposits exceed net withdrawals by 
about $700 for the month. So the 
balance in the general fund of the 
Treasury was about $7.3-billion on 
November 30, with the prospect of 
little drain during December. The 
bugaboo of exceeding the debt lim- 
itation has been dissipated. 

As of November 30, the total 
U. S. debt subject to the limitation 
of $281-billion was only slightly 
over $2781,-billion, so the prospect 
of any new cash financing prior to 
June 30 has been largely eliminated. 

Moreover, by the end of March 


it may be that some further reduc- 
tion in the total of the debt “sub- 
ject to limitation” will have taken 
place. However, the Secretary of 
the Treasury has forecast a deficit 
for the 1955/56 fiscal year of per- 
haps $3-billion, so that Congress 
may have to be asked to extend the 
present debt limit of $281-billion 
beyond June 30, when it is now due 
to revert to $275-billion. 


OMC Adds to Bill Holdings 


In the five weeks from October 29 
to December 3 the Open Market 
Committee upped the Federal port- 
folio of bills by a little more than 
$500,000,000 in order to keep the 
reserve position of the member 
banks comfortable. After the mid- 
die of the month the cost to the 
Treasury of the weekly biil offerings 
has crossed 1% on the way up, in- 
dicative of probably somewhat 
stiffer money conditions in Decem- 
ber. 

On November 24 the excess re- 
serves of the member banks only 
exceeded their borrowings from the 
Federal by $60,000,000 so, in the 
following week, the Open Market 
Committee added $335,000,000 bills 
te the portfolio. In spite of these 
large purchases on December 1 the 
surplus of member bank excess re- 
serves over borrowing had risen to 
only $149,000,000, which raises some 
doubt as to whether the previous 
Federal Reserve policy of keeping 
“free reserves” at or above $500,- 
000,000 is due for a change. 


GROSS DEBT OF THE U. S. 
GOVERNMENT 


Chart from the Federal Reserve Board 
based on Treasury Department data. 
Latest figures plotted: October 
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The 
(,00d-as-Gold 
Standard 


An Opinion Sampling 


have always been controversial 

subjects; and there is as much 
chance of getting everyone to agree 
on the gold standard and what it 
is as there is a likelihood of every- 
one’s voluntarily joining a single 
church or a single political party. 

To solve an engineering problem 
you most likely will call upon a qual- 
ified engineer. If the matter is of 
@ surgical nature, a competent sur- 
geon is your best bet. But if it’s a 
monetary policy you won’t need to 
call in anybody, because almost any- 
one is likely to volunteer a solution 
before you can say “gold standard.” 

“Gold standard” is a term we have 
been hearing all our lives. We used 
to think we understood what it 
meant. Now we’re no longer sure. 
Some experts tell us that President 
Roosevelt killed the gold standard 
with the help of John Maynard 
Keynes in 1933. Others tell us that 
we've never been off the gold stand- 
ard. Almost daily we read that cur- 
rency convertibility is a-coming; 
then we are told that it doesn’t ap- 
ply to us anyway. 

Even though gold is a soft metal, 
it doesn’t readily fold; but our daily 
dollar does just that. Since the 
Treasury assures us that we are on 
some sort of gold standard even so, 
we have concluded that our dollar 
is at least on the as-good-as-gold 
standard. But this doesn’t mean 
that everyone is happy about the 
situation. Leafing through recent 
financial “literature” we came across 
a variety of views, a sampling of 
which we present for the reader’s 
education. HERBERT BRATTER 


Preve a religion, and money 
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WILLIAM McC. MARTIN, Federal 
Reserve Board 


With reference to the bill of Sena- 
tor Bridges for a return to the gold 
coin standard, with internal redeem- 
ability of the doliar, the Federal Re- 
serve Board chairman testified: 


I do not think this is the time for 
this measure, but I would not go so 
far as to say that there will never 
be a time when it might be desir- 
able. My reason for thinking this 
is not the time is simply that I would 
see no advantage to be gained, no 
need for further safeguards, at the 
moment. There is universal con- 
fidence in the dollar. Its value is not 
being further eroded. That threat 
does not hang over us today. I would 
see no good reason for disturbing the 
present situation by taking this step 
now, and I would prefer not to take 

No doubt this step at this time 
would entail risks. . . . Certainly it 
is worth while to take risks, even 
serious ones if necessary, to safe- 
guard the country from even greater 
dangers. But there is no danger, 
present or prospective, that this 
measure would avert. I cannot see 
how the universal confidence that 
exists today would be enhanced by 
this measure at this time. Under 
these circumstances, it seems to me 
that it is not worth while to take 
the risks. . . . Ultimately I think it 
would become desirable in a peaceful 
world. 


WALTER E. SPAHR, New York 


University 


Professor Spahr, as executive 
vice-president and treasurer of the 
Economists National Committee on 
Monetary Policy, has long been an 
outstanding advocate of a return to 
domestic redeemability of the dol- 
lar in gold coin. In the November 1, 
1954, issue of his Monetary Notes, 
Dr. Spahr criticizes the Treasury 
Department’s position on gold as 
follows: 


Present Treasury officials seem to 
be operating on the theory that if 
they repeatedly state that an irre- 
deemable currency is a sound and 
honest currency that will make it 
so. The simple fact is that an ir- 
redeemable currency is not a sound 
currency; and it is a dishonest cur- 
rency except when issued by a fis- 
cally bankrupt government which 
states that it is compelled to issue 
such a currency as a last resort and 
because it is bankrupt. The defense 
by the present Treasury officials of 
our irredeemable currency is a de- 
fense of moral bankruptcy on the 
part of our Federal Government dur- 
ing the last 21 years and now.... 

This lack of vision and integrity 
is a part of a movement on a broad 
front which is persistently leading 
this country toward the Death Val- 
ley of a governmentally managed 
economy. 


W. RANDOLPH BURGESS, Under 
Secretary of the Treasury for 
Monetary Affairs 


Testifying at a Senate hearing on 
gold last March, Mr. Burgess de- 
fended the status quo of the yellow 
metal in the U. 8S. A. and empha- 
sized the importance of our stock of 
gold. 


This country is on what may be 
termed an international gold bul- 
lion standard. We buy and sell gold 
freely with other countries through 
their central banks and treasuries 
at... $35 an ounce. ... We do not 
coin gold. We do not allow our cit- 
izens to hold gold. . . . Individuals 
and businesses cannot export gold 

(CONTINUED ON PAGE 60) 
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Mioney for your jeans 


Bank loans play ‘an impor- 
tant part in clothing Ameri¢a. 
Here’s how: 


Before 1830 you couldn’t have bought 
a pair of ready-made work britches 
for love or money. 

But came the sewing machine, and 
a handful of enterprising Americans 
hitched up their homespuns and went 
to work to make the ready-to-wear 
business a major industry. 

Today U. S. manufacturers produce 
better than $11,000,000,000 worth of 


apparel annually. 


January 1955 


Here’s the kind of help they get from 
America’s bankers. 

At the outset bank loans help ap- 
parel manufacturers buy vast quanti- 
ties of finished cloth from textile 
mills. Bank loans pitch in to help 
meet cutting, manufacturing and dis- 
tributing costs. They also contribute 
to the improvement of production 
techniques and new equipment for 
plants. . 

And ...they do more, too. 

On the consumer level, bank loans 
frequently help retailers set up shop 
with enough sizes, styles and pat- 
terns to meet the requirements of 
everybody in the community. 


Loans like these put money to work 
and thus naturally put men and 
women to work. This leads to a plen- 
tiful supply of goods and a wider dis- 
tribution of wealth. Multiplied by 
many industries it becomes one of 
the most progressive forces in Amer- 
ica for providing a wider choice of 
fine products for all to enjoy. 

The Chase National Bank, first in 
loans to American industry, is proud 
of banking’s contribution tothe prog- 
ress of our country. 


The CHASE National Bank 


OF THE CITY OF NEW YORK 
(Member Federal Deposit Insurance Corporation) 
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without license. . . . Our rules gov- 
erning our citizens in these matters 
are basically similar to those of 
other countries with developed econ- 
omies. . . . The object of our policy 
and regulations is to protect our 
gold reserves, which support the 
value of money and can be used to 
settle international balances... . 

This huge stock of gold is a bul- 
wark for confidence in the value of 
currency. In a world of great un- 
certainties it is one of the anchors 
of value on which business trans- 
actions depend. .. . It is a major 
reason why the dollar can be used 
everywhere to settle international 
transactions. ... We are maintain- 
ing an assured ability to support a 
constant relationship between gold 
and the dollar. 


DONALD H. McLAUGHLIN, Home- 
stake Mining Co. 


An engineer and a gold miner, Mr. 
McLaughlin long has sought a liberal 
increase in the price the Government 
pays for gold. He poses this ques- 
tion: 


Is gold a standard? If it is a 
standard, it ought to have some per- 
sistent value through the years. If 
we say the paper dollar is a standard 
and gold has to be adjusted to the 
paper dollar, why bother with gold? 

The logical conclusion of the man- 
aged currency group, in which I in- 
clude the Federal Reserve banks, 
should be that gold is obsolete, so 
why not get away from it entirely? 
. .. I do believe that there is a per- 
sistent value in gold. The problem 
today is to get back on the gold 
standard, to get away from this 
period of managed currency, and to 
re-establish the gold standard on a 
basis that will give it the best chance 
to survive. 

This is why I feel that we must 
make the proper adjustment of the 
price of gold to the depreciated dol- 
lar. So much has happened to dis- 
credit the dollar over the past 25 
years or so that, if gold is to persist 
and maintain an even value, the price 
expressed in depreciated dollars will 
have to be higher. What it shall be 
I don’t know. I am inclined to agree 
with the argument that would put 
it at $70 an ounce. 
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ORVAL W. ADAMS, First National 
Bank, Salt Lake City 


Former A.B.A. President Adams, 
appearing before a Senate Banking 
and Currency Subcommittee in 1954, 
voiced his belief that we need the 
discipline of the gold standard as 
we knew it before 1933. He said: 


As individuals and as classes we 
are rapidly losing our national out- 
look. Our protests against the un- 
limited outpouring of borrowed 
money grow fainter and fainter. 
States and their local subdivisions 
are losing their constitutional auton- 
omy. Federal projects and grants 
have done their work. We have 
abandoned many of our time-hon- 
ored safeguards—most important of 
all, the gold standard. 

Prior to 1933, we balanced our 
budget on an average of four out 
of five years throughout our history 
as a nation. When we abandoned 
the discipline of gold-convertible cur- 
rency in 1933, we permitted the 
Trojan horse of monetary ruin to 
enter our gates. 

I believe that we cannot survive 
unless this discipline is restored. The 
freedom to demand gold for cur- 
rency has in the past, and will in the 
future, produce a thrifty Govern- 
ment, sound dollars, and preserve 
free men. 


STYLES BRIDGES, United States 
Senate 


The New Hampshire Senator, who 
is author of a bill to return to the 
gold coin standard, holds the deep 
conviction that whatever happens if 
we resume gold coinage cannot be 
as bad as what will happen if we 
don’t. He holds that: 


The history of the gold standard 
does not indicate that it is a perfect 
institution, but from my observation, 
it can be said, without question, to 
be the least worst method of money 
control ever devised by man. 

The human desire to be able to 
get gold is exceedingly strong, but 
under normal conditions the knowl- 
edge that it can be had at any time 
in exchange for paper money sharply 
reduces that desire. 


Confidence in gold is a wonderful 
thing. 

For example, when we stopped 
monkeying with the currency and 
resumed gold specie payments after 
the Civil War, there was more gold 
turned in for paper money than there 
was paper money turned in for gold. 

After all, there is no advantage in 
a citizen holding gold unless the 
Government is going to devalue the 
paper money—that is, unless the gold 
will bring more paper money at some 
future date. 

A Government, therefore, that is 
not suspect of manipulating the value 
of the people’s savings need never 
fear a domestic run on the nation’s 
gold stock. 


H. J. STUHLMILLER, Iowa Banker 


The president of the State Savings 
Bank of Fontanelle, Ia., urged the 
Congress to restore gold coinage. 
From his statement we quote: 


The operation of the gold coin 
standard would give to the people 
the power of restraint. The knowl- 
edge that the people have this power, 
even though they do not exercise it, 
is the silent yet effective support that 
you Senators and Congressmen re- 
quire and deserve. The gold stand- 
ard, and nothing else, will give you 
that support. ... 


MIROSLAV A. KRIZ, Federal Re- 
serve Bank of New York 


The chief of the foreign research 
division of the New York Federal 
Reserve Bank recommends no change 
in gold’s status here, commenting: 


There is an overwhelming need for 
caution before making any changes 
in U.S. gold arrangements. The real 
question is not whether the United 
States should restore domestic gold 
redemption but whether we have a 
sound and effective monetary and 
fiscal policy—which we have. The 
gold-coin standard could probably be 
reestablished as a final step in the 
process of United States economic 
and financial stabilization—provided 
the world political climate was also 
propitious. But gold-coin standard 
reestablishment would not by itself 
produce sound ... fiscal policies. 
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THE GREAT WHITE MOUNTAINS 
UNDER AMERICA 


HEN National Gypsum announced its discovery of North America’s 
most massive gypsum deposit, near Halifax, Nova Scotia, the company 
was assured a 200-year supply of rock for its Seaboard plants at 
substantially lowered costs. Now comes news of another tremendous 
strike, this time in the heart of America. 
This underground white mountain of gypsum is located near Shoals, 
Martin County, in southerr Indiana. National Gypsum Company, discoverer of the 
huge, 100-year reserve, has obtained the cream of the deposit...a 2,700 acre site. 
The most modern gypsum plant ever to be built...a completely mechanized 
operation, using the latest and most exacting scientific controls, is now under 
construction. By mid-1955, this new plant (National’s thirty-sixth) will P.S. Write today for a copy of 
begin operation, producing the complete line of Gold Bond gypsum products... a colorful, new booklet Just 
plaster, wallboard, lath and sheathing. published about the National 

This plant will provide many advantages to the growing, midwestern building a Company and ae 

’ ndiana gypsum discovery. 
industry. Service to customers on a full line of related products will be 
quicker and better. Long hauls from distant sources of supply will be eliminated... 
freight costs will be substantially lower. Product quality will be the highest. 

The Indiana expansion, with its heavy capital investment in the future, ~ : 
is a familiar pattern to National Gypsum. It is the kind of faith and enterprise Gold Bond 
which have resulted in many other “firsts” throughout the Company’s 29-year 
history. This is the pattern that has earned for the Company the reputation of... BUILDING PRODUCTS 


Pacemaker of the Building Industry 
NATIONAL GYPSUM COMPANY - BUFFALO 2, NEW YORK 
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Many bankers wanted to hear more about the experiences of the three “‘Grass-Roots Ambassadors” who reported to the Mem- 

phis conference on their sojourns in Europe as International Farm Youth Exchangees. Banxinc’s photographer caught 

this informal group following the ambassadorial appearances. Left to right, J. W. Weltch, executive vice-president, First 

National Bank, Augusta, Ga.; “Ambassador” Austin; Alvin E. Roemershauser, assistant vice-president, Whitney National 

Bank, New Orleans, and president, American Institute of Banking; “Ambassadress” White; “Ambassadress” Dial; and J. 
D. Burke, assistant vice-president, Trust Company of Georgia, Atlanta 


Experts Optimistic About Agriculture 


A report from the National Agricultural Credit Conference in Memphis 


consensus of at least a ma- 

jority of the 500 country 
bankers, Government and _ univer- 
sity agricultural economists, indus- 
trialists, and feed men attending the 
third annual National Agricultural 
Credit Conference in Memphis, Tenn. 
And it was the largest of the three 
national conferences thus far held 
under the aegis of the Agricultural 
Commission of the American 
Bankers Association. 

The tone and tempo set by the 
speakers at the opening session con- 
tinued throughout the conference. 
Speakers, in general, were confident 
and optimistic about the general 
health and stamina of the nation’s 
agricultural economy. 

On behalf of the Clearing House 
Committee, Arthur W. McCain, pres- 
ident of the Union Planters National 
Bank, welcomed the country bankers 
to Memphis. The Clearing House 
was host at a social hour at the Pea- 
body Hotel on Monday afternoon. 


al best yet!”—that was the 
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A. G. Brown Lauded 


A. G. Brown, deputy manager of 
the Association and director of the 
Agricultural Commission, was 
praised by Nicholas A. Jamba, vice- 
president of the National Bank and 
Trust Co., Norwich, N. Y., in his 
introductory remarks for leadership 
in unifying the combined talents of 
the country bank agricultural rep- 
resentatives. This was accomplished, 
he said, when Mr. Brown initiated 
the first National Agricultural Credit 
Conference held in Louisville in 
1952. 

“Mr. Brown has done more for 
country banking,” said Mr. Jamba, 
“than any one else in the United 
States and he has done it in less 
than 15 years.” 

Mr. Jamba called upon the coun- 
try bankers to “remain aware al- 
ways of the fact that, even though 
we be bankers and so-called ‘horney- 
handed money-changers,’ American 
farmers now regard us as more than 
mere money lenders and collectors. 


Country bankers are now consid- 
ered the confidential advisers of 
their agricultural friends. We have 
earned this trust. Let us try to pre- 
serve it.” 

Speaker after speaker empha- 
sized the thought that the country 
banker has supplanted the country 
Goctor as the family adviser. 


Tapp on Outlook 


Jesse W. Tapp, vice-chairman of 
the board, Bank of America, 
N.T.&S.A., Los Angeles, spoke on 
“The Agricultural Outlook and Farm 
Credit in 1955.” “An important pur- 
pose of these conferences,” said Mr. 
Tapp, “is to encourage us, as bankers, 
to examine the status of the farm 
sector of our clientele and to de- 
vise ways of more effectively meet- 
ing the credit needs of our farm 
customers. In general, I believe that 
we are justified in the view that our 
farm economy is in a healthy state 
and that its prospects for the future 
are good.” 
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Mr. Tapp summarized the 1955 
prospects tor farm credit in these 
six points: 


ast (1) The demand for food and fiber 
in our domestic markets in 1955 will 
show some improvement over that of 
1954 and most other recent years. 

“(2) No further deterioration and 
possibly some improvement in the ex- 
port markets for U. S. farm products 
appear likely during 1955. This could 
be especially helpful in connection with 
cotton, the producers of which are 
heavily dependent upon export markets. 

“(3) The policy of gradual adjust- 
ment in agriculture to meet postwar 
conditions is now well established. This 
should allay any fears, which farmers 
and others may have had, about the 
possibility of a general and widespread 
postwar crisis on the farm front such 
as followed World War I. Temporary 
soft spots may be expected in any 
particular farm commodity but there 
need be no general apprehension about 
widespread collapse of farm markets. 

“(4) The mechanization of agricul- 
ture is proceeding year-by-year. New 
ways of cutting farm production costs 
are being developed and adopted by 
farmers. The typical family type farm 
Is growing in size as a result of mech- 
anization and other labor saving mea- 
sures. This gradual increase in the 
scale of individual farm operations pro- 
vides expanding opportunities for ef- 
ficient farmers. 

(5) The financial position of farm- 
ers continues to be good. There are 
some exceptions in areas which have 
been adversely affected by prolonged 
drought. 

“(6) Increasing attention must be 
given by farmers and lending agencies 
to the development and use of types 
and terms of credit that are best 
adapted to the needs of farmers during 
the current adjustment period.” 


Continuing, Mr. Tapp said that 
the “prospects on the farm front in 
1955 appear, therefore, to point to 
another year of progress. We may 
expect continued progress in increas- 
ing the productivity per man-hour in 
agriculture. This, as in the past, 
will be accomplished through mech- 
anization and the application of sci- 
entific knowledge to all phases of 
crop and livestock production. It is 


this kind of progress that has made 
our agriculture the most productive 
in all the world. It is this kind of 
progress also that has made our 
agriculture such an important con- 
tributor to our high standard of liv- 
ing.” 


Stronger Capital Position 


A stronger capital position will 
enable the nation’s banks to broaden 
their lending services to farmers, 
W. Harold Brenton, president of the 
State Bank of Des Moines, Ia., told 
the conference. Mr. Brenton is a 
former president of the American 
Bankers Association. 

He said that “the public, and men 
in Government, must be made to 
understand that an adequate reserve 
allowance is distinctly not a device 
for tax avoidance. Losses build up 
as a result of doing business over a 
period of years and charged to one 
year’s operation cause drastic col- 
lection policies, retard lending, re- 
duce dividends, and spread general 
gloom. Loss reserves are merely a 
useful tool in helping banks to build 
a strong capital structure, and a 
strong lending program, which can 
minimize the peaks and valleys in 
our agricultural economy.” 


New Direction 


Allan B. Kline, whose retirement 
from the presidency of the Ameri- 
can Farm Bureau Federation was 
announced last month, spoke next. 
He stated that the “farmers and 
bankers alike are dedicated to avoid- 
ing disaster in the form of drastic 
deflation and unemployment, and 
they are also determined to avoid 
the inevitable chaos which would re- 
sult from a prolonged inflation. 

“Farmers and bankers have a 
community of interest in this mat- 
ter. In the last depression, there 


was a close relation between the 
number of bankers who went broke 
and the number of farmers who 
went broke. 

“The new farm law places farmers 
in the best position they have oc- 
cupied in years to expand markets 
and take advantage of consumer de- 
mand. Up to now Government price 
support policy has retarded agricul- 
ture’s adjustment from conditions of 
abnormal war and postwar demand 
to the effective demand of today. 

“The most significant development 
is the ‘new direction’ this nation has 
taken with respect to farm policy. 
We have moved in the direction of 
an economy which is consistent with 
these objectives: (1) High net in- 
come and maximum freedom of op- 
eration for farmers; (2) more pro- 
gressive, prosperous, and pleasant 
rural communities; and (3) better 
rural living conditions.” 

The foregoing is just a sample of 
the diversified material presented at 
each of the sessions. The interest 


generated by the discussions was 
reflected in the large number of 
questions from the floor. 


Youth Exchange Alumni 


A feature of the program was the 
appearance of three International 
Farm Youth Exchange alumni mem- 
bers, who were introduced by Har- 
old Sponberg, executive secretary of 
the National 4-H Foundation. These 
“grass-roots ambassadors” gave a 
brief resumé of their overseas ex- 
periences under the Exchange pro- 
gram. They also expressed grati- 
tude for the financal assistance 
given them by their country bankers 
while conducting 4-H Club projects, 
which, eventually, led to their se- 
lection for foreign assignments. 
Speakers included Berta Joan White, 

(CONTINUED ON PAGE 66) 


Chairman Tapp addresses the opening session of the conference. With him on the podium, left to right, Mr. McCain; 
Mr. Brenton; Mr. Jamba; and Deputy Manager Brown. Another speaker at this session was Allan B. Kline 
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4 important ‘extras’ in 


High-speed professional equipment is manned 
by specialists in all 31 Recordak Film 


Processing Stations. 


BANKING 


processing your microfilms 


What happens when you send your films out 
is worth checking on. Here’s what you’re sure of getting 
at all of Recordak’s 31 Film Processing Stations— 


1. Your films are processed the same day they’re received. 


2. Your films are processed by professionals using specially 
designed professional equipment. 


Your films are processed to meet the high specifications of the 
Bureau of Standards for archival films—your assurance of 
picture-perfect records year after year. 


. Your films are inspected for photographic quality at your Recordak 
Film Processing Station. And should this inspection ever indicate that 
you’re not getting satisfactory performance from 
your microfilmer, a Recordak Service Technician 
is dispatched immediately. You don’t have to call. 


You get these extras, too, 
with your Recordak Microfilmer 


[_] Lowest per-picture cost because you can 
buy or rent a Recordak Microfilmer that fits your 
requirements exactly. Six models to choose from, 
including Recordak Bantam and Supermatic 
Microfilmers which photograph at 40-to-1 reduc- 
tion ratio—highest in 16 mm. equipment today. 


[] Recordak Microfilmers are designed 
and built by Kodak to give you sharp, legible 
pictures of every document; to compensate for 
operator failure; to minimize service require- 
ments. And, of course, the Recordak film you 
use is made by Kodak, too. 


[_] Lost transit letters ‘‘replaced promptly” 
free of charge. Should any item be lost en 
route, just send your films to your Recordak 
Processing Station. In short order you'll receive 
facsimile prints which can be honored in lieu of 
the missing items. 


[] Microfilming specialists always at your 
call. You'll profit from the experience gained by 
Recordak Systems Men in working with banks 
of every size over the years. And, remember, 
Recordak Service Technicians have only one job 


—keeping Recordak equipment in A-1 shape. 


P. S. Now Available . . . Kodak Verifax Copier, 
Legal Model. Makes 3 copies of legal-sized docu- 
ments (814” x 14”) in 1 minute for less than 5¢ each. 
Sold and serviced from coast to coast by Recordak. 


Write for free demonstration of Verifax Copying. 


Recordak Corporation (Subsidiary of Eastman Kodak 
Company), 444 Madison Avenue, New York 22,N.Y. 


SRECORDEK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming—and its application to banking systems. 
**Recordak” is a trade-mark 
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“Beef Catthe—Which Way?” was the theme explored by this panel of experts. 
‘Drenner (moderator), Freeland, Hawkins, and Adams 


Farm Experts Optimistic 


(CONTINUED FROM PAGE 63) 


Bailey, Miss., who told of farm life 
on the Emerald Isle; Howard Bry- 
ant Austin, Siloam Springs, Ark., 
who, while stationed in Turkey, 
spent considerable time in a voca- 
tional agricultural school; and Mar- 
garet Ann Dial, Pine Bluffs, Ark., 
and presently a home demonstration 
agent in Monticella, Ark. Miss Dial 
spent several months in England in 
1948. 


Poultry Panel 


A panel composed of four leaders 
in the poultry field were less than 
optimistic about the chances for 
sound financing of this industry un- 
til over-production and unsound 
practices on the part of feed dealers 
have been eliminated. There was 
general agreement that the practice 
followed by some feed dealers of 
giving producers a guarantee tended 
to create over-production. Panel 
members were: W. W. Hollowell, 
president, First National Bank, 
Greenville, Miss., moderator; James 
H. Kays, executive vice-president, 
McIlroy Bank, Fayetteville, Ark.; 
Hayes A. Noel, vice-president, Third 
National Bank, Nashville, Tenn.; 
and William Pollard, production di- 
rector, Warren Produce Co., Green- 
ville, Miss. 

Mr. Noel said that his bank had 
selected a few feed dealers, after 
carefully screening a considerable 
number, and was financing their op- 
erations with satisfactory results. 


Beef Cattle Panel 


Cattle prices will remain substan- 
tially unchanged from present levels 
during 1955, a panel of leaders in 
the livestock field predicted in a dis- 

‘cussion of “Beef Cattle—Which 
Way?” 
The panel was moderated by Wil- 
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liam E. Drenner, vice-president and 
manager of the livestock depart- 
ment, ‘he First National Bank of 
Memphis, and consisted of Harold 
F. Breimyer, agricuitural economic 
statistician, Agricultural Marketing 
Service, U. S. Department of Agri- 
culture, Washington, D. C.; J. Mil- 
ton Freeland, vice-president, City 
National Bank and Trust Co., Kansas 
City, Mo.; J. B. Hawkins, manager, 
Meat Packing Plant, Lykes Bros., 
Inc., Tampa, Fla.; and Jay Taylor, 
president, American National Cattle- 
men’s Association, Amarillo, Tex. 

The panel noted that there may be 
some seasonal declines in cattle 
prices during the next year. “There 
are heavy runs just after the first 
of the year almost every year,’ Mr. 
Breimyer stated. He summed up the 
majority opinion of the panel when 
he continued: “It seems fairly clear 
that the outlook is brighter over the 
long-run than the immediate future 
because we are in this adjustment 
period where we have to mark time 
for a while until the population once 
again catches up. It will be a long- 
run proposition to build the pro- 
ductiveness and build the financial 
structure, and I think we will have 
a brighter future if we maintain our 
incomes and our population growth.” 

Other panel members were also 
optimistic about the long-range out- 
look for the cattle industry and 
foresaw increased consumption of 
beef. Mr. Taylor said that per cap- 
ita consumption of beef will jump 
this year to 80 pounds. “... We have 
found that the housewives of Amer- 
ica will eat beef if you give it to 
them the way they want it, and that 
is the job of both cattlemen and 
bankers. 

“Cattlemen all over America have 
changed into a sales force,” Mr. 
Taylor continued, “and a good sales 
force.” 

The panel agreed that prospects 


Left to right, Messrs. Breimyer, Taylor, 


in cattle depend largely on the 
weather. “This drouth is the thing 
that is worrying us,” Mr. Freeland 
said. “I don’t believe we will have 
any stability in the overall range 
and farm program until we get rid 
of the drouth.” 

The panelists reported that, by 
and large, cattlemen are against 
price supports in the cattle indus- 
try. Mr. Freeland reported that he 
knew of no cattlemen in favor of 
price supports, and Mr. Hawkins 
stated that “not more than 2%” 
were in favor of supports. 

“If we have Government inter- 
ference in the cow business, we know 
that it will soon be telling us how 
many cattle to raise, and that is 
what we foresee,” Mr. Taylor said. 

. “How long can you go along 
with corn? In my country, we can 
raise 5,000 pounds of maize to the 
acre. We can get $2 a hundred for 
it as a loan, so why should we ever 
consider feeding cattle or feeding 
hogs [on corn] as long as a farmer 
has got that protected high support 
price? 

“We simply feel it our job to fur- 
nish beef at a price a housewife 
will pay. Goodness knows, it got 
too high for a while. We’d like the 
flexible support price to reduce the 
cost of grains.” 


8 Building Points 

C. N. Shephardson, dean, College 
of Agriculture, Texas A. & M. Col- 
lege, College Station, Tex., spoke on 
“Helping Farmers Avoid Difficul- 
ties.” 

“Here are eight points that should 
receive careful consideration of both 
the lender and the borrower in start- 
ing a new enterprise,” he said. ‘‘Con- 
scientious attention to these eight 
points should do much in helping to 
build a prosperous customer and a 
pleasant and profitable business re- 
lationship. 


BANKING 


Se 


fe 
a 

4 | 

Vv 

te 

b 

k 

t 

t 

|| 


“(1) Does the prospective borrower 
have the necessary ‘know how’? If not, 
will he get it and use it? ... A man 
may understand the value of fertilizer 
for a crop, but does he know that dif- 
ferent soils require different kinds and 
amounts of fertilizer, and does he know 
how to find out what he needs? 

“(2) Is the operation of a size to 
justify the necessary investment in 
modern labor-saving equipment and fa- 
cilities ? 

“(3) Does the borrower have ade- 
quate land adapted or potentially 
adapted to the intended use? If poten- 
tial, does his plan contemplate its de- 
velopment? Many livestock operations 
have been started with too little land 
to permit adequate feed production or 
sound grazing practices. Also land 
varies in its capabilities. 

“(4) Are anticipated returns soundly 
based, or do they overlook inflated mar- 
kets and abnormal weather cycles? 

“(5) Does the borrower’s financial 
plan include adequate operating as 
well as investment capital to take care 
of his needs for fertilizer, insecticides, 
and equpiment maintenance and opera- 
tion? 

“(6) Does his plan take account of 
the possible effect of marketing quotas 
and acreage controls? Has it flexi- 
bility ? 

“(7) Does his plan contemplate re- 
duction of indebtedness and building of 
equity reserves? 

“(8) Does the lender have a ‘follow- 
up’ plan? This is a day of change. 
Conditions that justified a loan last 
month may change next month and 
necessitate corresponding changes of 
plans. Furthermore, most of us need 
some one to check up and see that we 
are doing what we planned to do.” 


Intermediate-term Loans 


Intermediate-term loans were dis- 
cussed by a panel consisting of J. 
W. Bellamy, Jr., president, National 
Bank of Commerce, Pine Bluff, Ark., 
who spoke on financing “Irrigation 
Systems”; Charles B. Presley, man- 
ager, agricultural department, 
Georgia Railroad Bank and Trust 
Co., Augusta, Ga., whose topic was 
“Dairy Business’; and Fred A. 
Bloodworth, executive vice-presi- 
dent, American National Bank, Gads- 
den, Ala., who spoke on “Farm 
Equipment.” 

“We as bankers,” said Mr. Bell- 
amy, “must assist in financing irri- 
gation systems in cases where it 
has been determined by technical 
study that the project would be 
profitable. We must encourage con- 
tinued intensive research to further 
reduce the risk in crop production 
financing. 

“As bankers, we should crusade 
against droughts by keeping abreast 
with proven irrigation methods and 
imparting them to the farmers of 
our community. Well planned irri- 
gation systems taking advantage of 
all technical and professional knowl- 
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edge offered the farmer and his 
banker will in most cases require 
term financing. What better secur- 
ity can intermediate credit have 
than the insurance of water when 
and where needed to produce high 
yields and profitable returns?” 


Dairy Business 


In his discussion of the dairy busi- 
ness, Mr. Presley emphasized the 
importance of not only determining 
the value of the collateral but said 
that we also should “carefully an- 
alyze the income-producing ability 
of the borrower and his facilities. 
In financing a dairy operation, the 
loaning officer must be able to mea- 
sure the production of the dairy 
business with reasonable accuracy 
and to recognize and measure dif- 
ferences in the management ability 
of the borrower. It is not enough 
to measure the size of the farm just 
by the number of cows in the herd. 
The number of cows in the herd and 
their capacity to produce, coupled 
with the ability of the operator to 
manage the farm and herd for max- 
imum results and to hold expenses 
in line with production, are factors 
that measure the real size of the 
farm business.” 


Farm Machinery Loans 


Mr. Bloodsworth gave, in outline 
form, what he believes are the sa- 
lient features of farm machinery 
loans. He made these points: 


“(1) Banks should make farm ma- 
chinery loans for two major reasons: 
(a) They are profitable for the bank. 
(b) They help increase farm produc- 
tion, and thus add to the income of the 


Dr. Earl L. Butz, Assistant Secretary of 
Agriculture, a conference speaker 


bank’s customers and the prosperity 
of the community. 

“(2) The experience of most banks 
with this type of loan has been excel- 


lent. 

“(3) These loans can be handled on 
the same basic principles as any other 
loan. The character and earning ca- 
pacity of the borrower are the most 
important factors. 

“(4) Have a plan which requires a 
down-payment sufficient to establish an 
equity and which schedules payments 
of a size to maintain this equity, pay- 
able on dates which coincide with the 
income of the borrower. Remember 
that this is a capital investment—a 
machine tool. We should not expect it 
be paid for out of current year’s in- 
come. 

“(5) Have a collection system which 
keeps past due notes before you, and 
follow them promptly and consistently. 

“(6) Choose your dealers with care, 
and work with them closely. Never buy 
paper depending on the dealer’s en- 
dorsement.” 


Other Speakers 


Other speakers appearing on the 
program included: R. I. Nowell, 
vice-president, The Equitable Life 
Assurance Society of the U. S., New 
York, who spoke on “Bank-Insur- 
ance Company Agreements”; Dr. M. 
K. Horne, chief economist, National 
Cotton Council of America, Mem- 
phis, on “What’s Happening With 
Cotton?”; Dr. G. B. Wood, head, 
Department of Agricultural Eco- 
nomics, Oregon State College, Cor- 
vallis, and Dr. G. H. Aull, head, De- 
partment of Agricultural Economics 
and Rural Sociology, Clemson Agri- 
cultural College, Clemson, S. C., who 
spoke on “Production Controls and 
Price Supports versus Alternatives” ; 
the Hon. Earl L. Butz, Assistant 
Secretary, U. S. Department of Agri- 
culture, Washington, whose topic 
was “The New Look in Agricultural 
Policy”; Murray G. Via, vice-presi- 
dent, The First National Exchange 
Bank, Roanoke, Va., who led an open 
discussion of “The Outside Farm 
Man for Your Bank”; and E. G. 
Coco, president, Moreauville State 
Bank, Moreauville, La., who sum- 
marized the papers presented at the 
conference. 

In addition to Mr. Jamba and Mr. 
Tapp, the session chairmen included 
Roland L. Adams, president, Bank 
of York, Ala.; and Dr. Tyrus R. 
Timm, head, Department of Agri- 
cultural Economics Sociology, 
Texas A. & M. College, College Sta- 
tion, Tex. 

Since space limitations make it 
impossible to do justice to the many 
comprehensive discussions offered 

(CONTINUED ON PAGE 148) 
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Farmers May Borrow More in ‘99 


“With a break from the weather, efficient farmers should make good money in 1955. They are still good 


The author is the head of the De- 
partment of Agricultural Economics, 
Oregon State College, Corvallis, Ore- 
gon. 


has been pressing farmers since 

1951 is not likely to ease much 
in 1955. It may get a little worse 
before it gets better. This is not 
very welcome news for either 
farmers or bankers. Even so, farm- 
ing will continue relatively profit- 
able for efficient farmers. Most 
farmers will use more credit and 
have about as much money to pay 
their debts as in 1954. 


Tis income-cost squeeze which 


Present Parity Level Likely 


The major swings in farm prices 
(and all prices, too) have occurred 
during the periods of wartime ac- 
tivity and the inevitable postwar 
adjustments. Prior to World War 
IT (1935-39), farm prices averaged 
85% of parity. For 11 years, from 
1942 to 1952, farm prices averaged 
at parity or above. The peak was 
reached in October 1946 when farm 
prices averaged 23% above parity. 
By 1949-50, farm prices on the aver- 
age were at parity. The Korean war 
touched off a new spurt in prices 
and by February 1951, farm prices 
had reached another peak at 13% 
above parity. Since then farm prices 
have been declining. In October and 
November 1954 prices averaged at 
87% of parity, the lowest point 
since March 1941. The average dur- 
ing 1955 is expected to fluctuate 
around this level. 


Stable Demand a Prospect 


The year 1954 will go down in 
history as the best peacetime year 
this country has ever seen. It is 
the first time in 20 years that we 
have lived, for all practical pur- 
poses, in a world of peace. The gen- 
eral price level during the past 18 
months has fluctuated between a 
range of about 2%. Such stability 
is reassuring. 
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financial risks.” 


G. B. WOOD 


Dr. Wood is shown speaking at the National Agricultural Credit Conference in 

Memphis. At Dr. Wood’s left are Dr. G. H. Aull, head, Department of Agricul- 

tural Economics and Rural Sociology, Clemson (S. C.) Agricultural College, and 

Dr. Tyrus R. Timm, head, Department of Agricultural Economics and Sociology, 
Texas A. & M. College, College Station, Texas 


The year 1955 is expected to be 
about the same for business as 1954. 
Many feel that it will be a slightly 
better year for business. The level 
of business confidence is high as we 
enter the new year. However, “cau- 
tious optimism” seems to be a good 
attitude for 1955. 

The political environment for bus- 
iness is expected to continue favor- 
able in 1955. Both Republicans and 
Democrats know that the personal 
prosperity of our people is an im- 
portant factor influencing which 
party will stay in power in 1956. 
Indications of this have already been 
disclosed, with the present Adminis- 
tration announcing plans for step- 
ping up spending and support of 
public works and other governmental 
projects in 1955. 

Money and credit policies should 
continue relatively easy in this im- 
portant year ahead. This does not 
assure business nor farm prosperity. 
It does suggest, however, that con- 
tinued high-level employment and 
high personal income is a major ob- 
jective of both business and gov- 
ernment. 

When the people of this country 
are employed at good income they 


are good customers for farmers. 
The demand for food, therefore, is 
likely to be relatively stable in 1955. 
Neither domestic demand nor for- 
eign demand for farm products are 
likely to show much expansion in 
the year ahead. Exports may in- 
crease mainly due to governmental 
foreign market promotional efforts. 


Farm Price Factor 


Changes in the supply of individ- 
ual farm products are expected to 
be the most important factor influ- 
encing farm price trends in the year 
ahead. Farm production in recent 
years has been running at record 
levels. The desire of farmers to 
maintain a reasonable level of dol- 
lar income is expected to hold farm 
production high in 1955. There are 
few chances for windfall profits in 
farming in the year ahead. 

Stocks of storables are large. 
With declining markets for some 
farm products and rather stable 
markets for others, some segments 
of agriculture have been producing 
more products than could be sold at 
prices that have been satisfactory 
to farmers. This situation is ex- 

(CONTINUED ON PAGE 126) 
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In feeder-catile loans, one of the most important considera- 
tions is feed supply. Today, high roughage beef feeding pro- 
grams are proving successful for putting on cheap gains. But 
here is something to consider when feeding roughage: A lead- 
ing state university tested hundreds of samples of hay being 
fed and here’s what they found... 


Excellent quality 
Good quality 

Fair quality...... 
Poor quality... 


Other universities carried on this test and came up with 
similar results. One university states that improper storing of 
hay can remove 15 to 40% of its dry*matter, including carbo- 
hydrates and vitamins. Extended periods of rain and sun 
bleaching will remove nearly all the carotine from which 
animals derive vitamin A. 

Naturally, with such nutrient destruction, hay may not be 
as good as a feeder thinks it is. Its feeding value is greatly 
reduced. Therefore, in any feeding operation where roughage 
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how feed 
supply affects 


FEEDER LOANS 


plays an important part, these missing nutrients must be 
supplied by some other source. 


Here’s What'We Recommend 


Give beef cattle free access to MURPHY’S BEEF CONCENTRATE. 
It is safe to free-choice feed MURPHY’S BEEF CONCENTRATE to 
cattle. They don’t overeat on it. They put on fast, economical 
gains. When a farmer gives the cattle a chance to balance their 
own ration with MuRPuHY’S, the cattle get more out of their 
roughage. MURPHY’S BEEF CONCENTRATE is a high level con- 
centration of proteins, minerals and vitamins. The vital amino 
acids, minerals and vitamins that are short or missing in their 
ration are replaced with MURPHY’S BEEF CONCENTRATE. 

Usually it takes only about one-half as much of muRPHY’s 
BEEF CONCENTRATE as it does of most supplements. Beef cattle, 
when fed murpHy’s free-choice, eat only % to 1 lb. per head 
per day, while they often require 14 to 34% lbs. of supplements. 
So the next time you are making a feeder loan and evaluating 
feed supply, give an extra thought to converting low quality 
roughage into good quality beef. It can be done at a low feed 
cost with MURPHY’S BEEF CONCENTRATE. 


MURPHY 


PRODUCTS CO. 
Burlington, Wis. 
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Display Features Farmer 


T the first Do-It-Yourself Show in 
Fall River, Mass., the B. M. C. 
Durfee Trust Co. featured the Ameri- 
can farmer as the original do-it- 
yourself man. The show, in which 
many local businesses participated, 
was held October 19 through 24. 

The 8 by 10 foot booth pictured 
on this page portrayed on a three- 
section chart the major farming di- 
visions in Bristol County, Mass. 
Many people in the area—predom- 
inantly city workers—saw for the 
first time the scope and volume of 
farming within their own county. It 
was a revelation to them to see farm- 
ing as Big Business. 

Bank members participating in 
the pre-show discussions agreed on 
the theme of featuring the farmer 
rather than commercially advertis- 
ing the bank itself. Bank advertis- 
ing was limited to a small notation 
at the bottom center of the backdrop 
mentioning the bank’s farm loan de- 
partment, and two small placards, 
one on each side wall, listing the 
general activities of the bank. 

Locally grown apples of high qual- 
ity were distributed from the booth. 


Agricultural representatives of Oregon banks who attended the recent agricultural 
clinic sponsored by the agriculture and forestry committee of the Oregon Bankers 
Association and the Oregon State College toured the college’s soil testing and 
radio-active pesticide laboratories after the day’s formal program was completed. 
At left, foreground, Dr. V. H. Freed, OSC agricultural chemist, explains some of 
the research work being done at OSC in controlling weeds by the use of herbicides, 
The bankers also received instruction from OSC specialists in the best insecticides 
and fungicides; also in the use of fertilizer and lime 


The apples served as an attraction 
and gave personnel manning the 
booth the opportunity to talk with 
viewers. 

It proved to be a unique and com- 
plimentary gesture by a commercial 
bank. Management was well satis- 
fied with its decision to feature a 
non-commercial type of advertising 
and believed the good public rela- 


The B.M.C. Durfee Trust Co.’s “Do-It-Yourself”? Show exhibit. Francis L. Buswell, 
assistant treasurer, offers a customer an apple, while James Robinson, of the 
savings department, watches 


tions was a substantial return for 
the labor and expense. 


Master Farmer Awards 


HE Bulloch County Bank in 

Statesboro, Ga. recently honored 
eight Master Farmers of that 
county who have earned the top 
farm award each year since incep- 
tion more than 20 years ago. 

More Bulloch County farmers are 
reported to have received the Master 
Farmer award than farmers in any 
other county in the nation. This 
honor is bestowed annually under 
the sponsorship of the Progressive 
Farmer, a regional agricultural pub- 
lication which circulates through- 
out the South. 

President Wallis G. Cobb, pre- 
sided at the celebration dinner at 
the Forest Heights Country Club, 
and George P. Donaldson, president, 
Abraham Baldwin Agriculture Col- 
lege, made the principal address. 


40 $100 Scholarship Awards 


VER the past score of years, the 
Washington Bankers Associa- 
tion has offered 40 $100 college 
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scholarships and has paid the ex- 
penses of a boy and.a girl each year 
to Chicago to attend the National 
4-H Club Congress. During this 
same period, the WBA has spon- 
sored numerous other farm youth 
programs. 

For 20 years the Washington 
Bankers Association has received 
the American Bankers Association’s 
1000-point award. During the past 
year WBA established an all-high of 
1,650 points. 


Measuring Farmers’ Skills 


667P.HE success of today’s farm 

operator is being measured 
more and more by the severest test 
of any enterprise; namely, profit re- 
sults,” said a recent article entitled 
“Appraising the Farm Management 
Function,” in the Monthly Review of 
the Federal Reserve Bank of Minne- 
apolis. 

“Purely statistical means may 
never provide an accurate measure 
of management’s contribution to- 
ward that end,” the Review said, 
“but the significance of managerial 
skill in successful farming is becom- 
ing ever more apparent as farming 
becomes more complex.” 

It pointed out that “to analyze 
the role of management in farming, 
it is helpful to divide the manage- 
ment job into different types of 
skills that a successful manager 
must have. This offers the individ- 
ual operator, who may be interested 
in developing his own skills as a 
manager, a set of more measureable 
standards for gauging his own abil- 
ity in relation to the goals he sets 
for himself.” 

The Review listed several impor- 


General Harold R. Barker, vice-president, Industrial National Bank, Providence, 
speaking at the bank’s sixth annual 4-H Club leaders’ recognition banquet. Pro- 
gram features included the presentation of special awards to three friends of the 
4-H Club organization for their interest, encouragement, and support of 4-H 


work. Trophies and awards were given 


tant skills management must use in 
operating a farm successfully, as 
follows: “Technical know-how; 
adopting new practices; knowledge 
of prices, economic trends; adjust- 
ing to changing economic conditions; 
handling costs; and financial man- 
agement.” 


Banks Reward Soil Builders 


HE Chester County Bankers As- 

sociation, for the seventh year, 
awarded prizes worth more than 
$300 to FFA members who had prac- 
ticed the most conservation measures 
on their farms. 

Charles Forbes, cashier of the 
National Bank and Trust Co., West 
Chester, Pa., and president of the 
Chester County Bankers Association, 
presented attractive certificates to 
22 boys who scored highest in the 
contest. Cash awards amounting to 
$50 went to the three top rating 


President Forbes, right, presents Chester County Bankers Association’s cash con- 

servation awards to representatives of winning FFA chapters. FFA boys, left to 

right, Barton Baker, Cochranville, third prize of $10; Samuel Supplee, Downing- 
town, second prize of $15; and Joe Sexton, Oxford, first prize of $25 
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to 4-H leaders for outstanding service 


chapters. A two-day trip to the U.S. 
Department of Agriculture’s Experi- 
ment Station at Beltsville, Md. was 
given to the boy in each FFA chapter 
who practiced the most soil saving 
measures. 

Teachers of agriculture did the 
educational work. Soil Conservation 
Service men provided technical as- 
sistance through the Chester County 
Soil Conservation District and the 
Brandywine Valley Association, an 
independent conservation agency, 
handled the administrative details. 


Fertilizer Loans 


HAT bank loans for fertilizer are 

profitable to the farmer as well 
as the bank was proved by a recent 
survey of the People’s National] 
Bank, of Barre, Vt., says the Farm 
Journal. 

The bank wanted to find out how 
well its fertilizer loans were paying 
off for farmers, so it checked the 
loans of about 60 dairy farmers 
against Dairy Herd Improvement As- 
sociation records, and averaged up 
the farmers’ returns. 

The bank’s customers with the 
highest annual income over feed 
costs were spending $17.36 per cow 
for lime and fertilizer. Farmers in 
the bank’s “middle income” group 
spent an average of $8.11 per cow 
per year for lime and plant food, 
while the farmers with the lowest 
return spent only $7.11. 

“The bankers admit,” says Farm 
Journal, “that there are other fac- 
tors involved, such as higher-produc- 
ing cows, but the;”’re satisfied that 
the better dairymen use the most 
lime and plant food.” 
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More Grass + More Milk = More Money 


Effective banker leadership in a communitywide green pastures program 


The author is agricultural agent 
of Sauk County, Wisconsin. 


consin, have backed a Green 

Pastures campaign for the past 
two years and they figure it’s the 
smartest investment they have ever 
made. Sauk is a rural county, its 
land is rolling, and 82% of the in- 
eome of its farmers comes from 
milk and livestock. The dairy farms 
are family sized and the farmer’s 
profit depends a lot on how much 
high quality feed he can produce 
right on the farm. 


An Idea Unfolds 


The bank’s business in turn de- 
pends on the size of the farmer’s 
milk check. That’s the background 
for what happened in Sauk County. 
It started when Harry B. Peck, presi- 
dent of the Farmers State Bank and 
farmer at Spring Green, started tak- 
ing some notes on the seasonal var- 
iation in milk receipts. When pas- 
tures dried up in July and August, 
production had always dropped 20% 
to 30% from the June flush. But 
Mr. Peck noticed something else. 
He found that farmers who followed 
a good pasture program held a 
steady milk flow right into the hot 
summer months. He saw a chance 
to help his neighbors and improve 
his own business at the same time. 

As a member of the agricultural 
committee of the Sauk County Bank- 
ers Association, he felt that rural 
bankers could play a real part in 
helping farmers to improve pastures. 

“We've given 4-H pins and scholar- 
ships for years and we will continue 
to do so,” said Mr. Peck. “But here 
we have a project that can add 
thousands of dollars to the income 
of farmers. Let’s get all the help 
Wwe can and see what we can do about 

He took his idea to R. E. Zimmer- 
man, vice-president and cashier of 
the Farmers and Merchants Bank, 
Reedsburg. Mr. Zimmerman, who is 
chairman of the Sauk County Bank- 


pens in Sauk County, Wis- 
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RAYMOND E. POLZIN 


Fall digging of worn out pastures was promoted at a field day on the Joseph Blau 

farm, Examining the sod in the foreground, left to right: Mr. Polzin; Mr. Peck; 

and James Stevenson, Soil Conservation Service agent; standing, James B. Me- 

Kenna, cashier, Green Lake State Bank; James Crowley, Extension dairyman, 
University of Wisconsin; and Farmer Blau 


ers’ agricultural committee, was en- 
thusiastic. Other county bankers 
were, too, and they met to plan a 
campaign that would catch the en- 
thusiasm of the farmers. That was 
in January 1953. The county agent, 
soil conservationist, and PMA chair- 
man attended and offered their help. 
Those at the meeting agreed that 
good pastures were basic to eco- 
nomical dairy production in the 
county. But the first job was to sell 
the idea to the rest of the bankers 
of the county. 

The plan for a Sauk County Green 
Pastures Program was presented at 
a dinner meeting at Baraboo. Fifty- 
four bankers from all of the county’s 
14 banks and the editors of five 
newspapers voted to give the pro- 
gram their support. Bankers and 
agricultural leaders set out to plan 
a long-range educational program. 


Pasture Improvement Posters 


Attractive Green Pasture bulletin 
boards were ordered for the lobbies 
of 14 banks in the county and three 
other banks in adjoining counties. 
The county agent and farm planner 
prepared a series of 16 posters to 
tell a month-by-month story of pas- 


ture improvement. Posters urged 
farmers to join the Green Pastures 
Program. Every teller’s window had 
enrolment blanks so that farmers 
who wished to cooperate could sign 
up. 

Enrolment blanks were sent to 
the county agent. Extension cir- 
culars on pasture improvement were 
sent out to every farmer enrolled. 
When a farmer indicated a special 
problem the banker or county agent 
scheduled a farm visit. 


Editors Boost Program 


Max Ninneman, editor of the 
Reedsburg Times-Press, called the 
signals for a special Green Pasture 
edition. Editors at Sauk City, Bara- 
boo, Prairie du Sac, and Spring 
Green all chipped in to write pasture 
success stories and sell advertising 
in their areas: Meanwhile, journal- 
ists from the Wisconsin College of 
Agriculture ond the regional SCS 
office toured the county writing up 
the experiences of farmers who had 
outstanding pasture programs. On 
August 13 every farm family in Sauk 
County received a copy of the 12- 
page special Green Pasture edition. 

(CONTINUED ON PAGE 114) 


BANKING 


Isn’t this man a 
better risk 
today than he 


was in 1949/7 


Bux in 1949, Joe Giddens, of Leander, Texas, 
was a quarry worker. Mrs. Giddens was clerk and 
postmaster in Leander. Then, with the cooperation 
of his Purina dealer, Joe Giddens got a loan from 
Austin National Bank and started raising broilers. 
He paid off the loan the first year. Today, he has 
broiler-raising capacity of more than 14,000 birds 
at a time. His farm has up-to-date equipment and 
his family enjoys a new, air-conditioned home with 
plenty of work-saving appliances. 

Like thousands of other poultry and livestock raisers, 
Joe Giddens got his start toward prosperity on his 
own ambition, his Purina dealer’s feeding and man- 
agement help and a loan from his bank. 

If you want details on how profitable poultry and 
livestock financing helps build community prosperity, 
write Ralston Purina Company, 1605 Checkerboard 
Square, St. Louis 2, Missouri. 


Mr. and Mrs. Giddens are making more | 
money than both made when on salaried :° 
jobs. Broiler profits paid for theirnew home. 


RALSTON PURINA COMPANY 
St. Lovis 2, Mo. 


es 
| PURINA CHOWS 


BROILER FINANCING GOOD 
BUSINESS FOR AUSTIN BANK 


“Purina dealer service to growers is an important 
factor in financing broilers,” comments bank president, 
Dr. James C. Dolley (left), to R. R. Bridges, of Bridges 
Farm and Ranch Supply, Austin, Texas. 


“We made our first loans to broiler growers in 
1948,” says Dr. Dolley, ‘‘and we found them to 
be good business. Our financing has helped in 
the construction of 30 broiler houses having a 
total annual capacity of 300,000 birds. 


“Our losses on such financing have been very 
light . . . lower, in fact, than the average loss 
experience. Broiler grower financing has 
brought us important new customers. We find 
that folks recommended by the Purina dealer 
are good risks. 


“When we finance a grower, we strongly advise 
that he follow the Purina Broiler Program,” 
Dr. Dolley continued. “The devel- 
oped by Purina Research and backed by the 
close cooperation of the Purina dealer, sales- 
man and feeder, practically assures success.” 


PARTNERS IN PROSPERITY 


. 
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F. BRADSHAW MAKIN 


Capital for Small Business 


in Britain 


N Britain the provision of capital 
l for the smaller or medium-sized 

business has been considered a 
problem. Companies whose capital 
requirements are not greater than 
$600,000 are said to experience dif- 
ficulty in raising funds. A public 
issue would be too expensive and 
may not attract sufficient support, 
as the market for the stock would 
be small and somewhat restricted. 
The banking system, as it operates 
in Britain, could not be looked to 
for funds, for it is an age-old cus- 
tom of British bankers not to pro- 
vide fixed capital. It is argued that, 
though a banker is always anxious 
te grant self-liquidating loans and 
some form of working capital, the 
provision of fixed capital is the re- 
sponsibility of the owners of a busi- 
ness. 


Macmillan Committee 


This hiatus in capital facilities 
was for years the subject of innu- 
merable discussions. One school of 
thought, which included the bankers, 
maintained that there was no lack 
of facilities for sound schemes. 
Others very stoutly took the oppo- 
site view and pressed their case 
strongly. As a result, a committee 
known as the Macmillan Committee 
was set up, and enjoined with the 
task of considering and reporting 
on this problem. The committee’s 
report, issued in 1931, agreed in gen- 
eral terms that a gap did exist in 
the machinery of capital provision. 
The term “Macmillan gap” came into 
general circulation and was contin- 
ually quoted. 

Nothing was done to bridge the 
gap, and with the outbreak of war 
in 1939 the matter was shelved. 
Early in 1945, however, the author- 
ities, feeling that a large demand 
for postwar bank accommodation 
was probable, decided to take ac- 
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tion. As a result, two companies 
were formed. BANKING in April 1945 
published an account of these com- 
panies under the title “A Share-the- 
Loan Idea Abroad.” The smaller 
company, the Industrial and Com- 
mercial Finance Corporation Ltd., 
or briefly the ICFC, was instituted 
to bridge the Macmillan gap, about 
the existence of which bankers were 
openly skeptical. 

After nine years working one 
can ask: Has the company bridged 
the gap or was the skepticism of 
bankers justified? 


ICFC Organization 


The set-up of the ICFC consists 
of an authorized capital of $45,000,- 
000, divided into 15,000 shares of 
$3,000 each, of which $1,500 per 
share is called up. The called-up 
capital is thus $22,500,000. The 
shares are all held by the English 
and Scottish joint stock banks. In 
addition to the share capital, there 
is an authorized loan capital of $90,- 
000,000. The loan capital is callable 
as follows: 

(1) By the board up to the amount 
of the paid-up share capital. 

(2) With consent of the holders 
of three-quarters of the shares, up 
to twice the nominal amount of the 
share capital. 

At the date of the last balance 
sheet the called-up loan capital 
stood at $60,000,000 and was held 
in the same manner as the share 
capital, ie., by the English and 
Scottish banks. The board is com- 
posed of eight directors, the presi- 
dent being the Rt. Hon. Lord Piercy. 
The company is not a Government 
concern, but is quite independent 
and in effect is a finance house op- 
erated jointly as a subsidiary com- 
pany of the main banks. 

The ICFC paid its maiden divi- 
dend of 4% in 1953, but for 1954 


this has been raised to 5%, a figure 
the president stated it was hoped to 
maintain. 

Since its inception the corporation 
has provided funds for industry to 
the amount of $117,000,000, and 
there was $84,000,000 outstanding 
at March last. In 1950-51 the cor- 
poration did its greatest volume of 
business when it provided $20,000,- 
000 of new capital for industry. In 
1952-53 the figure fell to $8,500,- 
000, rising, however, to $12,000,000 
for 1953-54. Applications for as- 
sistance last year numbered 364, 
compared with 416 in 1952-53 and 
634 in the peak year of 1950-51. 
Last year new customers were 72 
and additional capital was provided 
for 45 existing customers. The open 
accounts at March last numbered 
460. 


Applications Studied 


It is clear that the corporation 
receives many more requests than 
are granted. Each application is 
given detailed consideration and, if 
a proposition merits assistance, 
funds are provided. Naturally, any 
business making an approach for 
funds must be efficiently managed, 
have a profit record, be able to sat- 
isfy the repayment requirements, 
and have potentialities for develop- 
ment. The corporation does not wish 
to take any part in running or man- 
agement, nor does it seek to obtain 
any form of control. Its purpose is 
simply that of providing funds at 
the lowest terms conformable with 
existing conditions in the capital 
market, at the same time keeping 
expenses to the borrower as low as 
reasonably possible. 

The costs of an investigation to- 
gether with legal expenses are some 
144% of the amount applied for if 
under $150,000, and 1% on any ex- 

(CONTINUED ON PAGE 76) 
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Purchased and Offered by Halsey, Stuart & Co. INc. alone or with associates* 


Amount of 


Issue Tax-Exempt ae Corporate Underwsking 
200,000 ALEXANDRIA SANITATION AUTH., VA.¢ —$250,060,000 AMERICAN TELEPHONE AND TELEGRAPH COMPANY + 
$ 8, Var. Rates Sewer Rev. Bonds, Due 1960-76 & 1994 fnee Thirty Year 314% Debentures, Due 1984. . . . . . + + $18,250,000 
CALIFORNIA, STATE OF 18,000,000 BOSTON EDISON COMPANY 
50,000,000 First Mtge Bonds, Series E, 3% Due 1984 . . « « 8,600,000 
15.000,000 CHICAGO, MILWAUKEE, ST. PAUL AND PACIFIC RAIL- 
50,000,000 CALIFORNIA, STATE OF ¢ ROAD EQUIPMENT TRUSTS, SERIES SS & TT, 234% & 
Var. Rates School Bonds, Due 1956-80 . J 
2%% Equip Tr Ctfs, Due 1955-69 (2 issues) . . . . 6,000,000 
33,100,000 50,000,000 THE COLUMBIA GAS SYSTEM, INC. 
. 314% Subordinated Debentures, Due 1964... . . 10,000,000 
5,000,000 CLEVELAND, ccaj sul i 40,000,000 CONSOLIDATED GAS ELECTRIC LIGHT AND POWER 
re Var. Rases Blec. Rev. Bonds, Due 1959-7 COMPANY OF BALTIMORE First Ref Mrge SF Bonds, Series 
10,000,000 DELAWARE, STATE OF Z 3%, due July 15,1989 . . 
to 1.70% Bonds, Due 1955-74 25,000,000 CONSOLIDATED NATURAL GAS ‘COMPANY 
10,000,000 FAIRFAX COUNTY, VA. 3% Debentures, Due 1978. . . . « 10,000,000 
Var. Rates Sewer Bonds, Due 1958-89 16,000,000 DUQUESNE LIGHT COMPANY 
on 16,942,000 FLORIDA, STATE BOARD OF EDUC. OF First Mtge Bonds, Series due July 1, 1984 (314%4%) . + « 9,350,000 
to Var. Rates Rev. Bonds, Due 1955-75 10,000,000 FLORIDA POWER & LIGHT COMPANY 
d 5,000,000 FORT WORTH, TEXAS+ First Mtge Bonds, 344% Series due 1984. . . . «+. + 4,950,000 
7 patie Var. Rates Bonds, Due 1955-79 30,000,000 HOUSTON LIGHTING & POWER COMPANY 
ng 10,600,000 HOUSTON, TEX. ¢ First Mtge Bonds, 3% Series due 1989. . 4,450,000 
Kush Var. Rates Bonds, Due 1955-79 12,300,000 ILLINOIS CENTRAL EQUIPMENT TRUSTS, SERIES 38 & 
6.000 000 LANSING, MICH. 39 Equip Tr Ctfs, Due 1954-69 (2 issues) 5,250,000 
of Var. Bonds 1985-76 314% Bonds Des 1980 and 334% 
‘470 
0,- 6,000,000 MEMPHIS & MEMP: HIS CITY SCHOOLS, Series H Due 1989 (2 issues) . . : 15,700,000 
In TENN. Vac. Rates Bonds, Duc 1955-84 (2 eenes) 50,000,000 THE KANSAS CITY SOUTHERN RAILWAY COMPANY + 
60,000,000 MICHIGAN, STATE OF + an First Mtge Thirty Year 314% Bonds, Series C Due 1984 . . . 3,150,000 
0,- Var. Rates Korean Veterans’ Bonds, Due 1956-70 15,000,000 LACLEDE GAS COMPANY 
00 6,850,000 MONTGOMERY COUNTY, MD. First Mtge Bonds, 314% Series due Dec. 1,1979 . . . © « 5,450,000 
Var. Rates Bonds & Crfs, Due 1955-84 ‘ 18,000,000 LOUISIANA POWER & LIGHT COMPANY 
iS- 45,558,500 NEW YORK SCHOOL DISTRICTS (Various) First Mtge Bonds, 344% Series due 1984. . . stease, SSG 
4, Var. Rates Bonds, Due 1954-84 (25 issues) 15,000,000 METROPOLITAN EDISON COMPANY 
350,000,000 NEW YORK STATE THRUWAY AUTH. + First Mtge Bonds, 34% Series due 1984. . . . + » « « 53,050,000 
nd ’ Var. Rates Gen. Rev. Bonds, Due 1964-79 & 1994 (2 issues) 19,266,000 MONTREAL, THE CITY OF (CANADA)t 
1. 12,000,000 OMAHA PUBLIC POWER DISTRICT, NEB. Var. Rates U.S. Debentures, Due 1954-72. . . . 2,601,000 
72 a jae Var. Rates Elec. Rev. Bonds, Due 1956-84 20,000,000 THE MOUNTAIN STATES TELEPHONE AND TELE. 
5,000,000 OREGON, STATE OF + GRAPH COMPANY 35 Year 3% Debentures, Due 1989 . . 3,250,000 
ed ; ; 144% Veterans’ Welfare Bonds, Due 1967 30,000,000 NEW ENGLAND TELEPHONE AND TELEGRAPH 12,650,000 
aan 30,000,000 PENNSYLVANIA, GEN. STATE AUTH. OF COMPANY 34 Year 344% Debentures, Due 1988 . . 2. « « , 
cb 44 t Var. Rates Rev. Bonds, Due 1957-81 25,000,000 NEW JERSEY BELL TELEPHONE COMPANY. 13,800,000 
of 13,307,000 PENNSYLVANIA SCHOOL DISTRICT 35 Year 3% Debentures, Due 1989 . . . . . «+ + « « 13,800, 
ns AUTHORITIES (Various) 60,000,000 NORTHERN ILLINOIS GAS COMPANY + 4 
Var. Rates Rev. Bonds, Due 1955-94 (5 issues) First Mtge Bonds, — — due a 1, 1979 ei ee ,000,000 
20,000,000 NORTHERN STATES WER ANY (MINN. 
20,000,000 First Mtge Bonds, Series due Oct. 1, 1984, 346%. . + « 7,300,000 
0,000,000 OHIO EDISON COMPANY 
on 43,520,000 ogee si 3 First Mtge Bonds, 314% Series of 1954 due 1984 . . 2 ¢ 7,450,000 
: i 20,000,000 THE OHIO POWER COMPANY 
an 5,000,000 DISTRICT, PA. First Mtge Bonds, 34% Series due 1984. . . 8,000,000 
is Bonds, Ope 0,000,000 PACIFIC POWER & LIGHT COMPANY 
if 20,000,000 PORT OF NEW YORK AUTHORITY + 3 First Mtge Bonds, 344% Series due August 1, 1984 . . 3,700,000 
1.70% Consol. Rev. Bonds, Due 1955-64 50,000,000 THE PACIFIC TELEPHONE AND TELEGRAPH COMPANY 
8,500,000 SOUTH BEND, IND. + 35 Year 34% Debentures, Due 1989 . . . . . 10,050,000 
n Var. Rates Sewage Rev. Bonds, Due 1956-84 12,000,000 PENNSYLVANIA ELECTRIC COMPANY 
y 20,000,000 SOUTH CAROLINA, STATE OF + First Mtge Bonds, 314% Series due 1984. . . . . 6 « « 10,000,000 
‘or 1.80% School Bonds, Due 1955-74 20,000,000 PUBLIC SERVICE COMPANY OF COLORADO 
ad 23,610,000 STATE PUBLIC SCH. BLDG. AUTH., PA. First Mtge Bonds, 314% Series due 1984. . . . . «© « « 11,550,000 
na Var. Rates Ref. Rev. Bonds, Due 1956-89 25,000,000 PUBLIC SERVICE COMPANY OF INDIANA, INC. 
at- 10,000,000 TAMPA, FLA.+ First Mtge Bonds, Series K, 334% Due 1984. . . 5,000,000 
ts Var. Rates Sew. Rev. Bonds, Due 1958-89 12,500,000 PUBLIC SERVICE COMPANY OF OKLAHOMA 
. 7 250 000 WYANDOTTE SCHOOL DISTRICT, MICH. First Mtge Bonds, Series E, 3% Due 1984 ie nae ° 3,950,000 
)p- Bonds, Due 1955-72 50,000,000 PUBLIC SERVICE ELECTRIC AND GAS COMPANY 
sh ba ee ee First and Ref Mtge Bonds, 314% Series due 1984 . . . . 7,700,000 
i ba 5,000,000 SOUTHERN BELL TELEPHONE AND TELEGRAPH COM. 
n- PANY 35 Year 344% Debentures, Due 1989... . . . . 7,000,000 
in 20,000,000 SOUTHERN NATURAL GAS COMPANY 
. Descriptive circulars or prospectuses and current quotations First Mtge Pipe Line SF Bonds, 31% Series due 1974 . « « 2,750,000 
1S will be supplied for any of these securities upon request. 190,000,000 TENNESSEE G AS TRANSMISSION COMPANY + 
at * To December 14, 1954 First Mtge Pipe Line Bonds, 342% Series due 1975 & 
beaded jointly by Halsey, Stuart & Co. Inc and, otbers 414% Debentures due 1974. . . . 8,446,000 
10,000,000 THE UNITED GAS IMPROVEMENT COMPANY 
by Halsey, Stuart & Co. Inc. First Mtge Bonds, 314% Series due 1979. . . « 5,700,000 
¥ 12,000,000 WEST PENN POWER COMPANY 
ng Send for 1954 Year-End Bond Survey & Tax Chart 
as Concise survey of 1954 bond market and outlook for 
1955, and comparison chart based upon individual 73,250,000 ADDITIONAL PUBLIC UTILITY BONDS . . 14 ISSUES 48,910,000 
Federal tax rates now effective—to help 44,390,000 ADDITIONAL RAILROAD BONDS AND EQUIPMENT 
to- you determine the value of tax exemp- TRUST CERTIFICATES . . 12ISSUES 25,065,000 
a tion in your income bracket. 
i 


Write without obligation  €§_HALSEY, STUART & CO. INC. 


123 S$. LASALLE STREET, CHICAGO 90°35 WALL STREET, NEW YORK 5 
AND OTHER PRINCIPAL CITIES 
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IT WORKS! 


COLORADO CREDIT LIFE AND DISABILITY 


wwsurance PAYS ano PAYS FAST! 
avo YOUR BANK BENEFITS 


EXAMPLE: One of the borrowers of fhe First National Bank 
————————_ of Ordway, Ordway, Colorado, recently passed 
away. His loan was insured by Colorado Credit 
Life insurance. Colorado Credit Life received the 
claim on November 2 . . . on November 3 C. Bos- 
worth, Jr., Vice President and Director of the Colo- 
rado Insurance Group presented Mr. J. C. Buell, 
Jr., Vice President of the First National Bank of 
Ordway, with a check for $5,000. The debt was 
cancelled and the bereaved 
family was spared the bur- 
den of debt in a time of 
crisis. 


CLAIM PAID AFTER 


ONLY 4 DAYS 
OF COVERAGE ... 


On November 6, 1953 Col- 
orado Credit Life paid off 
the debt of an_ insured 
borrower of the First Na- 
tional Bank of Ordway 4 
days after the loan was 
insured. 


We invite your questions and requests 
for information about our various forms 
of insurance protection. Wire or call 
collect to the Colorado Insurance Group 
Home Office in Boulder, Colorado. 


CREDIT LIFE INSURANCE COLORADO CREDIT LIFE 


DEBT CANCELLATION NS COLORADO 
A INSURANCE COMPANY 


FIRE INSURANCE 


COLORADO CREDIT 
AUTOMOBILE INSURANCE LIFE UNDERWRITERS 
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cess. No fee is payable if no as- 
sistance is given. No bar is placed 
against any industry though funds 
would not be provided for a venture 
inimical to the economic well-being 
of the country. The greater part of 
the corporation’s work consists of 
providing funds for the smaller or 
family business anxious to develop. 
Entirely new ventures are consid- 
ered, but here the examination is 
very thorough. Provided the project 
is soundly conceived and has a rea- 
sonable chance of success, funds are 
provided, but the applicant must be 
prepared to carry the major part of 
the burden. 


Types of Loans 


Assistance is usually in the form 
of loans or shares. Of the total ad- 
vances 38.3% is in secured loans, 
20.8% in unsecured loans, 19.2% in 
redeemable preference shares, 
11.5% in nonredeemable preference 
shares, and 9.8% in ordinary shares. 
The corporation is not hidebound, 
and there is a considerable degree 
of flexibility in its arrangements. 
Generally speaking, loans are repay- 
able by annual instalments spread 
over 10 to 20 years. 

A wide range of trades is assisted. 
Engineering accounts for almost a 
quarter of the advances. The re- 
maining three quarters covers some 
36 different trades, the advances 
ranging from $11,000,000 for tex- 
tiles, $7,000,000 for chemicals, and 
$4,000,000 for the distributive 
trades, down to $33,000 for jewelry. 

Of the total loans and advances, 
26% covers loans to 195 companies, 
the sums ranging from $30,000 to 
$150,000. Loans between $150,000 
and $300,000 were held by 81 con- 
cerns and accounted for 22.1% of 
the total. The remaining 51.9% com- 
prised loans of $300,000 upwards to 
84 companies. 

The president recently stated that 
“there is keen competition today for 
business which might seem to be the 
corporation’s natural meat. All the 
same it is a matter of general no- 
toriety that investment in productive 
industry is low, and, relatively to 
the U. S. A. and Germany, has fallen 
to too low a level for our good.” 

The conclusion-one must draw is 
that the corporation’s facilities are 
not widely known, or that the so- 
called gap is much narrower than 
many people imagined. 
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WHAT’S THE COST 


or a Lost Afternoon? 


To a farmer with cured hay waiting for a baler, one 
afternoon may mean the loss of a crop. Just a few 
hours often makes the difference between having good 
hay or no crop at all. Saving fifty tons of choice 
green hay from. rain spoilage in the windrow can 
more than pay for a ROTO-BALER. But that only 
begins the saving. 


The round bale, produced only by the ROTO- 
BALER built by Allis-Chalmers, has also been the 
means of saving many a farmer’s crop when rains 
come before the bales are hauled in. The thatched- 
roof qualities of round bales make them rain resistant 
as they lie in the field. Hauling may be delayed, if 
necessary, without the hazard of a ruined crop. 
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In addition, round bales are easy to handle with 
loader, elevator, or hayfork. They can’t buckle or 
burst open, yet they’re self-feeding in the rack or on 
the open range. Livestock help themselves — eating 
the curved, leafy layers with little waste, leaving the 
remainder protected by the built-in, rain-shedding 
ability of round bales. 


Far too many farmers are still risking hundreds 
of hay crop dollars every year . . . still relying on 
others for a baler . . . still: losing much more than 
the cost of owning their own machine. 


Key machines like the ROTO-BALER — de- 
signed and priced for home ownership — are a proved 
way to eliminate many of the hazards that farmers 
have to contend with in saving crops that have suc- 
cessfully reached the harvest stage. 


ROTO-BALER $1150 f.0.b. factory, 


equipped for power take-off operation. 


With baler ownership still limited to 
only one farmer in five, even in well- 
mechanized areas, the ROTO-BALER 
is providing low-cost hay security to 
many new owners each year. 


LLIS‘CHALMERS 


TRACTOR DIVISION . MILWAUKEE 1, U.S.A. 


ROTO-BALER is an Allis-Chalmers trademark 
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Should Trust Charges Be Publicized? 


Three leading trustmen are in unanimity that charges should be publicized; however, 
Moderator Stephenson suggests that the undecided first study the pros and cons 


GILBERT T. STEPHENSON, of Pen- 
dleton, North Carolina, is moderator 
of this symposium-in-print. He was 
formerly director of trust research, 
The Graduate School of Banking and 
is presentiy a director of the Planters 
National Bank and Trust Co., of 
Rocky Mount. 


men of the United States was 

directed towards trust institu- 
tions’ publicizing their charges for 
trust services by an address, “Put 
a Price Tag on Trust Services,” by 
the late Eugene S. Lindemann, then 
vice-president and trust officer, The 
National City Bank of Cleveland, 
Ohio, before the A.B.A.’s 28th Mid- 
Winter Trust Conference. 

In 1949 this was followed by a 
trust research study, “Publicizing 
Trust Charges.” 

Now, after the lapse of nearly 
eight years and after we have had 
some experience publicizing trust 
charges, it may be worthwhile to 
get the present reaction of trustmen 
representing different sections of 
the country. 

Our panel members for this sym- 
posium are: B. W. BARNARD, senior 
vice-president and senior trust 
officer, American Trust Co., Char- 
lotte, N. C.; JosEPH W. WHITE, vice- 
president, Mercantile Trust Co., St. 


I 1947 the attention of the trust- 


B. W. Barnard 


Louis; and LysTon G. JACO, trust 
officer, California Trust Co., Los 
Angeles. 

To each of the panel members 
were submitted three questions, the 
first of which was: 


To Publicize or Not 


Should the general policy of a 
trust institution be to publicize or 
not to publicize its charges for trust 
service? 


In his response, MR. BARNARD 
says that it is his definite opinion 
that minimum current charges for 
trust service should be publicized; 
that, by publicizing these charges, 
we take some of the mystery out of 
trust services, we counteract the im- 
pression that trust charges are high, 
and we help ourselves to stick to a 
uniform practice in making charges. 

Mr. WHITE also thinks that the 
general policy of trust institutions 
should be to publicize their charges 
for trust services. 

Mr. JACO, going more into detail, 
fully agrees with Mr. BARNARD and 
Mr. WHITE. He believes that all 
charges that have been standardized 
should be publicized. He argues that 
today’s buying public is extremely 
cost-conscious and that trust insti- 
tutions should profit from the ex- 
perience of other institutions by in- 
forming the public of the cost of 


Joseph W. White 


the merchandise they have to sell, 

He believes that publicizing trust 
charges would remove the suspicion 
of the unknown cost of the service 
that often makes people remain aloof 
from trust institutions; that pub- 
licizing would make known to po- 
tential customers that there are 
standard charges, with no discrim- 
ination; that it would do away with 
the suspicion that trust institutions 
are inclined to quote the highest 
charge that the traffic will bear; that 
it would eliminate discussions about 
charges and discourage requests for 
concessions to ‘good customers of 
the bank’’; that it would do away 
with “shopping around’’; that it 
would show that the charges of trust 
institutions are not greater than 
those of individuals serving in simi- 
lar capacities; that frank statements 
about charges would promote good 
public relations; and that it would 
be a long step towards removing 
from people’s mind the mystery and 
unknown quantity of trust service. 


Publicize All or Part? 
The second question: 


If a trust company’s general policy 
is to publicize its charges for some 
types of service and not publicize 
them for others, for what types of 
service should it publicize charges? 

(CONTINUED ON PAGE 130) 


Lyston G. Jaco 
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Nowhere else on earth is there a railroad 
center comparable to Chicago. From no 
other city in the world can a traveler or 
a ton of freight be taken direct by rail to 
half as many destinations. 

The Chicago Terminal District of 
1,750 square miles is larger than the 
state of Rhode Island. Running within 
or through it are 41‘ railroads. Twenty- 
three of these are trunkline roads that 


*Courtesy Association of Western Railways 
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South Central Section of the Chicago Terminal District 


Chicago-the greatest railroad center 


haul freight and passenger cars to and 
from overland points. 

About 50,000 freight cars, 3,600 pas- 
senger cars, and 1,106 locomotives are 
handled in the district at one time.* 

This bank for many years has been 
serving the railroads, their suppliers, 
their shippers. 

We'll be glad to tell you how we can 
be helpful to your bank and its customers. 


olicy 
some 
icize 
s of 
ges? 
Continental Hlinois National Ban 
‘ and Trust Company of Chicago 3 
La Salle, Jackson, Clark and Quincy Streets 
LOCK BOX=H, CHICAGO: 90, ILLINOIS 
M ember Federal Deposit Insarqnie Corporation 
ING 79 


Instalment Credit 
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able trading position of the larger 
automobile producers. By the same 
token, it is understandable that the 
loan experience of banks should re- 
flect to some extent the less favor- 
able competitive position of the 
independents in the automobile mar- 
ket. 

PERSONAL LOANS. The matter of 
personal loans is not an important 
issue in this discussion and is in- 
cluded only as a bow to complete- 


@ WHEN IT IS 63 DEGREES 
At 2:46 P.M. 

In Jersey City, New Jersey 
At the Hudson County 
National Bank 


AMERICAN 
SIGN AND 


INDICATOR 
CORPORATION 


808 E. Sprague Ave., 
Spokane, Wash. 

141 West Jackson Boulevard, 
Chicago, Ill. 


ness. The story here is a very sim- 
ple one. As noted above, personal 
loans were $144,000,000 greater at 
the end of October this year than 
in the same period last year. Per- 
centagewise this works out to an 
increase of slightly less than 10%, 
which is more or less in line with 
the behavior of the other major 
class of lenders. 

OTHER CONSUMER Goops SALES 
CREDIT. In this field the relative 
position of banks and sales finance 
companies has remained relatively 
the same. Both classes of lenders 
have suffered a marked decline of 


—or when it is 

any other temperature at 
any hour any day or night, 
the new DOUBLE TT 
Time and Temperature 
indicator sign of 

Jersey City’s Hudson 
County National Bank 
will accurately and in- 
stantly report it. Every 5 
seconds, alternately and 
continuously, this public 
service will identify 

this progressive institution. 
Your bank’s inquiry 

about this sign is invited. 


outstandings, reflecting the sharp 
falling off of consumer demand for 
white goods. But in October of last 
year, the other consumer goods 
paper in bank portfolios was approx- 
imately four times greater than the 
amount held by sales finance com- 
panies. At the present time this ratio 
still holds. 

It may be that the above ob- 
servations do not fully account for 
the divergence of the record of banks 
as compared with other instalment 
lenders. It may be that the timidity 
of some bank managements as a re- 
sult of their limited experience in 
the field of instalment credit is an 
influence, although it would appear 
to be a minor one. It may be, as 
some suggest, that banks are press- 
ing less agressively for instalment 
loans than other lenders whose re- 
sources and organization are dedi- 
cated primarily to this one field of 
finance. Quite understandably the 
strength of bank interest in new 
business and the allocation of bank 
resources will reflect the strength of 
the many competing demands for 
bank credit. But this is a natural 
and proper accommodation to the 
credit needs of the community. 

There has not been, however, and 
there is not any danger of any sig- 
nificant withdrawal of bank interest 
in instalment credit. Instalment 
credit has become a major part of 
the credit structure; it provides an 
indispensable support to the expand- 
ing productive powers of the econ- 
omy of the United States; it is a 
field of growing opportunity to serve 
the communities in which they oper- 
ate and to do so profitably. 


“Who'll I make the check out to?” 
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for Field Warehousing i 


Nort AMERICAN bank officers consider a Lawrence Field Warehouse 
Receipt as much a synonym for “security” as a Certified Check. They 
know that $1,000,000 in legal liability and fidelity bonds — in each of 
more than 2500 Lawrence Field Warehouse locations—are back of every 
Lawrence receipt. 

And these bank officers like the way Lawrence does business. The 
Lawrence IBM Commodity Collateral Report, for example, is electron- 
ically compiled to keep loan officers always informed on current inven- 
tory values. It also reduces the cost of servicing loans. 


Specify Lawrence —and be SURE! 


LAWRENCE ON WAREHOUSE RECEIPTS | |... IS LIKE CERTIFIED ON CHECKS 


|AWRENCE WAREHOUSE ©@MPANY 


NATIONWIDE FIELD WAREHOUSING 


37 Drumm Street, San Francisco, California 


100 N. La Salle St., Chicago 2,111. ©@ 79 Wall Street, New York 5, N. Y. 
OFFICES IN PRINCIPAL CITIES 
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CUT COSTS — SPEED SERVICE 


in handling 
Christmas 
and 
Vacation 
Club 
accounts 


use RAND MSNALLY’S 
SYSTEM 


REG. U. S. PAT. OFF. 


Quickly and efficiently, Rand M¢Nally’s Clubtroller 
System eliminates the need for keeping ledger cards or 
sheets on your Christmas and Vacation Club accounts 
. .. reduces coupon sorting by 90%! By combining 
filing and posting in one simple operation it cuts 
record-keeping time almost in half. 


Clubtroller coupons carry all necessary ledger 
information including account and payment number, 
date of payment and accumulated balance. Coupons 
are color-keyed for each class, and each 100-group are 
in view and easy to reach at one time when placed in 
their correct pocket. This advantage ends 
time-consuming numerical sequence sorting. 


The Clubtroller System is now being used in both large 
and small institutions throughout the country, and 
servicing more than one and one-half million Christmas 
and Vacation Club accounts. For further information 
about the Clubtroller 
System and 

Rand M¢Nally’s RAND M‘NALLY 
full line of Christmas & COMPANY 

and Vacation Club Christmas Club Division 


supplies write 
111 Eighth Ave., New York 11 


P.O. Box 7600, Chicago 80 


Embezzlement 


Statistics 


HE 1,103 embezzlement cases re- 

ported to the FBI for investiga- 
tion during the 1954 fiscal year 
involved five types of financial in- 
stitutions, says Director J. Edgar 
Hoover. In not all of the cases, 
however, was the suspicion of em- 
bezzlement borne out by subsequent 
inquiry. 

Writing to James E. Baum, dep- 
uty manager of the American 
Bankers Association, in charge of 
the Insurance and Protective Com- 
mittee, the head of the Federal Bu- 
reau of Investigation emphasized 
that the five categories were: 

1. Federal Reserve banks. 

2. National banks and banks or- 
ganized or acting under the laws of 
the United States. 

3. State chartered banks whose 
deposits are insured by the Federal 
Deposit Insurance Corporation. 

4. Federal savings and loan as- 
sociations. . 

5. Federal credit unions. 


Me. Hoover said that although 
separate statistics had not been 
compiled relative to the types of 
institutions involved in the cases 
investigated by the FBI, he felt 
there would be interest in a break- 
down of the 92 convictions returned 
during the first four months of the 
1955 fiscal year in FBI cases of this 
nature. 
Here are the figures: 


Types 
of Insti- Convic- Re- 
tutions tions Fines coveries 


Banks 73 $16,850 $197,710 
Federal credit 

unions 11 250 34,054 
B & L Asso- 

ciations 8 500 10,775 


Totals 92 $17,600 $242,539 


Mr. Hoover said the Bureau has 
widely publicized the fact that its 
Federal Reserve Act statistics re- 
late to the five categories of finan- 
cial institutions, and it carefully 
cites the scope of the FBI’s juris- 
diction under this statute whenever 
there are inquiries about these cases. 
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No red tape—no costly delays—when you 
use Bank of America’s statewide system of 
545 branches for direct routing of collection 
and remittance items. Cash letters may be 
sent directly to any one of the 330 Cali- 
fornia communities in which this bank is 
located and your account credited the same 
day they are received. This reduces float. It 


Pageantry marks the opening of Salinas’ famed 44-year old rodeo 


Get to know... the bank that knows California 


also means rejected items, returned directly 
by the branch, reach you days ahead of 
items traveling through usual channels 
To inquire about this unique correspon- 
dence service, write Corporation and Bank 
Relations Department, Bank of America, 
300 Montgomery Street, San Francisco 
or 650 South Spring Street, Los Angeles: 


Bank of America 


NATIONAL ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Teaming Up With Your Local 
Women’s Groups (Il 


What several banks have already accomplished by conducting educational programs 
for women’s groups and some suggestions on how to proceed 


The first article in this series, 
which sketched the opportunities 
available to banks for working with 
their local women’s groups, appeared 
in December BANKING. 


satisfactorily tested programs 

for bringing to the women in 
their communities sound, basic in- 
fermation on the functions of a 
bank, estate planning, money man- 
agement, and applied economics. In 
several instances, banks _ have 
worked as a unit through their clear- 
ing house associations or state 
bankers associations; however, in 
the majority of programs that have 
come to our attention the banks had 
their own individual projects. The 
finance forum has been the most 
popular medium employed by the 
banks in their educational efforts. 


\ GOOD many banks have already 


New Jersey Forums 


Shortly after the General Federa- 
tion of Women’s Clubs announced 
its nationwide forum program, the 
New Jersey banks, through their 
state association, jointly sponsored 
two pilot finance forums to test the 


MARY B. LEACH 


response of the New Jersey women’s 
ciubs and to develop techniques. 
Subsequently, the Jersey banks and 
the New Jersey State Federation of 
Women’s Clubs have cooperatively 
held eight finance forums for women. 
These forums had an average atten- 
dance of 350, or a total of about 
2,800 women from the 40 partici- 
pating clubs. 

This is the procedure followed: 
Any local club or group of clubs 
that may wish to present a finance 
forum consults with Mrs. William H. 
Cleaver, chairman of the economic 
security committee of the Federa- 
tion’s American Home Department. 
Frederic S. Bayles, vice-president of 
The Garden State National Bank, 
Teaneck, was designated by the New 
Jersey Bankers’ Association as 
liaison representative to cooperate 
with Mrs. Cleaver. 

The New Jersey clubs advise Mrs. 
Cleaver of the time, place, and date 
of their proposed forum and give 
assurance of an attendance of at 
least 250 women. The women have 
full responsibility for engaging a 
meeting place, distributing tickets 


for the meeting, and providing the 


audience. Mr. Bayles, when re- 
quested by Mrs. Cleaver, books a 
qualified speaker, or speakers, noti- 
fies all local banks in the area, and 
supervises arrangements for sup- 
plying the local clubs, without 
charge, with tickets, programs, pub- 
licity, and other incidentals. 

In addition to the speakers, other 
local bankers usually turn out at 
these forum meetings to give their 
moral support and to answer ques- 
tions. 


Success in Virginia 


The First National Exchange 
Bank of Roanoke, Virginia, first 
pioneered with finance forums in 
1951, when two forums were held 
for all interested women in the 
Roanoke area. The idea was so pop- 
ular that in 1952 it co-sponsored its 
first forum with the Blue Ridge Dis- 
trict of the Virginia Federation of 
Women’s Clubs and by request held 
repeat forums in 1953 and 1954 for 
this group. 

Since that time the bank has co- 
operated with the women’s clubs and 
correspondent banks in conducting 
finance forums in several Virginia 


The Women’s Forum recently sponsored by the First Nationa) Exchange Bank of Roanoke, Va. Left to right, Lyne Sample, 
assistant trust officer; Mrs. Leigh B. Hanes, secretary, Roanoke Women’s Club; Mrs. John A. Robinson, district secretary; 
First National President C. Francis Cocke; Dr. Harry M. Love, VPI economist; and Mrs. W. K. Murray, district president 
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Woman’s Shareholder Day at The Omaha National Bank 


communities, including a forum in 
Lexington for the clubs in Rock- 
bridge County; a forum in Appala- 
chia, with banks and clubs in three 
counties participating; and a forum 
in Narrows, with the clubs and 
banks in two counties cooperating. 

Vice-president W. N. Shearer, Jr., 
estimates that more than 1,000 
women have attended these forums. 
The pattern followed by the First 
National, as described by Mr. Shear- 
er, is as follows: 

“Starting at 10 A.M. we have a 
series of talks on such topics as 
wills, investments, and personal 
financial planning. This is followed 
by a question-and-answer period, 
which, without exception, has had to 
be cut because of time limitation.” 
Following a luncheon from 12 to 1 
o'clock, the group reassembles for a 
one-hour speaking program. 

Mr. Shearer explains that the 
bank does most of the work for the 
Roanoke meetings, making all of the 
arrangements except that the clubs 
are responsible for the audiences. A 
charge of $1.25 is made for each 
luncheon, with the bank absorbing 
the balance of the expense at $1.25 
per head. “Such things as flowers 
for the brass,”’ he said, “attractive 
programs, decorations for the 
luncheon room, and the meeting 
room are paid by the bank.” 

These forums have proved so pop- 
ular and have created so much good- 
will for the bank that Mr. Shearer 
feels that the Roanoke meeting will 
become an annual event. 

In order to extend the benefits to 
be derived by the women as well as 
the bank from these finance forums, 
the First National has interested 
the Clearing House Committee of 
Group V of the Virginia Bankers 
Association in promoting these 
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forums, with the result that two 
meetings have been held. 

(The finance forum idea proved 
so popular with the women’s clubs 
in Virginia that the Virginia Fed- 


eration of Women Clubs came out 
winner in the Economic Security 
Award of the General Federation, 
which was open to clubs in 45 state 
federations. ) 


A.B.A. Public Relations Aids 


Tus is a partial list of source material designed to assist banks 
planning to conduct an educational program for their local women’s 
clubs. The items on the list are either obtainable in quantity from 
the A.B.A. Public Relations Council or they indicate ways in which 
the Council is prepared to lend a helping hand: 


Publications— 


Finance Forums for Women (Booklet No. 9 in the A.B.A.’s Public 
Relations Series, which tells how to plan a finance forum.) 


Bank Services for You 
Trust Services for You 
The Woman and Her Bank 


(These books offer education on 
services offered by banks and 
trust companies. ) 


Personal Money Management (This booklet tells how to save and 


how to manage on a budget.) 


Bibliography for Finance Forums for Women (This includes a list 
of publications on (1) Personal Financial Planning; (2) Home 
Ownership, Real Estate, Mortgages; (3) Life Insurance and So- 
cial Security; (4) Investments; (5) Wills, Estates, Taxes, and 


Trusts; and (6) Economics.) 


Prepared Talks on— 


Investing Money . . . The Meaning of Inflation . . . Borrowing Wisely 


... Bank Credit . . . Your Family’s Financial Future. . 
Will . . . Women as Family Money Managers . 


. Your 
. . Using Your 


Commercial Bank . .. Why Business Banks on Us ... and a half 


dozen others. 


Reprints of Articles— 


Bank Forums for Women—A Survey of Their Extent, Methods, 
and Results, by Genieve N. Gildersleeve, published in February 


1954 BANKING. 


Other Source Material— 


File index of tested speakers at women’s finance forums. 
File index of finance forums for women held since 1949. 
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Finance Forum Study 


These are only a few of the illus- 
trations that could be given of the 
successful sponsorship of women’s 
finance forums by banks. In the 
February 1954 issue of this maga- 
zine, Genieve Gildersleeve reports 
that the known total number of 
banks holding their own exclusive 
forums was (at that time) 227. She 
added an adjustment figure of 23 to 
allow for forums which have not 
come to our attention, thus making 
the overall total 250. Since February 
another 29 forums have been re- 
corded, giving a total of about 279 
in all. 

In her article, “Bank Forums for 
Women—A Survey of Their Extent, 
Methods and Results,”’ Miss Gilder- 
sleeve stated that “two banks head 
the roster of 59 that have had more 
than one forum over the period 
1949-1953. These—the First Na- 
tional Bank of Minneapolis and the 
First National Bank of St. Paul, 
Minnesota—have held forums in five 
consecutive calendar years, and both 
plan to hold one in 1954.”” Reprints 
of the Gildersleeve article are avail- 
able upon request to the A.B.A. Pub- 
lic Relations Council. 


How to Proceed 


The biggest hurdle in starting a 
women’s finance program would ap- 
pear to be initial contacts with the 
women’s clubs. While there may be 
simpler ways of embarking on such 
a program, here are a few sugges- 
tions that may be adapted to local 
needs, depending somewhat on the 
size of the community. 

If you do not have a staff mem- 
ber already designated as “club con- 


tact officer,” you might think it a 
good idea to delegate these duties 
to someone in the public relations 
department, if you have one—some- 
one peculiarly fitted by tempera- 
ment and genuine interest, who 
could devote time and thought to 
the job. A good many country 
banks have outside farm represen- 
tatives who are doing good work in 
this capacity insofar as the farm or- 
ganizations are concerned. 

Your next step might be to study 
your bank’s service area to deter- 
mine (1) what clubs are represented 
there; (2) how strong they are— 
what their membership is; (3) 
when and where they hold their 
meetings; (4) the type of programs 
they offer; (5) the names of club 
officers; and (6) which of the 
bank’s staff members belong to 
these clubs or have direct contacts 
in the clubs. 

One way of getting complete in- 
formation would be to prepare two 
simple questionnaires for distribu- 
tion to the bank’s personnel. One 
questionnaire would be directed at 
the men—directors, officers, and em- 
ployees—with a view to ascertaining 
to which clubs their wives, mothers 
and sisters belong. The second 
would be sent to the women em- 
ployees to determine their own club 
affiliations, as well as the club affilia- 
tions of other members of their im- 
mediate families. When the ques- 
tionnaires are in and tabulated the 
bank should have a pretty good pic- 
ture of the club activity in its com- 
munity and it would then be pre- 
pared to formulate a plan of action. 


A.B.A. Source Material 
In addition to the pointers already 


given, the A.B.A.’s Public Relations 
Council, Advertising Department, 
Savings and Mortgage Division, and 
BANKING have anticipated the need 
of banks for guidance in organizing 
and conducting economic educa- 
tional programs for women. A va- 
riety of material, some of it contain- 
ing “how-to-do-it ideas,” has been 
prepared by the Association. 

In addition to booklets and pam- 
phlets, which may be obtained in 
quantity for local distribution, the 
A.B.A. has a number of prepared 
talks for local banker use and other 
source material. A representative 


list of this material is itemized on 
page 85. 


Simple and Digestible 


In designing its material, the As- 
sociation has kept in mind the wis- 
dom of presenting economic and 
money-management facts to wom- 
en’s groups in simple, easy-to-read 
and digestible language. This isn’t 
always as easy to do as we might 
wish. Herbert A. Leggett, editor, 
Arizona Progress, economics review 
of the Valley National Bank, sums 
up this dilemma in this paragraph: 

“Tf we know women, a highly 
ridiculous hypothesis on the face of 
it, we shall never win them over to 
a diet of facts and figures. The only 
figures they are interested in are 
their own. For any woman there is 
only one fate worse than death and 
that is to be wooed with a boresome 
barrage of statistics. If they really 
learn to love us, it will obviously be 
in spite of—not because of—the 
charts and tables which custom de- 
crees must be incorporated herein.” 

We’d probably all agree that eco- 


J. Harvie Wilkinson, Jr., executive vice-president, State-Planters Bank and Trust Co., Richmond, Va., served as moderator 
of the bank’s “Women and Money” finance forum for the Junior League of Richmond. More than 200 Leaguers attended 
the forum, which offered three addresses in advance of a panel discussion. Left to right, F. L. Williams, attorney; L. B. 
Gunn, vice-president and trust officer, who spoke on “Your Estate”; R. W. Wiltshire, vice-president, Home Beneficial Life 
Insurance Co., who spoke on “Your Insurance”; Mr, Wilkinson, who spoke on “Your Investments”; Mrs. Anton C, Adams, 
Jr.; Mrs. G. Gilmer Minor, Jr.; and Virginia Wellford, officers of the League; and Virginia O. Valentine, State-Planters 


advertising manager 
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nomic facts are not easily digested 
and especially by the uninitiated. In 
some communities the men have felt 
neglected by the big fuss made over 
the women and have admitted their 
yearning for guidance in this field 
by asking that finance forums be 
held for them, or that they be al- 
lowed to attend the forums given for 
the ladies. One such forum—a fo- 
rum exclusively for men—was held 
recently by the Peoples Bank and 
Trust Co., in Westwood, N. J. 

In addition to the A.B.A. source 
material, a new Public Affairs Pam- 
phlet (No. 146), entitled Women— 
and Their Money, might also meet a 
need. 


Woman's Shareholders Day 


The finance forum is not, of 
course, the only media for providing 
group education for the women in 
banking and finance. The Omaha 
National Bank followed a different 
procedure when it recently held a 
Woman’s Shareholder Day at the 
bank. The purpose of this meeting 
was to acquaint the women with the 
functions of a bank, to discuss vari- 
ous aspects of finance and business 
management, and to get the women’s 
ideas on how the bank can build a 
better institution. 

For some time Omaha National 
had contemplated holding an open 
meeting, or a series of meetings, for 
its women customers. The question 
was resolved when the Omaha Na- 
tional Bank and the Live Stock Na- 
tional Bank merged. Three hundred 
women shareholders and wives of 
shareholders took part in this open 
forum meeting. 

The meeting opened with a 
luncheon, which was followed by a 
series of short talks by officers of 
the bank. The women were invited 
to bring any questions they might 
have with them to the meeting and 
following the talks, suggestions and 
questions were collected from the 
audience and brought to the panel 
for discussion. Questions answered 
by the panel ranged from “Will the 
bank ever have a woman on the 
board of directors?” to “Does the 
setting up of a trust provide any tax 
savings?” 


Inter-Club Quiz 


After the community has been 
pretty well blanketed with economic 
and money-management facts, here 
is an idea on how to check up on the 
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effectiveness of a women’s club edu- 
cational program. An interclub quiz 
contest, patterned, perhaps, after 
some of the more popular TV and 
radio quiz shows could accomplish 
several things. First, it would stim- 
ulate interest among the women in 
really making their own the facts 
that have been presented. Second, 
it could create some interclub rival- 
ry that might be a healthy thing for 
the community. And, third, it 
would have many good publicity op- 
portunities for the bank. To select 
the participants to serve on the final 
interclub panel, the local clubs could 
either hold their own individual con- 
tests to select panel members or 
elect them by popular vote. An offi- 
cer of the bank could act as moder- 
ator of the final contest, and the de- 
cision could be left to an impartial 
group of judges. Doubtless there 
would be need of some incentive to 
give zest to the project. 

If you hold a forum, let us know 
how you make out! 


Summing It Up 


Children have been well trained 
if they don’t have to be coached on 
how to act when they go to a party. 


To train children at home it’s nec- 
essary for both the parents and chil- 
dren to spend some time there. 


The man who says he’s a 100% 
American probably made the ap- 
praisal himself. 


Business is always improving for 
the beauty parlor operator. 


He cut quite a figure among his 
friends, but his bank account looked 
like zero. 


Some husbands want a wife they 
can love, honor, and display. 


You can tour the world now on 
the instalment plan, but don’t fall 
down on the payments in the middle 
of the Atlantic. 


Always borrow from a pessimist. 
He never expects to be repaid. 


When a traffic officer stops you, 
he either gives you a ticket or sells 
you one. 


Don't fool yourself 
about LIFG 


As a method of accounting, we 
have no quarrel with LIFO, at all. 


But as protection against busi- 
ness losses due to price changes— 
that’s something else again. 


As the U. S. Tax Court found in 
a recent decision involving Fulton 
Bag and Cotton Mills— 


“The so-called LIFO method is 
merely an accounting proce- 
dure employed in computing the 
value of the closing inventory 
of a taxpayer for tax purposes 

. the LIFO method is no 
guarantee against the hazards 
of business, and the use thereof 
does not, in and of itself, insure 
the user against the realization 
of an actual gain or loss. This 
is true, whether or not a con- 
stant level of inventory is main- 
tained.” 


The whole case, of course, is 
particularly interesting because 
the Treasury Department’s conten- 
tion had been that Fulton Bag and 
Cotton Mills didn’t take any in- 
ventory risks, or have to worry 
about hedging, because it used the 
LIFO method of accounting. But, 
as the judge found, LIFO alone is 
no substitute when it comes to 
protecting operating profit. 


If you haven’t been hedging 


your own inventories . . . 


If you’ve been relying on LIFO 
alone... 


Then we think you should ex- 
plore the best methods of using 
the futures markets to protect 
your business against loss. 


And if you don’t know just how 
to begin, we'll be happy to mail 
you a copy of our brand new 
booklet “How To Hedge Com- 
modities”—a 64-page guide to the 
basic principles of hedging that 
everyone should apply. 

There’s no charge, of course. 
Simply address a card or letter 


Mr. H. B. ANDERSON 
Department AA-108 


MERRILL LYNCH, 
PIERCE, FENNER & BEANE 


70 Pine Street, New York 5, N. Y. 
Offices in 106 Cities 
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One-Inch Bookshelf Ready 


For Bankers 


HAT “one-inch bookshelf’ for 
T bankers, the six Monetary 

Studies prepared by the A.B.A. 
Economic Policy Commission, has 
been published in a revised edition, 
and is now ready for general dis- 
tribution. 

The half-dozen pamphlets, which 
explain as simply as possible the 
country’s monetary and credit sys- 
tem, were tested a year ago by eight 
large American Institute of Banking 
chapters in forums for executive 
officers of banks. The response to 
this new approach to a study of 
banking economics was enthusiastic, 
and the Commission revised the 
booklets for wider circulation. 


"A Remarkable Piece of Work" 


Homer J. Livingston, president of 
the American Bankers Association, 
in a letter to the membership calling 
attention to the new edition, said 
the Commission’s objective in pre- 
paring the Studies was “to present 
as concisely and clearly as possible 
the essentials that every banker 
should know about the functioning 
of our monetary and credit system. 

“The result, in my judgment,” he 
added, “is a remarkable piece of 
work. Never before has so much 
information about the economics of 
banking and monetary policy been 
condensed in to such readable, com- 
mon-sense form.” 

The Commission points out that 
one of the chief purposes of the 
Studies is to analyze the relation- 
ships between banking and economic 
conditions. 

“In this connection,” it continues, 
“our main interest is in the problem 
of economic instability. The achieve- 
ment of reasonably stable growth at 
a high level of employment has be- 
come the overriding objective of eco- 
nomic policy. 

“Another theme is interest rates, 
always a matter of practical concern 
to bankers. During the Thirties in- 
terest rates sank to record low 
levels. During World War II, con- 
trary to the experience of World 
War I, rates remained lew despite 
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The Studies 


Here are the six Monetary Studies 
prepared by the A.B.A. Economic 
Policy Commission: 

“Our Financial System at Work.” 

“How Our Reserve Banking Sys- 
tem Operates.” 

“Loans, Investments, and Interest 
Rates.” 

“The Effects ‘of Federal Reserve 
Policies.” 

“The Effects of Treasury Opera- 
tions.” 

“Basic Issues of Monetary Policy.” 


the Treasury’s unprecedented vol- 
ume of wartime financing. Since 
then interest rates have risen mark- 
edly, though they are still lower 
than during the Twenties. 

“Our third theme is the volume of 
bank credit. What are the chief 
factors which affect the volume of 
bank lending? What factors deter- 
mine the volume of bank invest- 
ments? How can you forecast the 
future trend of bank deposits?” 


Many Questions Answered 


The six booklets provide the an- 
swers to these and many other ques- 
tions bearing on monetary manage- 
ment, fiscal policy, and economic 
conditions. As BANKING pointed out 
in an article on the preliminary 
edition, they “tell the background 
story of banking’s intricate relation- 
ship with monetary management, 
fiscal policy, and the economic cli- 
mate.” They contain “the sort of 
information that sharpens a bank- 
er’s ability to interpret the day’s 
news—to understand the signifi- 
cance of actions by the Federal Re- 
serve System and the Treasury, and 
to read correctly the signposts that 
show how the American monetary 
and credit machinery is working.” 

That thumbnail description, of 
course, fits the revised edition, too. 
Changes from the earlier, more or 
less experimental version include 
the rewriting of some sections, ad- 


dition of others, and more charts. 
There has been no change, however, 
in the Studies’ outstanding charac- 
teristic: readability combined with 
accuracy. 

An indication of the Studies’ prac- 
tical usefulness may be had from 
the assignments they have already 
received for 1955. The series is to 
be, used as teaching material at the 
1955 resident session of The Grad- 
uate School of Banking conducted 
by the Association at Rutgers Uni- 
versity, and at the Central States 
School of Banking at the University 
of Wisconsin. The books being con- 
sidered for similar service by the 
Pacific Coast School of Banking at 
Seattle and the Banking School of 
the South at Baton Rouge. 

In addition, several state bankers 
associations have expressed interest 
in the Studies as a supplement to 
their present educational programs. 

Also, the American Institute of 
Banking plans another executives’ 
forum series based on these little 
books. Commenting on the first 
series, which was a new venture for 
the A.I.B., Dr. Leroy Lewis, the In- 
stitute’s national education direc- 
tor, said none of its educational ef- 
forts in recent years had proved 
“more challenging both to its spon- 
sors and to its participants’ than 
the meetings in the eight cities. 

“The bank executives who partici- 
pated as seminar students,” he said, 
“were glowing in their praise of 
the content of the six Monetary 
Studies.” 

Another service area for them 
is the correspondent conference. 


Clear, Precise, Useful 


New material used in the revised 
edition is in the direction of greater 
clarity, precision, and utility. 

In Study No. 1, titled “Our 
Financial System at Work,” a new 
subsection on bank deposits con- 
cludes that our money supply is now 
more stable than in former times 
and that this has made our _econ- 
omy more “depression proof.” 
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Apologies to Mr. Dior... but 


There’s one new look on La Salle Street 


that everyone will admire 
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Not with pins and needles and fancy silk and satin, but with bronze, marble, 
glass and wood we have “‘created”’ a new look on La Salle Street that every- 
one will admire. 

For almost a year architects, masons, carpenters, and electricians have been 
fashioning our ground floor and entrances into a thing of functional banking 
beauty. This month the pounding and the painting are ended . . . and every- 
one seems pleased with our new look. 

More important, though, than our new look is the fact that our nine floors 
of banking facilities still house the same friendly, capable people who make 
the American National a good place to bank. 

Why don’t you stop in for a visit soon and see our new look while you 


enjoy our same old hospitality? 


Bank the AMERICAN Way 


American National Bank 
and Trust Company of Chicago 


LA SALLE AND WASHINGTON, CHICAGO 90, ILLINOIS 
MEMBER FEDERAL DEPOSIT I NSURANCE CORPORATION 
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BANK LAW NEWS 


MERGER—NATIONAL BANKS 


National bank has standing to appeal to 
state courts from decision of state bank- 
ing board authorizing merger. 


Pennsytvant’s Supreme Court 
has held (1) that an administrative 
decision of the state banking de- 
partment and banking board per- 
mitting the merger of a national 
and state bank, and the continuation 
of the old national bank office as a 
branch of the resulting state bank, 
is appealable to the courts, and (2) 
that a national bank in the com- 
munity affected has as much right 
as a state bank to appeal the de- 
cision. 

The banking law of Pennsylvania 
specifically provides that a decision 
of the banking department disap- 
proving such a merger is conclusive 


and not appealable. However, it is 
silent on the question of appeals 
from decisions approving such 
mergers. With three judges dissent- 
ing, the supreme court decided that, 
though it may be otherwise in some 
jurisdictions, in Pennsylvania an ap- 
peal will lie from an administrative 
order or judgment “which is judicial 
in nature and substantially affects 
property rights.” The banking 
board’s action on the merger in ques- 
tion was held to be such a decision. 

The majority of the court then 
decided that a national bank, lo- 
cated in the community where the 
merging bank was to become a 
branch of the state bank, was “a 
proper party in interest” to attack 
the proposed merger. It noted that 
the banking law permits a merger, 
such as the one in question, when 


the community involved is “without 
adequate banking facilities.” 

In the words of Justice Bell, him- 
self a former commissioner of bank- 
ing, “no distinction was intended to 
be drawn between state banking fa- 
cilities and facilities provided by 
national banks. If, for example, a 
community has nothing but national 
banks and those banks provide ade- 
quate banking facilities for the com- 
munity and its needs and the people 
it serves, a new state bank or a 
branch state bank which will over- 
bank the community should not be 
permitted, for the basic reason that 
if the community thereby becomes 
overbanked, the failure of any bank, 
state or national, may and ofttimes 
does cause .. . disastrous results. 
. . . The community of interest in 

(CONTINUED ON PAGE 92) 


Uniform Trust Receipts Act 


Tue Uniform Trust Receipts Act is of 
value to financial institutions in many 
different types of lending transactions. 
It is of particular interest to banks 
which desire to finance the acquisition 
of dealers’ stocks in trade—automobiles 
and electrical appliances, for example 
—but cannot secure themselves ade- 
quately by use of traditional security 
devices, either because the fact of the 
goods being in the dealer’s possession 
would make the security devices in- 
valid, or because their use is cumber- 
some and costly. : 

In any case where a borrower who 
is not a consumer needs temporary pos- 
session of goods or documents securing 
a loan, the trust receipt gives adequate 
protection at low cost, by the filing of 
a Statement of Trust Receipt Financ- 
ing in a short form set out in the act. 
This statement serves as notice of the 
bank’s interest in property which will 
secure loans to that borrower during 
the coming year. 

The act was sponsored by the Na- 
tional Conference of Commissioners on 
Uniform State Laws, is recommended 
for adoption by the American Bar As- 
sociation, and is one of the American 
Bankers Association’s recommended 
better banking laws. The definite ad- 
vantages which it holds for dealers and 
their suppliers and creditors as well 
as for banks and finance companies are 
reflected in the fact that it now has 
been enacted in 32 states, Alaska, and 
Hawaii. 
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In addition, seven states—California, 
Connecticut, Florida, Illinois, Indiana, 
Nevada, and Oregon—have amended 
the uniform act by adding definitions of 
“trust receipt transaction,” not con- 
tained in the uniform draft, which in 
varying ways permit the use of the 
trust receipt device in connection with 
loans upon property which is already 
in the borrower’s possession and may 
remain in his possession for sale or 
other specified use. Since these amend- 
ments permit a borrower to give a se- 
cured credit without obtaining an in- 


crease in his assets and without com- 
plying with the recording statutes re- 
lating to chattel mortgages, in effect 
they permit the use of trust receipts in 
place of chattel mortgages in states 
where such mortgages are invalid if 
used to secure loans upon inventory. 

A copy of the uniform act, together 
with brief explanatory statements of 
both the act and the “chattel mortgage 
amendment,” so-called, may be ob- 
tained by addressing Thomas B. Paton, 
Secretary of the Committee on State 
Legislation of the A.B.A. 


THE A.B.A. RECOMMENDED UNIFORM TRUST RECEIPTS ACT 
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STANDARD FEDERAL TAX REPORTS—WNew law, old 
law—for the man who must have everything concerning 
federal taxes affecting business and individual tax- 
payers. Week in, week out, the Standard’s informative 
issues rush to subscribers complete details on every twist 
and turn of pertinent federal tax law, as it breaks. Fea- 
tured are authoritative full texts of laws, regulations, 
rulings, court decisions, forms, and related facts and 
information—all explained and tied into the over-all 
picture with helpful, understandable editorial comments. 
Current subscription plan includes 7 “bring-you-up-to- 
date” Compilation Volumes and companion Internal 
Revenue Code Volume. 


PENSION PLAN GUIDE—A specialized Reporter for all 
concerned with drafting, qualifying for federal tax ex- 
emption, operating and administering employee-benefit 
plans. Regular releases make clear the what, how and 
why of statutory and practical requirements that shape 
and mold private programs. In addition to profit-sharing 
and pension planning, coverage includes: Group Insur- 
ance Plans, Executive Compensation Plans, Fringe 
Benefits, Investment of Employee Trust Funds, Pay- 
ment of Benefits, Guaranteed Annual Wages. All ar- 
ranged in one loose leaf Volume. 


SINCLAIR-MURRAY CAPITAL CHANGES REPORTS 
(Produced and published by Sinclair, Murray & Co., 
Inc. —a wholly-owned subsidiary of Commerce Clearing 
House, Inc.) When capital changes affect income from 
an investment portfolio, how can the Tax Man get the 
facts and information needed for correctly computing 
gain and loss for federal income tax purposes? In three 
loose leaf Volumes the complete capital changes histories 
of over 12,000 corporations are set forth. Fast, regular 
loose leaf Reports cover federal tax aspects of: stock 
rights, stock dividends, reorganization security ex- 
changes, liquidating distributions, dividends on pre- 
ferred stock redemptions, non-taxable and capital gains 
cash dividends, interest on bonds “traded flat,” amortiz- 
able premium or convertible bonds, and the like. 


FEDERAL TAX GUIDE REPORTS—Edited and produced 
particularly for Tax Men who must stay abreast of un- 
folding developments concerning the federal income 
taxes of the average taxpayer, the ordinary corporation 
or individual. Swift weekly issues provide quick access 
to essential facts and information—changes in statutes, 
amendments, regulations, decisions, official rulings, and 
‘the like. Subscription includes two loose leaf Compila- 
tion Volumes replete with pertinent law texts, Commit- 
tee Reports, rulings, decisions, explanations, examples, 
charts, tables, check lists. 


PAYROLL TAX GUIDE—For dependable, continuing 
help in handling the payroll problems involved under 
federal income tax withholding, federal social security 
taxes on employers and employees, federal wage and 
hour regulatory provisions, state and local income tax 
withholding, and unemployment insurance contribu- 
tions. Spans the whole workaday world of pertinent 
statutes, rulings, regulations, decisions, returns, forms, 
reports and instructions. No law texts, no regulations— 
instead plain-spoken explanations of “payroll law” 
make everything instantly clear. Encyclopedic Compila- 
tion Volume included. 
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STATE TAX REPORTS—Tax Men everywhere welcome 
the special assistance of CCH’s State Tax Reports. Forty- 
eight states and the District of Columbia are each in- 
dividually covered in separate reporting units. Swift, 
accurate, convenient, the informative regular “Reports” 
for each unit keep pertinent state tax facts and informa- 
tion constantly up-to-the-minute. Coverage includes new 
laws, amendments, regulations, rulings, court and ad- 
ministrative decisions, return and report forms—in 
short, everything important and helpful in the sound 
and effective handling of corporate or individual state 
taxes and taxation. One or more loose leaf Reporter 
Volumes for each unit included under subscription at 
no added cost. 


“There’s a CCH Topical Law Reporter To Fill 
Every Tax Law Need, Every Business Law Need” 
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Loaning against 
warehouse receipts ? 


To have a successful field warehousing loan operation, it is of the 
utmost importance that you have an exact knowledge of the 
resources, character and ability of the warehouse company, its 
experience and the quality of its services. With this in mind, we 
suggest the following check list. 


FIRST, the Warehouse Company 
(_ ) Is it a reputable company with superior resources? 
( ) Does it have unquestioned integrity? 


(_ ) Is its personnel composed of bonafide warehousemen—men 
who really know the warehouse business? 


) Does the company have a record of unquestioned bailment? 


) Does it supply the best fidelity and warehousemen’s legal 
liability insurance? 


SECOND, the Service 


( ) Does its monthly stock and value report give you an accu- 
rate record of your collateral? 


( ) Is the report submitted promptly so that your record is 
always up-to-date? 


(_ ) Is the report designed for easy, immediate appraisal? 


( ) Does the company maintain operations offices located to 
give efficient, nationwide service? 


A careful check of these standards will indicate why so many 
bankers recommend New York Terminal Field Warehousing 
Service as a prerequisite for sound inventory loans. Call us 
today. 


WAREHOUSE OF 


OPERATING OFFICES IN PRINCIPAL CITIES 
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(CONTINUED FROM PAGE 90) 
our dual banking system must not 
be overlooked or destroyed and the 
experience of 1933, which resulted 
in part from overbanking, should 
not be forgotten. ... If a bank fails 
the depositors and the public at 
large make no differentiation be- 
tween a closed national bank or a 
closed state bank and the results 
of closing will be just as detrimental 
and disastrous to the community ir- 
respective of whether the closed 
bank was a national or a state 
bank.” 

The majority then held that the 
language of the banking law per- 
mitted the banking board to ap- 
prove a merger similar to the one 
in question, if the community in 
which the branch was to be estab- 
lished was without adequate bank- 
ing facilities “excluding the institu- 
tions which are a party to the plan 
of merger.” 

“If this interpretation does not 
protect small rural banks from 
branch banking by big city banks— 
a bitterly controversial subject— 
the problem can best be solved by 
the legislature, but in no event can 
or should be solved by the courts,” 
the majority concluded. Delaware 
County Nat. Bank v. Campbell, 106 
A.2d 416. 


NOTES OF OTHER CASES 


Unauthorized Practice of Law: 
Arkansas bank using processes of 
probate and chancery courts, as ad- 
ministrator, executor, or guardian, 
is engaging in unauthorized prac- 
tice of law even though acting 
through an employee who is a mem- 
ber of the bar. Ark. Bar Ass’n. v. 
Union Nat’l. Bk. (Ark. Sup. Ct.) 23 
LW 2193. 


Sales Taxes: Retail sales to a na- 
tional bank are subject to Mich- 
igan’s sales tax law. National Bank 
of Detroit v. Dep’t of Revenue 
(Mich. Sup. Ct.), 66 N.W.2d 237. 


Accounts Receivable: U. S. Dis- 
trict Court for Eastern District of 
North Carolina approves Benedict 
v. Ratner doctrine and holds mort- 
gage of accounts receivable fraudu- 
lent in law and void against other 
creditors, where mortgagor was per- 
mitted to retain full dominion over 
accounts and use proceeds as he saw 
fit. In re Steele, 122 F.Supp. 948. 

JOHN RENE VINCENS 
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Bankers’ Experience Proves 


Burroughs’ 


NEW CONCEPT 
of Bank Bookkeeping 


Provides these 
outstanding advantages 


1. Proof of account balances before they 
are printed on customers’ statements. 


2. Automatic error detection. 
3. Systematized error correction. 
4. Positive balancing of each posting run. 


‘Teamed with the famous Burroughs Sensimatic 
Accounting Machine, the new Burroughs ABC 
Plan brings to all banks efficiency and control 
never before possible. 


For the full story of this great step forward in 
banking operations, just call your nearest 
Burroughs branch, or write Burroughs Cor- 
poration, Detroit 32, Michigan. 


Wherever There’s Business There’s aD 


January 1955 
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The Outlook Is Good 


CREDIT CONFERENCE FINDS 


at the 7th: National Credit Con- 

ference of the A.B.A. Credit 
Policy Commission in Chicago on 
December 16 and 17 heard from 
bankers, industrial leaders, and 
Government officials on the outlook 
for the year ahead. Most of the 
speakers foresaw for 1955 a year 
of increase in business over 1954. 
Many commented on the more fa- 
vorable attitude toward business on 
the part of the Government, and 
the maintenance of the buying power 
of the dollar. 

Because the conference date was 
so near the Christmas holiday, the 
meetings were compressed into two 
days, rather than the customary 
two and a half, by holding one ses- 
sion at night. The meetings were in 
progress just as this issue of BANK- 
ING was going to press. Conse- 
quently our coverage of the confer- 
ence takes the form of short excerpts 
from each of the speeches which was 
available in advance. 


ir HE nearly one thousand bankers 


Sees 3% Improvement 
GEORGE S. MOORE, Chairman, A.B.A. 


Credit Policy Commission; Executive Vice- 
president, National City Bank, New York. 


Waar is the forward look on busi- 
ness and credit? We are, of course, 
here to try and get the answer. 

As I see the picture from my own 
desk, the outlook for business and 
credit seems more favorable and on 
a sounder basis than for some years 
back. It seems clear that a gradual 
upturn in business is under way. My 
own guess is that an increase of 3% 
in gross national product in 1955 is 
a reasonable prospect. Even if there 
is no increase in consumption in 
some industries, higher production 
levels will be necessary in 1955 be- 
cause of the excess inventories ab- 
sorbed in 1954, estimated at $4-bil- 
lion. Some inventory increases in 
1955 seem probable. 

Improving business would require 
more credit at all levels. The year 
1955 will be importantly influenced 
by what happens in the automotive 
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industry and by the extent to which 
consumer spending conforms to the 
optimistic reports we get from such 
sources as the recent University of 
Michigan survey regarding the 
spending intentions and state of 
mind of the American consumer. 


Downtown Is Still Good 


HUGHSTON M. McBAIN, Chairman of 
the Board, Marshall Field & Company, 
Chicago. 


Mosr of the news, and a good deal 
of the public’s interest in retailing 
these days, centers about the mod- 
ern, preplanned shopping center. 
This center, as you know, is set up 
as an integrated whole. It does not 
grow casually as many trading areas 
did in the past. Its site is carefully 
chosen with due regard to popula- 
tion distribution, major traffic ar- 
teries, adjacent purchasing power, 
competition, and attractive surround- 
ings. . 

I urge you as you return to your 
own communities, to take another 
good look at the retail situation 
there. When you do, I predict that 
you will discover not one but two 
sets of opportunities capable of 
realization in the hands of skillful 
retail management. 

Above all, do not be so over- 
whelmed by the glamor girls of the 
business as to lose sight of the vir- 
tues of the old faithful helpmeet. 
Many a man has fallen into that 
error! Merchandising history will 
still be made in downtown trading 
areas, as well as in the suburbs. 


Foresees Big Credit Demand 


HOMER J. LIVINGSTON, President, 
American Bankers Association; President, 
First National Bank, Chicago. 


Tuere are a number of solid rea- 
sons for believing that the Amer- 
ican economy has great potentials 
for growth in the years ahead, and 
that this growth will be reflected in 
a substantial increase in bank credit. 
The Joint Committee on the Eco- 
nomic Report has pointed out that 
Wwe may expect an increase in popu- 


lation in the next 10 years of 
nearly 2'%-million persons per 
year. ... 

Given this population increase, 
many things must follow. An in- 
creasing population will put new 
homes in new communities that will 
demand schools, churches, hospitals, 
public utilities, and other municipal 
services that stimulate nearly every 
sector of industry. 

What must we as bankers do to 
provide the financial facilities that 
are essential if our economic prog- 
gress is to be assured? How can we 
best serve the American public and 
the business enterprises that are 
constantly increasing in number and 
in size? Looking ahead, it is clear 
that we shall have in the next five 
to 10 years vastly enlarged demands 
for credit. What plans are each of 
us making now to expand and im- 
prove our banking services, and par- 
ticularly our lending facilities? It 
is imperative that we regularly and 
systematically review the operations 
of every department in a bank. 


Expect Some Losses 


H. W. SCHALLER, President, Citizens 
First National Bank, Storm Lake, Iowa. 

(Mr. Schaller closed his remarks 
with this piece of advice given him 
some 20 years ago by a “very able 
banker.”) 


Taxinc calculated risks is just as 
much a part of the banking business 
as taking deposits. Now if you are 
going to stay in this business, you are 
going to have some losses. It’s the 
big ones that hurt, so try to keep 
them small and scattered. There are 
two ways to lose money in the bank- 
ing business—one is to lend money, 
and the other is not to lend money. 
Over the years, you will probably 
lose more by not lending. If you 
don’t have any losses, you are not 
making all the good loans offered 
you, and you are probably not ade- 
quately serving the community. Fi- 
nally, when you do have a loss and 
the borrower has been honest, don’t 
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be too hard on him. After all, you 
were sitting at the desk with him 
when the loan was made, and you 
thought it would be a good deal, too. 


Farm Patterns Shift 


DON PAARLBERG, Assistant to the 
Secretary, U. S. Department of Agriculture. 


As farming becomes more technical 
and as the size of farms increases, 
shifts occur in the pattern of agri- 
culture. This means that some crop 
farms should add a livestock enter- 
prise. It means that some low in- 
come farms should have access to 
capital which will match the supply 
of labor and the management skills 
available on these farms. There are 
lending techniques which can help 
banks to meet these needs — with 
profit : 

Supervised credit. 

More attention to repayment abil- 
ity as contrasted with collateral. 

Budgeted loans. 

Flexible repayment plans. 

Intermediate credit. 

These credit needs are real; and 
the lending techniques have been 
tested, at least to some degree. Com- 
mercial banks can meet many of these 
needs, with profit, if the problems 
are met with imagination and reso- 
lution. 


Should Be "Fine Year" 


K. W. TIBBITTS. Vice-president, Na- 
tional Credit Office, Inc., New York. 


A REVIEW of the durable goods in- 
dustries leads to the strong convic- 
tion that in 1955 there will be more 
new merchandise than ever before 
to tempt the consumer. His purchas- 


George S, Moore 
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ing power remains high. It should 
be a fine year. 

A year ago, as a result of over- 
production, there were heavy stocks 
of almost every type of appliance. 
That condition has been overcome, 
with the exception of air-condition- 
ing units. Buying in all lines turned 
sharply upward in September. ... 

Practically all of the new (auto- 
mobile) models have been intro- 
duced. No comment about them is 
necessary, for they speak eloquently 
for themselves. Although factory- 
quoted prices in most instances are 
no lower, discounts already are be- 
ing offered by dealers on the new 
lines. Style and engineering changes 
are so extensive, an increase in pro- 
duction is looked for. There is much 
more likelihood the coming months 
will restore the traditional competi- 
tive balance among the three larg- 
est producers. The automobile pur- 
chaser will benefit through better 
trade-in allowances. 


Try for Proper Perspective 


J. P. DREIBELBIS, Vice-president, 
Bankers Trust Company, New York. 


Ir was a sad day when the ques- 
tion of loans to small business got 
into politics. I guess the facts are 
that it simply has too much appeal 
to keep it out, but the result has 
been the generation of more heat 
than light. We know that an over- 
extension of credit does not solve 
a need for equity. We know the dif- 
culty under our tax structure of in- 
creasing equity by retained earnings. 
We also know of resistance, at times, 
to the dilution of existing equity by 
additional equity, even if it is avail- 


H. M. McBain 


able. Moreover, we have often heard 
economists, as well as others, com- 
ment on the contribution to the de- 
velopment of this country made by 
busted banks; and I do not think 
the people want our stockholders or 
our depositors to pay again in that 
manner for the expansion of either 
small or large business. My personal 
opinion is that we will not soon get 
this question out of politics; but in 
our daily contacts and in such 
forums as are available to us, let’s 
preach the gospel and try our best 
to put it in its proper perspective. 


Help for Small Business 


THEODORE H. SILBERT, President, 
Standard Factors Corporation, New York. 


A crvatty, the biggest need of 
small business is for equity capital 
—risk capital. Time was when tax 
rates were so low. that a small busi- 
ness could plow back its earnings 
and finance its own growth. Today 
we know what the tax situation is. 
It adversely affects all business, and 
it decreases the ability of banks and 
commercial finance companies to 
grow and expand their lending abil- 
ities. 

What, therefore, is the solution to 
this problem? Reduced taxes would 
certainly help small business, but I 
do not expect corporate tax rates to 
decline significantly in the near fu- 
ture. So long as our Federal Gov- 
ernment operates at a deficit, we 
have no business to expect lower tax 
rates. The task of helping small bus- 
iness, therefore, is one which prop- 
erly falls upon us—and by us I mean 
the banks and the finance com- 
panies. (CONTINUED NEXT PAGE) 


Homer J. Livingston 
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Looking ahead, our gross national 
production must expand, and smaller 
business must get the help it needs 
if our economy stays strong. To fi- 
nance this expansion, the commer- 
cial finance companies and the na- 
tion’s banks must endeavor to work 
even more closely together than ever. 
This applies not only to the financ- 
ing of industry and distribution, but 
also to expansion of mass credit and 
instalment sales. It applies also to 
financing of every worthy small bus- 
iness, because the small manufac- 
turer of 1954 may be the General 
Motors of 1975. 


(Mr. Silbert was unavoidably de- 
tained in India by business. His ad- 
dress was delivered by Paul C. Kim- 
ball, president of Paul C. Kimball & 
Company, investment bankers, of 
Chicago. Mr. Kimball is a director 
of Standard Factors Corporation.) 


Productivity Called "Key" 


WENDELL B. BARNES, Administrator, 
Small Business Administration, Washing- 
ton, 


We are accustomed to seeing the 
fact of population increase pointed 
to as the guaranty of our continued 
prosperity. It is not quite that sim- 
ple, although the fact of 11,000 new 
babies every day does call forth a 
tremendous demand, cumulatively. 
The fact is that an enormous baby 
crop, of itself, does not produce 
prosperity. If that were so, then 
China, Japan, and India would be 
the most prosperous areas on earth; 
and we know that is not the case. 
Productivity is still the key to 
prosperity, with high demand per 
capita being made economically ef- 
fective. Being able to furnish each 


J. Paschal Dreibelbis 


oncoming claimant in the labor mar- 
ket with tools and equipment up to 
$10,000 or $12,000 apiece is the true 
test of our truly marvelous econ- 
omy, and what differentiates us from 
the rest of the world. 


Predict Favorable Trend 
PANEL representing Robert Morris As- 


sociates. 


M EMBERS of a panel representing 
the Robert Morris Associates agreed 
that the credit and business needs 
of the United States are being con- 
stantly expanded, and there is noth- 
ing in the foreseeable future which 
will interrupt this favorable trend. 
Included on the panel, all of whom 
are from Chicago, were Vincent 
Yager, vice-president, Harris Trust 
and Savings Bank, moderator; David 
H. Reimers, president, Live Stock 
National Bank; Kenneth K. DuVall, 
president, Merchandise National 
Bank; Robert J. Crossley, vice-pres- 
ident, The First National Bank of 
Chicago; and John P. Hoffman, vice- 
president, Continental Illinois Na- 
tional Bank and Trust Company. 


Says Public Is "Attuned" 


J. CAMERON THOMSON, President, 
Northwest Bancorporation, Minneapolis; 
Vice-Chairman, Committee for Economic 
Development. 


Tue Government must raise enough 
taxes, relative to our expenditures, 
to avoid long-run inflationary or de- 


flationary plunges. The Federal 
budget is one of the main sources 
of stability or instability in our 
economy. 

History has assigned to us in this 
mid-point of the 20th Century tre- 
mendous challenges and responsibil- 


Wendell B. Barnes 


ities. These challenges and respon- 
sibilities require us to shoulder each 
year a huge national security budget 
which must have priority over con- 
siderations of tax reduction. But 
this overriding priority is not a li- 
cense for waste and inefficiency... . 

Because tax policy involves all 
these high policy matters, respon- 
sible solutions rest ultimately on an 
alert and informed public, willing to 
make its views known to the Con- 
gress and the Executive. I believe 
the public today is pretty well at- 
tuned to the need to give high prior- 
ity to considerations of economic 
growth. But that is only the begin- 
ning. To accept the importance of 
economic growth is easy; to do what 
is necessary to stimulate economic 
growth is much harder. 


Encourage Savings Habit 


JOSEPH R. JONES, President, A.B.A. 
Savings and Mortgage Division; Vice-presi- 
dent, Security-First National Bank of Los 
Angeles. 


In a few days it will be 1955; and 
many of us are still wondering ex- 
actly what the future will bring. 

The great bulk of economists and 
forecasters say that 1955, or at least 
the first half of that year, will be a 
very strong year for real estate. ... 

Mortgage credit is at an all-time 
high. This may or may not mean 
a turning point. But it does mean 
that we must give it the most care- 
ful consideration than can be pro- 
vided by the best minds in the coun- 

I believe the problem today in re- 
gard to mortgage lending is quite 
simple, but it is rather awe-inspir- 
ing when one thinks of the conse- 


J. Cameron Thomson 
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quences of poor judgment. Certainly 
we must not be prophets of doom and 
refuse credit to good people whose 
success is one of the greatest forces 
in developing our community. We 
must realize the need of many for 
credit to acquire a home, and we 
should help them when the trans- 
action is sound. We must realize 
that to conduct a successful mort- 
gage lending program, we must en- 
courage and develop a savings habit 
in our citizens. We must encourage 
them to come to their bank where 
all services can be provided. 


New Desires Make New Loans 


R. CROSBY KEMPER, President, City 
National Bank and Trust Co., Kansas City, 
Missouri. 


Everyruie costs more today and 
we are financing at much higher 
price levels. Many homes have dou- 
bled in value the past 10 years. Tele- 
vision sets cost much more than the 
radio sets of a few years ago. You 
can even travel around the world 
today and pay for it in instalments 
later. The consumer wants better 
products and services and is willing 
to pay for them. The automobile 
has more than doubled in price the 
past two decades, and yet the motor- 
ist is not satisfied with anything 
except the latest improvements. 

Probably all these factors add up 
to the banks’ preserving a cautious 
credit policy, as in most lines, credit 
terms and down-payments have been 
stretched to the limit. 

We have new desires developing, 
such as air-conditioning and colored 
television, automatic vending, and 
new and more modern fixtures for 
our homes... . 
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During all this period, deposits 
have been increasing everywhere 
and, until this year, the buying 
power of the dollar declining so that 
the banks have been able to keep up 
with loan demand comfortably. 
Nearly all the requisites of better 
living can be financed by bank loans 
over a reasonable period. Think of 
how much of your loan business is 
based upon what people want rather 
than what they have to have. There 
is not limit to human desires or in- 
genuity, and upon these factors can 
be built a limitless volume of pro- 
duction, jobs, payrolls, and loans. 


Are Guarantees Justified? 


CARL M. FLORA, Vice-president, First 
Wisconsin National Bank, Milwaukee. 


Ir is clearly evident that there are 
certain fields in which the Federal 
Government can do the job better 
than private enterprise. I refer to 
social security, unemployment in- 
surance, and old-age benefits. In 
other fields, we recognize that a 
partnership of government and pri- 
vate industry can best serve the 
people. This is illustrated by the 
program of water power develop- 
ment. However, if we are to con- 
tinue to have a private banking 
system, we should maintain the 
greatest possible area of free choice 
and individual enterprise. We should 
assume our rightful responsibilities, 
including normal risks on loans. . 
This brings us to the question 
which every bank using FHA Title 
I should consider. On the basis of 
the record, is there any justified 
need for government guaranty, aid, 
or insurance in the field of home- 


T. O. Yntema 


improvement financing? Should 
banks continue the use of govern- 
ment credit insurance on home im- 
provement loans? 


Seek More Loans 


EDWARD F. GEE, President, Robert 
Morris Associates; Vice-president, State- 
Planters Bank & Trust Co., Richmond, Va. 


Over-at, with respect to bank 
loans as a whole, the opinion is that 
they may be sought aggressively or 
accepted prudently, with no em- 
phasis on reduction, so long as 
lenders employ good judgment and 
skill and remain ever conscious of 
the dangers that may be increasingly 
found in selective companies and 
selective industries, under increas- 
ingly competitive economic condi- 
tions, within the fabric of an over- 
all economy that these bankers (40 
loan officers surveyed) feel to be 
sound. 


We're On "Sounder Base" 


T. O. YNTEMA, Vice-president in charge 
of Finance, Ford Motor Company, Dear- 
born, Michigan. 


Iw the nine years since the war, we 
have had an unparalleled period of 
prosperity and expansion. This per- 
iod is notable for the snuffing out 
of inflations in 1948, for the resili- 
ence of the economy in the reaction 
in 1949, and particularly for the 
resistance to decline in 1953-54. 
With business activity. again ex- 
panding, the economy is now on a 
sounder base for long-run expansion 
than in earlier postwar years. It 
is no longer dependent on an ab- 
normal backlog of demand for goods 
or an expanding defense program. 
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BANKING NEWS 


Two Conferences are Added 
to A.B.A. Program Devoted 
to Executive Development 


268 Bank Executive Officers 
from 42 States Have Attended 


The final two meetings, the 13th 
and 14th, in the series of executive 
development conferences sponsored 
by the Department of Customer and 
Personnel Relations of the A.B.A. 
are scheduled for Jan. 24-25 in Chi- 
cago, and Feb. 3-4 in New York. 

Conferences have now been held 
in each of the 12 Federal Reserve 
districts. Bank presidents or head 
operating men to a total of 268 from 
42 states have participated in these 
meetings. Attendance has been lim- 
ited deliberately because of the 
amount of individual participation 
involved. Attendance at the sched- 
uled Chicago and New York meet- 
ings will not be restricted geograph- 
ically; rather they will allow for 
participation by men unable to get 
to previous meetings or who could 
not be accommodated because of 
limitations on the total who could 
attend. 


Manual on Training 


One of the principal aims of the 
program is the evolvement of a 
handbook or manual on the selection 
and training of executives. While 
the conferences have not yet been 
completed, a tentative table of con- 
tents has already been drawn up. 

Discussion leaders for all the con- 
ferences are William Powers, deputy 
manager of the A.B.A. and director 
of its Department of Customer and 
Personnel Relations; George B. 
Ward, assistant director; and John 
Patterson Currie, authority on labor 
and employee relations. Four major 
topics for study and discussion fur- 
nish an outline for the meetings: 
management continuity; guides for 
determining job requirements; ap- 
praising personal performafice and 
potential; and development or re- 
cruitment. 


Every day Gabriel toots the horn 
on @ great many cars. 
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Research Council Announces 
Capital Funds Checklist 


Additional copies of the checklist 
which was included in the recent 
study, A Statement of Principles on 
the Adequacy of a Bank’s Capital 
Funds, are being made available by 
the Research Council of the Ameri- 
can Bankers Association. The study 
was sent to all A.B.A. members a 
few weeks ago. 

The checklist is intended to as- 
sist banks in analyzing their capital 
position in terms of the factors of 
risk and sources of strength set 
forth in the Statement of Principles. 

In announcing the availability of 
the checklist, V. W. Johnson, chair- 
man of the Research Council and 
president of the First National Bank 
of Cedar Falls, Iowa, indicated that 
the Council has been gratified by the 
response that has been accorded the 
study. He pointed out that numer- 
ous requests have been received 
from individual banks for sufficient 
copies of the statement for each 
member of their boards of directors. 

“It is encouraging to observe,” he 
said, “that banks are giving serious 
consideration to the strength of 
their capital position, which is so 
important to soundness of the bank- 
ing system, and that the intricacies 
of the problem are being explained 
to bank directors.” 

Copies of the separate checklist 
will be furnished without charge by 
the Council. There is a charge of 20 
cents for the study itself. 


A.1.B. Membership Up 9%; 
Enrolments Up 18% Over ‘53 


As of Nov. 30, the American In- 
stitute of Banking had a member- 
ship gain of 9% over the same pe- 
riod last year and an 18% class 
enrolment increase over the Nov. 30 
figure in 1953, according to National 
Secretary Robert C. Rutherford. 

Mr. Rutherford estimated that 
should the percentage gain continue 
at the same ratio for the remainder 
cf 1954, the Institute’s total mem- 
bership on Jan. 1, 1955 would hit a 
new high of 114,000, which would 
compare with 103,385 on Jan. 1, 


Replacement Sheets Soon 
Ready for National Bank 
Division's Manual of Laws 


Bring Up to Date the Looseleaf 
Manual Published in Late 1952 


The National Bank Division of the 
American Bankers Association an- 
nounces that the second supplement 
to the November 1952 looseleaf edi- 
tion of its Manual of Laws Relating 
to Loans and Investments by Na- 
tional Banks will be available early 
ir January. 

The new replacement sheets cover 
the many changes made in the laws 
by the 83d Congress as well as 
changes, additions, interpretations, 
and opinions of supervisory agen- 
cies. The current supplement con- 
tains such material as: 


Supplement Material 


(1) A complete revision of the 
section devoted to the several FHA 
mortgage insurance programs; (2) 
clarification of sections of the Fed- 
eral Reserve Act dealing with the 
amount a member bank may invest 
in an affiliate holding the bank’s 
premises; (3) a new section on 
Government lease-purchase contract 
financing for the acquisition of ad- 
ditional Government facilities or 
buildings financed by banks; (4) a 
new section on water facility and 
soil conservation loans; (5) exten- 
sive changes liberalizing the mort- 
gage insurance program for Mer- 
chant Marine (ship financing) loans. 

These and other changes bring 
the Manual of Laws up to date. The 
replacement sheets, ready early in 
January, may be obtained from the 
Division at a small charge. 


1954. He also estimated, on the same 
basis, that class enrolments on Jan. 
1 would be approximately 49,600. 
This latter figure compares with en- 
rolments of 42,090 on Jan. 1, 1954. 

Seven new A.I.B. chapters have 
been started thus far in this school 
year, bringing the total number to 
274, compared to 267 on Nov. 30, 
1953. 
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A.B.A. Has New Series of 52 Informative Newspaper 
Ads With Format Patterned After Newspaper Column 


A new series of 52 informative 
newspaper advertisements empha- 
sizing the theme “Money and Bank- 
ing in Everyday Living” has been 
announced by the Advertising De- 
partment of the American Bankers 
Association. These advertisements 
employ the technique of simulated 
newspaper columns to— 

(1) Convey information in inter- 
esting form about money matters 
and banking to bank customers and 
prospective customers; and 

(2) Urge readers, by direct in- 
vitation and by stressing the advan- 
tages of the bank’s services, to do 
business with the user. 

The ads have been designed so 
that they can be used “as is” simply 
by having the local newspaper set 
the bank’s name and address in type 
below the advertising message; how- 
ever, should a bank desire it can 
change the title of the series, sub- 
stitute a new paragraph in place of 
one of those included, or make other 
simple changes, without destroying 
the effectiveness of the ads. 

A typical advertisement in the 
series includes a helpful hint on 
managing personal finances; a defi- 
nition of a banking term; an ex- 
planation of some banking service 
or special feature thereof; and an 


“institutional” paragraph describing 
how people benefit by banking at a 
specific institution, or telling some- 
thing about the nature and impor- 
tance of the American free, char- 
tered banking system. 

Several attractive new direct mail 
pieces have just been completed by 
the Advertising Department, in- 
cluding the following: “Sweet and 
Low,” ties together the highlights 
of today’s new car models and the 
features of bank auto loans; “Seven 
Kinds of Loans for Family Needs” 
sells the advantages of all types of 
instalment loans and stresses the 
fact that banks want to make small 
loans for every sound purpose; “Our 
Congratulations to You” is a novel 
piece with space for attaching a 
newspaper clipping about an achieve- 
ment, promotion, election to office, 
etc.; “Inventory of Household Fur- 
nishings” is intended to help estab- 
lish losses in the case of fire; “Rab- 
bits’ Feet Work Best for Rabbits” 
is based on a popular A.B.A. news- 
paper ad featuring systematic sav- 
ings; and “Bank Auto Loan—First 
Choice of Wise Car Buyers” points 
to the benefits derived from borrow- 
ing from the bank. 

The 1955 winter edition of the 
School Saver is also available. 


New Public Relations 
Manuals Near Completion 


Three new manuals in the A.B.A. 
Public Relations Series, a television 
kit of materials and aids for banks, 
and a new speech service for use by 
bankers will be released by the As- 
sociation’s Public Relations Council 
within the next two months, accord- 
ing to Harold J. Marshall, Council 
chairman, who is president, Manu- 
facturers National Bank, Troy, N. Y. 

The new PR manuals will be 
numbers 11, 12, and 13 in the A.B.A. 
series and will be entitled Helping 
Farm and Ranch Families Succeed 
(No. 11); Business Development 
Through Officer Calls (No. 12); 
and Television for Banks (No. 13). 

New York educators who saw a 
recent preview of the Council’s new 
film, A Bone for Spotty, were 
highly complimentary. This film, re- 
viewed in December BANKING, is 
for elementary school children. 
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Marian Dickhaut, A.1.B.'s 
Office Supervisor, Dies 


Friends active in work of the 
American Institute of Banking in 
every section of the country will be 
grieved to learn of the sudden 
death of Marian Dickhaut, office su- 
pervisor in the national headquar- 
ters of the Institute, following a 
heart attack on Dec. 9. 

A native of Brooklyn, Miss Dick- 
haut came to the A.I.B. at the na- 
tional headquarters of the Amer- 
ican Bankers Association in 1935, 
following several years of experience 
as a bookkeeper in New York busi- 
ness firms. In her work in charge of 
records and office procedures, she 
came into contact with students and 
chapter members in every section of 
the country. She was advanced to 
office supervisor in 1951. 

She is survived by her mother, 
Mrs. Margaret P. Dickhaut, and two 
sisters. 


Public Speaking Contestants 
Will Discuss Aspects of 
Basic Freedoms’ Challenges 


Each A.1.B. Chapter Eligible to 
Send Entry to District Contest 


“Today’s Challenges to Our Basic 
Freedoms” will be the general theme 
for public speaking contests to be 
held within the American Institute 
of Banking from March through 
May 1955, according to Alex E. Lind- 
holm, The Fulton National Bank of 
Atlanta, Ga., who is chairman of the 
A.I.B.’s National Public Speaking 
Committee: 

The speaking program will cul- 
minate in May with the 29th An- 
nual National Public Speaking Con- 
test for the A. P. Giannini Educa- 
tional Endowment prizes at the 
A.I.B.’s National Convention in 
Miami, Fla. The Institute’s conven- 
tion will be held in Miami, May 30 
through June 3. 


Choosing Contestants 


The speaking program to choose 
the participants for the contest in 
Miami will have three stages, each 
of which will use a specific phase 
of the general theme for subject 
matter. The specific topic for con- 
tests within individual chapters will 
be announced on or about Feb. 1, 
with the specific topic for the dis- 
trict contests on or about Apr. 1. 
The semifinal eliminations, which 
will be held in Miami on the Sunday 
prior to the opening of the conven- 
tion, will use the same subject as 
the final contest. 

The participants in the final con- 
test will compete for prizes of $500 
for first place, $300 for second place, 
and $100 for third place. The ex- 
penses of the contestants in the 
semifinals, as well as the prizes in 
the final contest, are supplied by the 
A. P. Giannini Educational Endow- 
ment Fund and the Bank of America 
N.T. & S.A. Mr. Giannini was 
founder of the Bank of America. 

In addition, the chapter of which 
the first-place winner is a member 
will be awarded the A. P. Giannini 
Memorial Trophy—a gift of the late 
L. M. Giannini, who during his life- 
time was president and chairman 
of the general executive committee 
of the Bank of America. 

The contest is under the super- 
vision of the Public Speaking Com- 
mittee. 
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Tape Recording of Uniform 
Commercial Code Panel 
Discussion Is Available 


Code Subcommittee Analyzes 
the Pros and Cons of Draft 


A tape recording was made of a 
panel discussion of the proposed 
Uniform Commercial Code at the re- 
cent annual convention of the Iowa 


Bankers Association. At the invita-- 


tion of the IBA, the Subcommittee 
on the Uniform Commercial Code of 
the American Bankers Association 
discussed the merits and defects of 
this code, sponsored by the Amer- 
ican Law Institute and the National 
Conference of Commissioners on 
Uniform State Laws. 

Bankers and lawyers participating 
in the panel discussion included: 
Sherman Hazeltine, president, Bank 
of Arizona, Prescott, and chairman, 
A.B.A.’s Committee on State Legis- 
lation; George F. Taylor, director of 
and counsel for, 
Trust Co., Pittsburgh, and chairman, 
Subcommittee on Uniform Commer- 
cial Code; John A. Alexander, coun- 
sel, Indiana Bankers Association, 
Indianapolis; Robert H. Brome, resi- 
dent counsel, Bankers Trust Co., 


New York City; Ben C. Corlett, vice- | 


president, American Trust Co., San 
Francisco; Richard S. Douglas, coun- 
sel, The Cleveland (O.) Trust Co.; 
Edward Landels, legislative counsel, 
California Bankers Association, San 
Francisco; and Thomas B. Paton, 


Commonwealth | 


A.B.A. National Bank Division 
Asks Banks’ Ideas on Laws 


Member banks to the National 
Bank Division of the American 
Bankers Association were urged to 
write to the Division, outlining their 
recommendations for possible re- 
visions in laws and regulations 
which they desire to have discussed 
,with supervisory authorities in 
Washington at a conference sched- 
uled for next February. A letter was 
mailed to all national bank mem- 
bers of the Association by B. Ma- 
gruder Wingfield, president of the 
Division, who is also vice-president 
of the National Bank of Commerce 
of Houston, Houston, Texas. 

Mr. Wingfield pledged efforts of 
the Division to serve the interests 
of member banks and asked their 
cooperation in making suggestions 
as to “improvements which will con- 
tribute most effectively to the ad- 
vancement of our national banking 
system.” 


assistant general counsel of the 
American Bankers Association and 
secretary of the Committee on State 
| Legislation and of its code subcom- 
| mittee. 

Two copies of the tape recording 
were made—one for the use of the 
Iowa Bankers Association at group 
meetings throughout the state, and 
a second copy for the A.B.A. The 
A.B.A. recording may be borrowed 
by other banking groups for use at 
their meetings. 


Public Relations Study 
Being Made for Bank Groups 


The American Bankers -Associa- 
tion and the Association of Reserve 
City Bankers will undertake jointly 
this winter a new and comprehensive 
program of research in the field of 
bank public relations, according to 
Homer J. Livingston, A.B.A. presi- 
dent, and R. Crosby Kemper, ARCB 
president. 

The J. Walter Thompson Co. has 
been retained to make a study of 
the relations between banks and the 
public for the two associations. The 
project is another step in the per- 
iodical examination of the public 
relations programs of banking under- 
taken from time to time by both 
associations to promote better un- 
derstanding and use of bank services. 

The project will be carried out 
under the direction of the A.B.A. 
Public Relations Council and the 
ARCB’s Public Relations Committee. 
The Financial Public Relations As- 
sociation will also cooperate. 

Harold J. Marshall, president, 
Manufacturers National Bank, Troy, 
N. Y., is chairman of A.B.A. Council, 
and Allen .Morgan, executive vice- 
president, The First National Bank, 
Memphis, is chairman of ARCB 
Committee. Rod Maclean, vice-pres- 
ident, Union Bank & Trust Co., Los 
Angeles, is FPRA president. 

Mr. Livingston is president, The 
First National Bank, Chicago; Mr. 
Kemper is president, City National 
Bank and Trust Co., Kansas City. 


The A. B. A.’s Subcommittee on the Uniform Commercial Code speaking as a panel on thé code’s provisions at the annual 
convention of the Iowa Bankers Association. Left to right, Messrs. Paton, Alexander, Landels, Corlett, Hazeltine, Brome, 
Douglas, and Taylor 
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News for Instalment Credit Men 


Items and Comment from Our Instalment Credit Commission and Other Sources 


Ready for Growth 


NDER present conditions it is 
consumers who largely set the pace 
of outstanding instalment credit,” 
according to John J. Balles, senior 
economist of the Federal Reserve 
Bank of Cleveland, in a recent radio 
address. 

“The year-long decline in exten- 
sions that reached a low point last 
March was mainly the result of re- 
duced willingness to borrow rather 
than unavailability of credit,’’ Mr. 
Balles concludes, ‘‘even though there 
was some continued tightening of 
credit terms by banks and finance 
companies in the latter part of 
1953. Since March of this year, 
credit terms have again been eased 
somewhat, particularly as losses and 
repossessions on instalment loans 
have stabilized since midyear. 

“The combination of a rising trend 
in extensions of instalment credit 
(aided by easier credit terms) and 
a leveling trend in repayments has 
set the stage for resumed growth in 
outstanding instalment credit. It is 
unlikely that these developments 
will produce a ‘blitzkreig’ on the 
consumer credit front, but rather a 
slow and steady advance typical of 
the foot soldier.” 


Meals by Charge Plan 


HE Franklin National Bank, 
Franklin Square, N. Y., has ex- 
tended its retail charge account 
plan to handle restaurant charges 
for the nationwide members , of 
Gourmet’s Guest Club. 

A restaurant patron who is a 
member of the club merely shows 
his club membership card and signs 
his dinner check. A draft for the 
amount of the dinner check is for- 
warded to the bank by the member 
restaurant. The restaurant gets im- 
mediate credit in its checking ac- 
count for the charged amount, less 
service fee. The bank issues monthly 
statements to the individual custom- 
ers on a charge account basis. The 
customer sends one check to the 
bank in payment and has a complete 
monthly record of his expenditures. 


January 1955 


Manufacturers Bank & Trust Co., St. Louis, dramatized its instalment loan 
service wifh a month-long lobby display featuring this 1902 “St. Louis’? auto 


Get Facts Rapidly 


HILADELPHIA has in operation a 
private teletypewriter service for 
immediate communication of instal- 
ment credit information and refer- 
ences. 

Employing a 20-line switchboard 
and two sending and receiving tele- 
typewriter sets located at a central 
bureau. 

The system employs a 20-line 
switchboard and two sending and 
receiving teletypewriter sets at a 
central bureau with 17 sets located 
in the banks, the new system inter- 
connects these 10 Philadelphia 
banks: Broad Street Trust Co., Cen- 
tral-Penn National Bank, First Na- 
tional Bank, Fidelity-Philadelphia 
Trust Co., Girard Trust Corn Ex- 
change Bank, Liberty Real Estate 
Bank & Trust Co., Pennsylvania 
Company for Banking & Trusts, 
Philadelphia National Bank, Provi- 
dent Trust Co., and Tradesmens 
Land Title Bank & Trust Co. They 
can now communicate with each 
other by teletypewriter, transmit- 
ting and receiving instalment credit 
information speedily and with max- 
imum accuracy. 

The system permits up to 10 si- 
multaneous connections. It was de- 
veloped and installed by the Bell 
Telephone Co. working closely with 
a committee representing the 10 


banks involved. The system is 
equipped for unattended service at 
the various bank locations as in- 
coming messages are printed in per- 
manent form automatically at all 
points equipped with receiving sets. 


Survey in Progress 


HE Instalment Credit Commission 
of the A.B.A. is completing a nation- 
wide survey to determine the ratio 
of instalment loans outstanding to: 


(a) total capital; (b) total de- 
posits; (c) to total resources; and 
te determine the percentage of in- 
stalment loans outstanding to total 
loans and discounts. The results are 
broken down by size groups so that 
the survey information is made 
valuable for comparative purposes. 
A bank can compare its ratios and 
percentages with the average of 
banks in its size group. 

The survey is scheduled for com- 
pletion in the latter part of Janu- 
ary, and the results will be sent to 
those banks which participated. Any 
member bank may receive the sur- 
vey results by addressing a request 
to the Commission at 12 East 36 
Street, New York 16, N. Y. 


Be on the lookout for the pro- 
gram of the National Instalment 
Credit Conference at the Jefferson 
Hotel, St. Louis, March 21-23. 
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News on Savings 


Items and Comment from Our Savings and Mortgage Division and Other Sources 


Deposit Certificate Survey 


Tue Savings and Mortgage Division 
of the American Bankers Associa- 
tion has just completed mailing a 
questionnaire to 70 representative 
banks to learn their experience with 
regard to savings certificates of de- 
posit. In a letter to the banks, the 
Division points out that there is 
much interest in this type of savings 
and the operation problems which 
may be involved. The questionnaire 
seeks to measure the growth of this 
type of savings in those banks most 
active in the field and to learn of 
those changes which have resulted 
from the past two years of bank 
experience with the program. 

A similar survey was made by the 
Division early in 1953 in cooperation 
with the A.B.A. Legal Department. 
It sought to determine the effective- 
ness of savings certificates as a 
means of meeting competition for 
savings, and the information ob- 
tained in the previous survey proved 
helpful to banks engaging in or 
planning to engage in such a pro- 
gram. (See Nov. 1953 BANKING. 
page 45.) 


Savings Are Source of Long 
Term Investment Money 


“Tt, be able to be active in mort- 
gage lending, a bank must have sav- 
ings to provide funds for long-term 
investments,” said Joseph R. Jones, 
president of the Savings and Mort- 
gage Division of the American 
Bankers Association, while address- 
ing the Association’s National Credit 
Conference in Chicago last month. 
“I think every bank should not only 
accept, but should actively encour- 
age and solicit savings accounts,” 
he said. “During the depression, 
thrift became unpopular; and the 
country devoted itself to a program 
of spending its way to prosperity. 
However, we should be thankful this 
concept has changed and thrift 
again is assuming its proper place 
in the lives of our citizens. People 
normally look to their bank for 
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Exhibit at the main office of the Dollar Savings Bank, New York City, of over 
500 dolls and toys donated by the officers and staff of the bank for eight New 
York children’s institutions 


leadership in all financial matters. 
This should also be particularly true 
in the matter of savings.” 

Continuing his discussion of the 
advantages of encouraging savings 
accounts, Mr. Jones, who is vice- 
president of the Security-First Na- 
tional Bank of Los Angeles, Calif., 
said in part: 

“A great deal of progress has been 
made in this field during the past 
few years. In 1941, there were ap- 
proximately 4,000 commercial banks 
which would not take savings ac- 
counts, even without the payment 
of any interest whatsoever. This list 
has now been cut to about 1,600, but 
this did not just happen. It is the 
result of long and tireless effort by 
the A.B.A., and by many bankers 
who know the importance of this 
field. There are many other types 
of institutions who know the value 
of this business and are actively 
and strenuously attempting to at- 
tract the savings dollar of the pub- 
lic. If we are not just as active as 
our competitors, and if we do not 
tell the story of the many advan- 
tages of saving with your bank, we 
may lose this very important and 
profitable part of banking by de- 
fault. 

“There are many ways that we 
can encourage thrift and build sub- 
stantial savings account business. 
Probably the most important one is 


through the present customers in 
other departments. The bank’s staff 
should be carefully indoctrinated as 
to the importance of savings, and 
be alert to the opportunities to sug- 
gest it to the bank’s present cus- 
tomers and members of their fam- 
ilies and their employees. A proper 
advertising effort will tell the possi- 
bilities and advantages of savings. 
It may suggest savings for specific 
purposes, such as for the down-pay- 
ment on a new home, for college 
education of the children, for a va- 
cation trip, or any of the countless 
other things which most people 
would like to have. The bank’s ad- 
vertising program may be based on 
a program of “Know Your Bank” 
and the wide variety of services it 
offers, and in this could explain the 
advantages of regular and method- 
ical savings. Some banks have spon- 
sored very successful discussion 
forums, covering many phases of 
banking, and included one meeting 
for savings and another for real es- 
tate loans. Many have been very 
successful in school savings pro- 
grams, and have won thousands of 
friends and customers for their bank 
as the children grow into adults and 
branch into other fields of banking. 
This use of other facilities of a bank 
by savings depositors is in no way 
limited to children growing into 
(CONTINUED ON PAGE 104) 
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National School Savings Forum 


STATLER HOTEL, NEW YORK CITY—MARCH 7-9, 1955 


Sponsored by the Savings and Mortgage Division 
American Bankers Association 


SUBJECTS TO BE DISCUSSED 


N 
7 How Can Institutions Best Serve the Public? . . . The 1955 Savings and Mortgage Picture 
...A Savings Program for Each Individual . .. Building Savings in Savings and Commercial 

pe Banks ... New Machines We Need for Savings Operations . .. The Voluntary Home Mortgage 
4a Credit Program . . . The Banks’ Responsibility in Improvement of Neighborhoods . . . Eco- 
and nomic Signs and Housing Credit . . . Is There a Construction Boom Ahead? . . . Controlling 
sug- the Costs of Mortgage Origination and Servicing . . . Financing Prefabricated Homes .. . 
oak The Government’s Role in Housing. 
‘oper 
OSsi- 
ings. (Savings activities will be emphasized on Tuesday, March 8, while mortgage 
cific financing will be covered on Wednesday, March 9.) 
pay- EXHIBITS—Educational displays of building and modernization materials and bank operat- 
llege ing equipment will be featured throughout the conference. 
1 va- 
thant NATIONAL SCHOOL SAVINGS ForUM—The forum will be held at 4 P. M. on Monday, March 7, 
ople in the Keystone Room, followed by dinner in the Grand Ballroom at 7:15 P. M. Bank exhibits 
a will show various types of school savings banking operations and promotion, equipment, and 
aa materials. (Registration for the conference is not necessary for attendance at the school 
ank" savings forum. Dinner reservations should be made in advance, at $7 per person.) 
1 the 
hod- A.B.A. ADVANCE REGISTRATION 

on- 
id Savings and Mortgage Division 
sa American Bankers Association Date 
re . 2 12 East 36th Street, New York 16, N. Y. 
1 es- Our bank will be represented by the following at the A.B.A. Annual Savings and 
very Mortgage Conference, Statler Hotel, New York, N. Y. March 8-9,1955. 

Banks may use the . 
pro Name Title 


is of § Coupon form on this 
page for advance 
rings registration. Upon 
receipt of this form 
into hotel reservation 

cards will be supplied. 


Name Title 


REGISTRATION FEE — $10 PER PERSON 


(Please make reservations for the School Savings dinner, $7 per person.) 
OUR CHECK FOR $ IS ENCLOSED. (Make check payable to A.B.A.) 
(Refunds will be made, upon request, to those unable to attend) 


City _ 
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News on Savings 


(CONTINUED FROM PAGE 102) 


adults. Many a person who started 
his dealings with a bank through a 
modest savings account soon learns 
of the many other benefits possible 
through his bank... . 

“Savings deposits are a steadying 
influence in a bank’s flow of funds. 
They are much less volatile than 
commercial deposits, and less sub- 
ject to frequent and heavy with- 
drawals.. They provide the base of 
funds from which a proper amount 
of longer term and higher yield in- 
vestments can be made. It is in this 
field that a bank can establish a pro- 
gram of mortgage lending, which 
will not only be profitable to the 
bank, but will at the same time per- 
form a very useful and beneficial 
service to the community. The 
granting of proper credit to a cus- 
tomer helps him become a stronger 
and more solid citizen. This in turn 
makes the community stronger and 
more stable, and thus each commu- 
nity helps build greater financial 
strength into our nation’s future.” 


Removal of Dividend Limit 
Upped Mortgage Holdings 


First the raising and then the re- 
moval of the dividend ceiling have 
done more to release the forces of 
enterprise in savings banking than 
anything else in years, New York 
State Superintendent of Banks Wil- 
liam A. Lyon said while addressing 
the Savings Banks Association of 
the State of New York at its 61st 
annual meeting. 

While discussing the benefits de- 
rived from the lifting of the divi- 
dend ceiling, Superintendent Lyon 
stated: 

“Many ‘a bank bestirred itself 
after the Banking Board jacked up 
the rate ceiling two and a half years 
ago. As the strenuous search for 
mortgages got under way the supply 
of mortgage money was increased. 
Lower yielding Governments were 
passed on to other hands and higher 
yielding mortgages were acquired 
from far and near, most of them 
FHA’s and VA’s. In the nearly three 
years since the ceiling was raised 
the system has cut down on its Gov- 
ernments by over $700,000,000 and 
enlarged its mortgage portfolio by 
no less than $2.9-billion. The ratio 
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of mortgage holdings to total assets 
has increased from 47% to 54%. 

“These shifts in asset concentra- 
tion have made for substantial im- 
provement in earning power. Both 
operating income and net operating 
income on average assets are better 
off by 1/3 of 1% ‘now than at the 
start of this three-year period. And 
the full benefits of the lending ac- 
tivities have not ‘yet been realized. 
Mortgage loan commitments out- 
standing on September 30 amounted 
to $1.4-billion, compared with $828,- 
000,000 a year before. 


Governments 


“It is fair to say that the greater 
dividend freedom which the Banking 
Board has given you has resulted in 
savings banking in our state becom- 
ing a more dynamic, a more produc- 
tive influence in our economy. This 
fact is reflected in your holdings of 
Governments. A certain quantity of 
Government securities has become 
a necessity for banking in our times, 
since they are our main reliance for 
liquidity. Beyond that point we may 
well ask whether a further accumu- 
lation of Governments, besides being 
only a middling fair assistance to 
earnings, is not a kind of passing 
the buck to others for finding pro- 
ductive employment for the funds. 

“Properly enough, the fruits of 
the higher earning power are being 
passed along to depositors. The av- 
erage rate of dividends. paid was 
1.99% at the end of 1951; it was 
2.47% at the middle of this year. 
The savings banks of the state will 
distribute more than $375,000,000 
of dividends to depositors this year, 
compared with $226,000,000 actu- 
ally paid in 1951. The total amount 
of these dividends is now a signifi- 
cant and vital part of the economy 
of our state. Even in New York 
State, where there is found the 
world’s chief financial center and 
mention of large sums is familiar, 
$375,000,000 is no mean contribu- 
tion to the income stream of our 
people. ... 

“The minority of banks that has 
ventured into dividend territory 
above the 214% level has gained de- 
posits and accounts faster than the 
other banks; but the difference has 
not been as great as you might think. 
Look at the figures. Twenty banks 
that paid an extra above 214% in 
one or more quarters in the nine 
months ended last June had an aver- 
age gain in deposits of 8.1% and 


in accounts of 1.1%. Ninety-seven 
banks that made no change in their 
rates had gains of 6.9% in deposits 
and 1.1% in accounts.” 


Forces Affecting Interest 


Four major forces causing interest 
rates to firm and bond prices to 
soften were discussed by Dr. Jules 
I. Bogen, professor of finance, Grad- 
vate School of Business Administra. 
tion of New York University, before 
the National Association of Mutual 
Savings Banks in New York City. 

The four forces mentioned by Dr, 
Bogen are: 

(1) A record demand for mort- 
gage money to finance both new con- 
struction and transfers of realty 
ownership at high prices. 

(2) The prospect of a moderate 
decline in the volume of savings due 
to increased consumer expenditures. 

(3) Upturn in business activity 
since the summer months. 

(4) Just as the easy money pol- 
icy of the Federal Reserve System 
was the most powerful influence 
causing interest rates to decline 
since the summer of 1953, so the 
adoption of a mildly restrictive 
credit policy could be the decisive 
factor causing a hardening of in- 
terest rates in the months ahead. 


“Pennsy’ Banks Seek Law 
Changes on Life Insurance 


A BILL to permit Pennsylvania sav- 
ings banks to sell low-cost life in- 
surance up to $5,000 per person will 
be introduced at the next session 
of the legislature, it was announced 
by J. Hamilton Cheston, president 
of the National Asseciation of Mu- 
tual Savings Banks and of the Phil- 
adelphia Saving Fund Society, at 
the 61st annual meeting of the Sav- 
ings Banks Association of New York 
State. Mr. Cheston stated that 4 
survey conducted by the Saving 
Fund Society provided “final evi- 
dence of the good that savings bank 
life insurance could do and the help 
it could be to thrifty souls. It is 
my firm belief that savings bank: life 
insurance exactly fits our basic and 
centinuing mission—the promotion 
of thrift.” 


An optimist is a person who saves 
the pictures in the seed catalog to 
compare them with the flowers and 
vegetables he grows. 
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News for Mortgage Credit Men 


Items and Comment from Our Savings and Mortgage Division and Other Sources 


Transformation of U.S. 
Home to be Dramatized 


H outxwoop and the housing in- 
dustry have joined forces to pro- 
duce a dramatic new film story of 
the revolution in living that has 
transformed the typical American 
home from a 1900 “gingerbread 
box” to a modern, push-button 
dream house. 

The National Association of Home 
Builders and 14 nationally-known 
firms that supply materials, equip- 
ment, and services for the building 
industry are sponsors of the film. 

The world premiere of the film, 
titled “Million Dollar Castle,” will be 
held in Washington on May 16 at 
the annual spring meeting of the 
NAHB board of directors. There- 
after, it will be released for nation- 
wide showing to television and non- 
theatrical audiences. 

Plans have been made to distrib- 
ute color prints of ‘Million Dollar 
Castle” for special showings to 
men’s and women’s clubs, parent- 
teacher associations, civic groups, 
and colleges and universities 
throughout the country. 

Starring in this film are Beulah 
Bondi, Kent Taylor, Bonita Gran- 
ville, and Walter Abel. The cameras 
show the audience the changes that 
have taken place in the construction, 
style and comfort of the average 
home since the turn of the 20th Cen- 


tury. 
New Housing Act Summary 


HE Committee on Real Estate 
Mortgages of the A.B.A. Savings 
and Mortgage Division has pub- 
lished a revised edition of its Sum- 
mary of the National Housing Act 
and Servicemen’s Readjustment Act, 
containing a digest of present terms 
and conditions relating to FHA and 
VA mortgage loans. 

»-The booklet sets forth in sum- 
mary form the important terms and 
conditions relating to insured and 
guaranteed mortgage loans. Much 
of the material is entirely new, as 
the provisions of the Housing Act 
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Scene from NAHB’s new movie “Million Dollar Castle” shows left to right, Beulah 
Bondi, Kent Taylor, Bonita Granville, and Walter Abel. Mr. Abel, in the role of 
a homebuilder, tells of the many new products and construction techniques used 


in producing today’s new homes 


of 1954 and the conforming regula- 
tions of Government agencies in- 
clude a wide range of changes, and 
important new sections have been 
added to the National Housing Act. 

While the summary is intended 
to provide bank mortgage officers 
with a ready reference to the va- 
rious requirements for all types of 
FHA and VA mortgage loans, it is 
not intended to replace the need for 
actual reference to the acts and 
regulations themselves where a 
knowledge of exact details is essen- 
tial. 

Among the important changes in 
FHA lending regulations which have 
been included in the booklet are 
those applying to loans for repairs 
and improvements under FHA Title 
I; modification of existing loans to 
include an “open-end” provision; 
permission to mortgage lenders to 
make an annual service charge of 
% of 1% on mortgages on single- 
family homes where the amount of 
loan does not exceed $6,650; the 
avoidance of windfall profits on 
rental housing; and FHA insurance 
of loans for slum clearance and 
urban renewal purposes where spe- 
cific projects are under public super- 
vision, etc. 

Other changes in the laws, which 
are reflected in the new summary, 
relate to provisions for refinancing 


defense end military housing under 
earlier sections of the Housing Act 
into permanent FHA insured loans. 
For veterans’ loans, the summary 
contains the new provisions relat- 
ing to “open-end’’ contracts and 
other operational methods as re- 
vised by the new regulations. 


Easy Credit=More Buyers 
and Higher Prices 


Easy credit invariably creates 
more buyers; and unless some means 
is devised to destroy the law of 
supply and demand, more buyers in- 
variably mean higher prices, Joseph 
R. Jones, president of the Savings 
and Mortgage Division of the A.B.A., 
told the Association’s National 
Credit Conference in Chicago last 
month. 

Continuing, Mr. Jones said: 

“Let us look at the mortgage pic- 
ture as it is now. We find that we have 
the easiest credit ever known in the 
history of our country. We have the 
highest prices, except possibly for 
the year 1946. We are still building 
new homes at an extremely high 
rate and some say faster than is 
needed. A million units which we 
have built each year since 1950 are 
sufficient to house 3-million to 314- 
million people, and that is more than 
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our population has increased each 
year. There are predictions being 
made now by important people in 
industry and in the Government 
that we may attain a rate of new 
construction up to 114-million units 
per year. New house construction 
at this level has now become one of 
the most important industries in our 
country. It not only employs mil- 
lions directly, but supports many 
allied industries, such as the manu- 
facturer of furniture and appli- 
ances and the many other things 
that go into a new home. 

“The question before us is can we 
and should we continue to ease 
credit further in order to maintain 
this very high level of activity in 
the construction field and the other 
industries which it supports. There 
is an old adage that defines a con- 
servative as one who skeptically 
watches increases until he is con- 
vinced that they have become per- 
manent, and then rushes in at the 
peak of activity to join the move- 
ment. It is said that that type of 
conservative is the one who takes 
the losses. During the past two 
years, we have seen many new 
lenders entering the field; but all 
of these are certainly not skeptical 
conservatives of the adage. Many 
are bankers who have felt the ob- 
ligation to serve their community 
and have seen the profitable oppor- 
tunities in a sound mortgage lend- 
ing program. There seems to be a 


greatc:-than-usual risk attached to 
the market today, as compared to, 
let us say, five years ago, when we 
had a serious shortage of housing 
and were building for a well estab- 
lished need. Nevertheless, there are 
many opportunities to enter mort- 
gage lending even today if done on 
the proper basis of economic sound- 
ness of the loan, which must nec- 
essarily be one that is proper for 
the lender and, of equal importance, 
within the financial capacity of the 
borrower. Thus, we are called upon 
tG use our very best judgment in 
establishing our loan policies for 
today.” 


National Gypsum Head 
Sees Continued Home Need 


Tne housing industry today is 
pretty widely recognized as a key- 
stone of the economy and a reliable 
barometer of the economic weather 
in this country,’ Melvin H. Baker, 
chairman of the board, National 
Gypsum Co., said in an address be- 
fore the National Association of 
Mutual Savings Banks. 

Mr. Baker predicted that the prog- 
ress in technology over the past 50 
years may almost seem like a slow 
walk in comparison with the pace 
we can expect in the next 10 years. 

Here are a few excerpts from his 
address relating to construction: 

“Around the end of the 1950s,” 


FHA INSURANCE WRITTEN UNDER ALL PROGRAMS 


MILLIONS 
OF DOLLARS 


\_. HOME MORTGAGE PROGRAMS / V 


DOLLAR VOLUME BY MONTHS 


MILLIONS 
OF DOLLARS 


400 


PROPERTY — 


IMPROVEMENT LOANS 


ON LOANS RECEIVED 


y 
or PROJECT MORTGAGES | 


JFMAMJJASOND 


1951 1952 


1953 1954 


Housing Starts, All 
Time High Predicted 


N EW nonfarm private housing 
starts in 1954 will top 1950, the 
best year in history, should the 
U. S. Department of Labor’s Bureau 
of Labor Statistics estimate hold 
throughout December. The total now 
indicated for this year, based upon 
the first 11 months, will be 1,385,. 
000, as compared with 1,068,300 in 
1953 and 1,352,200 in 1950. 

The new permanent nonfarm 
dwelling units started in November, 
including 300 public units, totaled 
103,000, as compared with 81,500 
in November 1953. 


he said, ‘‘a bumper crop of wartime 
babies will be ready for harvesting 
as independent consumers. . . . These 
new families are going to need new 
homes. Since 1950 we have built 
well over 3,000,000 homes, and more 
than 9,000,000 since World War II. 
Sixty-seven percent of our homes 
today are now over 20 years old, 
50% are over 30 years old. Obvi- 
ously there is a pressing need for 
replacement. Nevertheless, the re- 
placement of housing today is going 
ahead at a rate only one-fifth of 
what it probably will be by 1975.... 

“A significant trend which those 
of us with a stake in the housing in- 
dustry cannot possibly ignore—the 
great migration to the suburbs. 
About 1,200,000 Americans each 
year are moving from our cities to 
the suburbs. These. represent a 
goodly number of that one-fifth of 
our total population which moves to 
a new location annually. From 1940 
to 1950, the population around our 
major cities increased 35%, as 
against 14% in the cities them- 
selves. Suburbia now embraces more 
than 30,000,000 Americans. 

“What does this mean for us? 
These families need houses, usually 
new houses. The suburban family 
has a higher average income than 
the city family, so the houses are 
bigger as a rule. It means that 
more schools have to be built. Also 
new churches, shopping centers, su- 
permarkets. I read recently that 
5,000 new supermarkets alone will 
be needed in the United States with- 
in the next decade, and this seems 
like a conservative estimate. . . .” 
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News for Trustmen 


Items and Comment from Our Trust Division and Other Sources 


Men who are nationally known 
from many diverse fields, including 
finance, education, and the legal 
profession will address the 36th 
Mid-Winter Trust Conference of the 
American Bankers Association in 
the Waldorf-Astoria in New York 
City, on Feb. 7-9, 1955. 

The advanced program for the 
conference as announced by George 
C. Barclay, president of the A.B.A. 
Trust Division, includes as speak- 
ers Dr. Marcus Nadler, professor of 
finance, New York University, New 
York City; Loyd Wright, president, 
American Bar Association, Los An- 
geles; Joseph Trachtman of the firm 
of Trachtman and Wolf, who is also 
adjunct professor of law, New York 
University School of Law; Homer J. 
Livingston, president of The First 
National Bank of Chicago, who is 
president of the American Bankers 
Association; the Hon. W. Randolph 


Posters, such as that below, for display 
in bank lobbies are part of the latest 
three-way project of the Pennsylvania 
Bankers Association to remind people 
who have not yet made their wills that 
“Time Is Running Out.” The message 
urges everyone to make a will in order 
to insure the proper disposition of his 
estate. Posters are printed in red, aqua, 
and yellow and measure 21%” x 31%”. 
Folders and newspaper ads supplement 
the poster campaign 


TIME 1S 
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George C. Barclay 


Burgess, Under Secretary of the 
Treasury for Monetary Affairs, and 
a former A.B.A. president; and a 
number of others. 

The Mid-Winter Trust Conference, 
which annually brings together top 
trust executives from all parts of 
the country, has a wide reputation 
as a clearing house for ideas use- 
ful to the management and admin- 
istration of trusts. 

During the three days, frequent 
opportunities will be provided for 
the trustmen to get acquainted and 
visit with each other. Before ad- 
journment at noon on Monday, Feb. 
7, there will be a get-acquainted 
period; and on Monday evening, 
from 5 until 7 P.M., in the Jade and 
Basildon Rooms, there will a 
“Dutch-Treat” reception for visit- 
ing trustmen and their wives. 

The advance program: 


First Session 


Monday, Feb. 7, 1955, 9:30 A.M., 
Grand Ballroom 


Presiding, Joseph H. Wolfe, dep- 
uty manager, American Bankers As- 
sociation and secretary, Trust Di- 
vision. 

Invocation by Gilbert T. Stephen- 
son, member, International Com- 
mittee of Young Men’s Christian 
Associations; of the U. S. and Can- 
ada; former president A.B.A. Trust 
Division; Pendleton, N. C. 

Address by George C. Barclay, 
who is president of the Trust Di- 
vision and vice-president, City Bank 
Farmers Trust Co., New York. 


W. Randolph Burgess 


Marcus Nadler 


Address by Homer J. Livingston, 
president, American Bankers Asso- 
ciation; president, The First Na- 
tional Bank of Chicago. 

Address—Speaker be 
nounced. 


an- 


Second Session 
2 P. M., Grand Ballroom 


Presiding, Mr. Barclay. 

“New York Bank Fiduciary 
Fund,” by Charles W. Buek, vice- 
president, United States Trust Co., 
New York. 

Panel on Investments—Leader, 
Richard P. Chapman, vice-president, 
Trust Division, A.B.A.; president, 
The Merchants National Bank of 
Boston. Others to be announced. 


Third Session 


Tuesday, Feb. 8, 1955, 9:15 A.M., 
Grand Ballroom 
Presiding, Mr. Chapman. 

Trust Business—Our Sales Prob- 
lems” by William QO. Heath, vice- 
president, Harris Trust and Savings 
Bank, Chicago. 

Address by Loyd Wright, presi- 
dent, American Bar Association, Los 
Angeles. 

Address by Dr. Marcus Nadler, 
professor of finance, New York Uni- 
versity. 


Fourth Session 
2 P.M., Grand Ballroom 


Employees Trusts and Operations 
Presiding, N. Baxter Maddox, im- 
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mediate past president, A.B.A. Trust 
Division; vice-president and trust 
officer, The First National Bank of 
Atlanta. 

Recent Developments in Bank 
Pension Plans” by H. M. Bardt, vice- 
president and senior trust officer, 
Bank of America N.T. & S.A., San 
Francisco. 

“Electronic Machines,” by Her- 
bert R. Corey, assistant comptroller, 
The First National Bank of Boston, 
Mass. 

“Problems in Operations for Trust 
Departments”—Panel Leader, Jo- 
seph T. Keckeisen, chairman, trust 
division, Committee on Operations 
for Trust Departments; vice-presi- 
dent and secretary, The First Na- 
tional Bank of Chicago. Other par- 
ticipants to be announced later. 


Smaller Trust Departments 


Tuesday, Feb. 8, 1955, 2 P.M., Jade 
Room 


Presiding Ralph A. MclIninch, 
president, Merchants National Bank, 
Manchester, N. H. 

“Cost Analysis of a Crossroads 
Trust Department” by John M. 
Cookenbach, assistant vice-presi- 
cent, The Pennsylvania Co. for 
Banking and Trusts, Philadelphia. 

“Problems of Smaller Trust De- 
partments”—Panel to be led by Mr. 
McIninch. Other participants to be 
announced later. 


Fifth Session 


Wednesday, Feb. 9, 1955, 9:30 A.M. 
Grand Ballroom 


Presiding, Thoburn Mills, chair- 
man, executive committee, Trust Di- 
vision; vice-president, The National 
City Bank of Cleveland. 

Address by Joseph Trachtman, 
Trachtman and Wolf, Adjunct Pro- 
fessor of Law, New York University 
School of Law, New York, New 
York. 

“Taxation”—Panel to be led by, 
Carlysle A. Bethel, chairman, Trust 
Division’s Committee on Taxation; 
vice-president and trust officer, Wa- 
chovia Bank and Trust Co., Winston- 
Salem, N. C. Other participants to 
be announced later. 


Luncheon 
12:45 P.M., Grand Ballroom 


Address by W. Randolph Burgess, 
Under Secretary of the Treasury for 
Monetary Affairs, Washington, D.C. 
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New Customers Statement 


Tue Northern Trust Co. of Chicago 
announces the development of new 
statements of account and invest- 
ment for trust department customers 
which the bank officials believe to 
be the most comprehensible reports 
of their kind yet adopted by a major 
banking institution. 

In making the new reports con- 
cise and easily understood, trust of- 
ficers of the Chicago bank have all 
but eliminated the abbreviations and 
symbols which perplex persons, un- 
familiar with accounting terminol- 
ogy. Instead, cash transactions and 
investments are described in sen- 
tences and paragraphs which read 
very much like a narrative letter. 

The new statéments, which have 
evolved from two years’ research on 
the subject, have been put into use 
gradually by the Northern Trust 
since mid-year. Initial reaction from 
the bank’s trust customers has been 
highly enthusiastic. 

Adoption of the reports was made 
possible by the full utilization of 
the most modern accounting and 
tabulating equipment available. 

The bank has acquainted mem- 
bers of the legal profession with the 
new reports, and a number of law- 
yers have complimented it on tak- 
ing the step. 


Lawyers Meeting 


Tue Hanover Bank of New York 
was host recently to 45 young law- 
yers from New York, New Jersey, 
and Connecticut at a recent Young 


Lawyers’ Trust Conference at the. 


bank’s main office. 

Designed to maintain the good- 
will of the law profession, the con- 
ference was the third in the Han- 
over’s 1954 program. 

The all-day session embraced all 
phases of trust work, a tour of the 
bank, luncheon in the board room, 
and a “coffee break’ in mid-after- 
noon. 


Correspondents Conference 


A ROUND table discussion of the 
new Federal income tax code as it 
applies to trusts and estates was 
held recently by the income tax de- 
partment of The Bank of New York. 
A number of representatives of the 
bank’s correspondent banks were in- 
vited to participate. 

The program, which began at 10 


A.M. and lasted until 4 P.M., with 
time out for lunch in the bank’s 
dining room, consisted of a brief 
discussion of the changes in the 
code, reports of congressional com- 
mittees, and other related matters, 
The balance of the program took 
the form of a discussion of problems 
at the operating or “grass roots” 
level. 


Budgetary Control Study 


NEW study, Suggested Proced- 
ure for Budgetary Control of Trust 
Department Expenses, has just been 
completed by John M. Cookenbach, 
assistant vice-president, The Penn- 
sylvania Co., Philadelphia, and other 
members of the A.B.A. Trust Divi- 
sion’s Committee on Operations for 
Trust Departments. 

Reporting on the study in the De- 
cember Trust Bulletin, Mr. Cooken- 
bach said that in answer to the ques- 
tion ‘Why did you establish budg- 
etary control of expenses,’’ trustmen 
in. general said “‘ ‘It’s just good busi- 
ness, and a policy of expense con- 
trol is considered advisable to make 
departmental heads cost - conscious 
and to give management factual 
data on the costs of doing busi- 
ness.’ ”’ 

“The questionnaire also revealed,” 
he said, “that the responsibility for 
developing the budget figures—and 
periodically following up the results 
obtained—rests with a budget com- 
mittee of senior trust officers.” 


Trust School 


More than 260 trustmen from 46 
of the 67 Pennsylvania counties at- 
tended the two-day trust school in 
Harrisburg sponsored by the Trust 
Division of the Pennsylvania Bankers 
Association, according to Robert A. 
Bodine, Philadelphia, chairman of 
the Trusts Development Committee. 
The program included talks on es- 
tate planning and the provisions of 
the new Internal Revenue Code. 

Each registered delegate received 
a note-taking manual, which in- 
cluded an appropriately captioned 
page for each speaker. In the case 
of talks on the effect of provisions 
of the new code on estates and 
trusts, the manual contained digests 
of the main points covered by the 
speakers. This made it easier for 
the audience to follow the remarks 
of speakers and to take home valu- 
able reference material. 
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CALENDAR 


American Bankers Association 


Jan. 
Feb. 
Mar. 
Mar. 


Mar. 


16-18 
21-23 


Mar. 
Mar. 
Mar. 24-25 


Apr. 17-19 


May 30- 
June 3 
June 18-25 


Sept. 25-28 


January 1955 


Eastern Secretaries Conference, Wash- 
ington, D. C. 

Mid-Winter Trust Conference, Waldorf- 
Astoria, New York City 

National School Savings Forum, Statler 
Hotel, New York City 

Savings and Mortgage Conference, Stat- 
ler Hotel, New York City 

Graduate School of Banking, Spring 
Faculty Conference, Columbia Univer- 
sity Club, New York City 

Monetary Conference, Arden 
Harriman, New York 

Instalment Credit Conference, Jefferson 
Hotel, St. Louis 

Agricultural Commission Annual Meet- 
ing, Lafayette Hotel, Lexington, Ky. 

Executive Council, Spring Meeting, The 
Greenbrier, White Sulphur Springs, 
W. Va. 

American Institute of Banking Conven- 
tion, Miami, Florida 

Graduate School of Banking, Rutgers 
University, New Brunswick, N. 

81st Annual Convention, Chicago, II] 


House, 


State Associations 


Wisconsin, Midwinter Conference, 
Schroeder Hotel, Milwaukee 

Arkansas, Agriculture Credit Confer- 
ence, Little Rock 

New York State Midwinter Meeting, Ho- 
tel Commodore, New York City 

Louisiana, Midwinter Conference, Louisi- 
ana State University, Baton Rouge 

New Jersey, Graduate Bankers Seminar, 
Princeton University 

Pennsylvania, Bank Operations Clinic, 
Philadelphia 

West Virginia, 
Clarksburg 

Illinois, Midwinter Conference, Palmer 
House, Chicago 

Vermont, Midwinter Meeting, Burlington 

Ohio, Midwinter Meeting, Neil House, 
Columbus 

Florida, Boca Raton Hotel, Boca Raton 

New Jersey, Public Relations School, 
Princeton University 

Georgia, Bon Air Hotel, Augusta 

Alaska, Elks Club, Ketchikan 

Louisiana, Buena Vista Hotel, Biloxi, 
Miss. 

New Jersey, 
Atlantic City 

Oklahoma, Mayo Hotel, Tulsa 

Tennessee, Greystone Hotel, Gatlinburg 

North Carolina, The Carolina Hotel, 
Pinehurst 

Missouri, Muehlebach Hotel, 
City 

Delaware, du Pont Hotel, Wilmington 

Indiana, French Lick Springs Hotel, 
French Lick 

Ohio, Statler Hotel, Cleveland 

Kansas, Hutchinson 

South Dakota, Alonzo Ward Hotel, Aber- 
deen ‘ 

Texas, Texas Hotel, Fort Worth 

Mississippi, Buena Vista Hotel, Biloxi 

New Mexico, La Fonda Hotel, Santa Fe 

Alabama, Buena Vista Hotel, Biloxi, Mis- 
sissippi 

South Carolina, Francis Marion Hotel, 
Charleston 

Maryland, Claridge Hotel, Atlantic City 

California, Fairmont Hotel, San Fran- 
cisco 


Midwinter Conference, 


Chalfonte-Haddon Hall, 


Kansas 


May 


May 
May 
May 


22-25 


23-25 
27-28 
28- 


June 2 


June 
June 
June 


June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 
June 


June 
June 


June 


3- 4 
3- 4 
4 


5- 7 

8-10 

8-12 

9-11 
10-11 
10-11 
12-14 
13-15 
15-17 
16-18 
16-18 
17-18 
19-21 
20-22 
20-26 
24-25 


24-26 


June 30- 
July 2 


Sept. 


Sept. 


Oct. 


Oct. 
Oct. 


Oct. 


Mar. 
Apr. 
May 


June 


8-10 


15-17 
3- 4 


11-12 
17-18 


23-24 


5-18 


July 24- 
Aug. 6 


Aug. 


Oct. 
Oct. 


7-19 
9-13 
26-29 


Oct. 31- 


Nov. 
Nov. 


Nov. 3 


13-16 
14-18 


Pennsylvania, Chalfonte-Haddon Hall, 
Atlantic City 
Arkansas, Arlington Hotel, Hot Springs 
North Dakota, Gardner Hotel, Fargo 
West Virginia, S. S. Queen of Bermuda, 
Cruise 
Utah, The Lodge, Sun Valley, Idaho 
Wyoming, Sheridan 
Equinox Hotel, Manchester, 
t. 
Oregon, Empress Hotel, Victoria, B. C. 
Illinois, Jefferson Hotel, St. Louis, Mo. 
Dist. of Columbia, The Homestead, Hot 
Springs, Va. 
Massachusetts, 
Swampscott 
*New Hampshire, Hotel Wentworth-by- 
the-Sea, Portsmouth 
*New Hampshire, Mutual Savings, Hotel 
Wentworth-by-the-Sea, Portsmouth 
Idaho, The Lodge, Sun Valley 
Minnesota, Radisson Hotel, Minneapolis 
New York, Lake Placid Club, Lake 
Placid 
Colorado, 
Springs 
Montana, Canyon Hotel, 
National Park 
Vermont, Equinox House, Manchester 
Washington, Davenport Hotel, Spokane 
Wisconsin, Schroeder Hotel, Milwaukee 
Virginia, The Homestead, Hot Springs 
New Jersey Mutual Savings, Monmouth 
Hotel, Spring Lake 
Maine, Poland Spring House, 
Spring 


New Ocean House, 


Colorado Hotel, Glenwood 


Yellowstone 


Poland 


Michigan, Hotel Statler, Detroit 
Massachusetts Savings Banks, Mt. Wash- 
ington Hotel, Bretton Woods, New 
Hampshire 
Maine Savings Banks, 
House, Poland Spring 
New York Mutual Savings, 
Hotel, Washington, D. C. 
Nebraska, Cornhusker Hotel, Lincoln 
Connecticut Mutual Savings, Mountain 
View House, Whitefield, N. H. 
Iowa, Fort Des Moines Hotel, 
Moines 
*Joint convention 


Poland Spring 


Shoreham 


Des 


Other Organizations 


Independent Bankers Assn., New Willard 

Hotel, Washington, D. C. 

American Safe Deposit Association, 
Hotel John Marshall, Richmond, Va. 
National Association of Mutual Savings 
Banks, Chalfonte-Haddon Hall, Atlan- 

tic City, N. J. 

School of Banking of the 
Louisiana State University, 
Rouge, La. 

School of Financial Public Relations, 
FPRA, Northwestern University, Chi- 
cago 

School of Consumer Banking, University 
of Virginia, Charlottesville 

National Association of Bank Auditors 
and Comptrollers, Denver, Colorado 

Consumer Bankers Association, Hotel 
Sans Souci, Miami Beach, Fla. 

Mortgage Bankers Assn. of America, 
Statler and Biltmore Hotels, Beverly 
Hills, California 

Robert Morris Associates, Dallas, Texas 

Financial Public Relations Association, 
Hollywood Beach Hotel, Hollywood, 
Florida 


South, 
Baton 
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Let this 
Machine 

Type Your 
Repetitive 
Correspondence 


Auto-typist 5100 
—one of six 
available Models 


Automatic Typing can Slash 
your Correspondence Costs 


With well over half of the 
standard office correspond- 
ence falling into the routine 
category, why not have a 
machine do this typing? The 
Auto-typist method of pre- 
composed letters or para- 
graphs offers a definite saving 
to every aggressive organiza- 
tion. 

Auto-typist machines, oper- 
ating any standard office type- 
writer, can produce neat error- 
free personal letters at 21, 
times the speed of your fast- 
est typist. 

Let us show you how Auto- 
typist can cut your typing 


costs. Mail coupon and we'll 
send you full information. 


American Automatic Typewriter Co. 
Dept. B-1, 2323 N. Pulaski Road 
Chicago 39, Illinois 

Company & Title. 
Address 


Zone... State_____ 


An Easy Way to Make Friends 


(CONTINUED FROM PAGE 54) 
to women, the other to men. The 
purpose, it explains, is to offer 
“helpful ideas from the bank ‘By 
the Waters of Minnetonka’.”’ 

Each is preceded by a note from 
the president, Alvin C. Frick. To 
the present customer, Mr. Frick 
says, among other things, that the 
bank wonders whether the service 
is the best possible, and that the 
newsletters, to follow at intervals, 
are designed to help the customer 
take full advantage of the bank. To 
prospects goes a note calling atten- 
tion to the convenience of banking 
in the home town, although “there 
will always be a few services (such 
as administration of trusts) which 
big city banks are in a better posi- 
tion to offer.” The newsletters, it 
adds, will be coming along to tell 
the prospect more about the Way- 
zata State. 


Then the Questions 


After the three “Banknotes” have 
been received, Mr. Frick sends a 
followup letter, explaining that the 
bank wants to do everything pos- 
sible to “make banking here pleas- 
ant and convenient for you.” He 
therefore would like two questions 
answered: 


1. Is there anything about the Way- 
zata State Bank you don’t like? 
0D. 
2. Is there any way we could im- 
prove our service for you? 


If the customer checks a “Yes,” 
he’s asked to give his reasons. And 
he’s invited to add any comment. 

The followup to prospects also in- 
cludes two questions: 


1. Have you ever visited the new 
Wayzata State Bank? 
2. Would you consider using this 
bank for any part of your bank- 
ing needs? 
YES....MAYBE....NO.... 


Returns come directly to the pres- 
ident. About 77% of the customers 
and nearly 50% of the non-cus- 
tomers are responding, says Mr. 
Blackmarr. 

“During the past year the cam- 
paign was directed, in easy stages, 
to about 2,000 families living in the 
Minnetonka area. Before we are 
through we will have covered a total 
of some 4,000 families. 

“We are pleasantly surprised by 
the cost. The whole job will come 
to no more than we spend on our 
regular newspaper advertising 
which, by the way, has been closely 
tied in with the job. Even more im- 
portant, we are doing all this with- 
out disrupting our routine or add- 
ing anyone extra to our staff, unless 
you could count the help of an ad- 
vertising agency man who has some 
spare time on Saturday mornings. 

“Naturally, we intend to continue 
this easy, effective way of making 
and keeping friends.” 


Approximately 150 paintings and sculptures were displayed in the lobby of 

the Fidelity-Philadelphia Trust Co. at the annual exhibit of Philadelphia’s 

Community Art Centers. The bank’s president; Howard C. Petersen, awarded 
prizes to the winners at the preview, pictured 
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Public Relations 


(CONTINUED FROM PAGE 54) 


were opened. Each owner got a cer- 
tificate spendable at any of 62 
Northgate stores. 

The entire promotion was sup- 
ported by an extensive advertising 
campaign that included direct mail, 
radio and newspapers. 


Briefly Told 


Special Section 


“Know Your Bank Week” was 
promoted by the BERGEN COUNTY 
(N. J.) BANKERS ASSOCIATION with 
the aid of a special section of the 
Bergen Evening Record, published 
in Hackensack. Illustrated feature 
stories covered a wide variety of 
bank activities. 


Personality in Print 


THE First NATIONAL BANK OF 
CHICAGO is distributing to corre- 
spondents a brochure, “Building a 
Bank’s Personality in Print.” Ex- 
amples of its departmental adver- 
tising are presented. 


Financial Exhibit 


Two banks participated in a “Fi- 
nancial Exhibit and Forum” held in 
Pittsburgh to help inform the pub- 
lic on the operations of the finan- 
cial community. MELLON NATIONAL 
BANK AND TRUST Co. sponsored a 
display explaining banking’s place 
in the American economy. PEOPLES 
First NATIONAL BANK & TRUST 
Co.’s exhibit portrayed the move- 
ment of the city bank to suburban 
areas in the interest of wider ser- 
vice. 


50,000 at Home Show ‘ 


More than 50,000 persons visited 
“Home-A-Rama,” a week-long home 
show sponsored by THE MEADOW 
Brook NATIONAL BANK at West 
Hempstead, N. Y. Exhibits of in- 
terest to home owners were dis- 
played by over 100 firms. There was 
also an extensive entertainment pro- 
gram. 


Banking Map 
The INDIANA NATIONAL BANK of 
Indianapolis distributed to corre- 
Spondents and large correspondent 


accounts a map showing the banking 
towns in the state. 
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123rd Annual Statement 


THE BANK OF 
NOVA SCOTIA 


Established 1832 


H. L. ENMAN C. SYDNEY FROST 
President General Manager 


CAPITAL AUTHORIZED 
$25,000,000 
CAPITAL PAID-UP 
$15,000,000 


REST ACCOUNT 
$35,000,000 


Condensed Statement as at 
31st October, 1954 


ASSETS 


Cash, clearings and due from banks $161,196,952 
Canadian Government securities not exceeding 
market value 225,358,436 
Other bonds and stocks, not exceeding market 
42,395,259 
Call loans (secured) 89,732,326 
Other loans and discounts (less provision for 
estimated loss) 478,715,349 
Customers’ liability under acceptances and 
letters of credit (as per contra) ........... 17,608,276 
Bank premises 
Controlled Company 
Other assets 
$1,029,123,837 
LIABILITIES 


Deposits $957,755,826 
Acceptances and letters of credit outstanding 17,608,276 
Other liabilities 3,235,242 

$978,599,344 


Shareholders’ Equity 

Capital paid-up $15,000,000 
Rest account 35,000,000 
Undivided profits 524,493 50,524,493 


$1,029,123,837 


GENERAL OFFICES: TORONTO, CANADA 


Branches across Canada and in 
JAMAICA CUBA PUERTO RICO 
DOMINICAN REPUBLIC TRINIDAD 


LONDON, ENG. NEW YORK, U.S.A. 
108 Old Broad St. 37 Wall St. 
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Operating Procedures 


(CONTINUED FROM PAGE 51) 


gardless of a mortgage on the crop. 
The non-disturbance agreement is 
used in cases where the applicant 
has obligations maturing prior to 
the due date of the bank’s mortgage. 
Execution of this protects the bank 
until its indebtedness has been paid. 

On many credit lines a form of 
guarantee is advisable, especially 
when real estate owned by man and 
wife is the collateral, and the obliga- 
tion of the wife is wanted. 

In loans secured by cash value of 
life insurance, consider a uniform 
life insurance agreement assignment 
as well as a release of the assign- 
ment. The A.B.A. provides these 
forms. 

A financial history to record bal- 
ance sheets figures over a period of 
years is a must in many credit files. 

Speaking of credit files, Mr. Bel- 
lamy suggested that the cabinets 
housing them should be convenient 
to the loan officer’s desk; they 
should also be locked because bor- 
rowers like to feel that their finan- 


cial affairs are kept in confidence. 

When a first loan is made, write 
the borrower’s history. Keep income 
and expense statements, deprecia- 
tion schedules, copies of subordina- 
tion agreements, leases, partnership 
agreements. A cardinal principle of 
the credit file is ‘“Write It,” even as 
simple memoranda in longhand or 
typewriting. 


Investment Programs 


HE possibility of a decrease in 

the demand for loans has made 
consideration of investments more 
important than in recent years, F. 
Osborne Elliott, executive vice-pres- 
ident, Elliott State Bank, Jackson- 
ville, Ill., told the First National 
Bank in St. Louis conference. 

Banks should set up long-range 
investment programs, tailored to 
their overall resources and gauged 
to recent and anticipated demand 
for different types of loans. 

In drafting an investment pro- 
gram, consider the nature of your 
community (agricultural or indus- 
trial); local economic conditions 
(stable or subject to wide fluctua- 


This porter’s-eye view of Vice President 
Evans is repeated many times a year— 


and in many cities. He and his corre- 
spondent staff work on the theory that 


personal contacts with bankers in other 
localities are essential . . . that the best 


place to deal with a banking problem is on 
the spot. This philosophy is not new, of 
course, but perhaps it will prove so in 


your case. 


THE FIRST NATIONAL BANK 
OF PHILADELPHIA 


PHILADELPHIA 1, PA. 


Harry C. Carr, Chairman of the Board 
B. President 


Member Federal Deposit Insurance Corporation 


tions); your deposits (variable or 
stable, declining or rising). 

Seventy-five to 80% of most 
smaller banks’ investible funds 
should probably be in government 
bonds, their maturities primarily 
determined by fluctuations of loans 
and deposits. A certain percentage 
should be in one-year paper; a 10- 
year maturity should probably be 
the limit. 

Don’t restrict investment in tax- 
free municipals to bonds of your 
home and nearby communities. In 
many cases these securities have 
little market elsewhere. Nearly all 
your loan risk is in your own area 
and it isn’t best to concentrate your 
municipal investments there, too. 

A smaller bank should handle its 
own portfolio, but should use cor- 
respondent assistance in statistical 
services, analysis and management. 


III AA AAA AA AAAS AAS 


A patriot is a person who saves 
enough of his salary each week to 
pay his income tax. 


The modern idea of roughing it is 
to camp out without a television set. 
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Remington. Fland. 


BETTER BUSINESS METHODS 


For 


Remington Rand punched-card 
checks can be folded to slip easily 
in this smaller kit (especially 
handy for women) and still be 
used in automatic machine pro- 
cedures. 


Through Lower 


Automatically-printed register head- 
ing serves as mailing address, 


Customers appreciate the 
handsome, durable wallets 
... like the personalized 
checks, deposit and reorder 
cards. System is equally ap- 
plicable whether checks are 
charged for when supplied 
or when paid. 


Men’s kit folds to 
convenient pock- 
et size. 


Banks Are Finding Use Of 
Punched Cards For Special Checking 
Accounts Profitable! 


The use of Remington Rand 
punched cards as checks on spe- 
cial checking accounts is very 
much on the increase. This prac- 
tice is now established as practi- 
caland profitable, whether checks 
are sold or charged. One user 
found it possible to reduce. per- 
sonnel for the same volume of 
transactions from 35 to 13 cleri- 
cal units. In addition, the cost of 
overtime work and extra peak 
load equipment and work space 
was eliminated. 

Here are a few of the auto- 
matic methods resulting from the 
use of punched cards: personal- 
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izing the customer’s checks ; sort- 
ing checks, deposits and other 
transaction items; preparing the 
daily journal; computing ledger 
balances; producing itemized or 
summarized customer state- 
ments; verifying statement bal- 
ances; listing trial balances. With 
Remington Rand punched-card 
equipment it’s not necessary to 
use a separate work card. 

Get all the facts about the new 
Remington Rand punched-card 
method for special checking ac- 
counts. See your local represent- 
ative or circle TM925 in the 
coupon. 


Profits 
Costs 


Greater 


Efficient Stock Counters 
and Savings Ledger Desk-Safes 
Pay Off For Los Angeles Bank 


The Farmers and Merchants Na- 
tional Bank of Los Angeles finds 
Remington Rand handsome 
Stock Counter units give tellers 
more efficient work stations... 
and Savings Ledger Desk-Safes, 
located one step back of each 
teller, result in big time savings, 
and provide maximum certified 
protection for signature and 
ledger cards throughout the 
banking day and at night. 


Get full particulars on how these 
modern efficient stock counters 
(which fit perfectly into any re- 
modeling or rebuilding plans) 
brought favorable comments 
from depositors and how Saving 
Ledger Desk-Safes paid off “in 
time, security and customer serv- 
ice” at the Farmers and Mer- 
chants. Circle illustrated Case 
History CH953. 


Remington 


Room 1152, 315 Fourth Ave., New York 10 
Kindly send literature circled. 


TM925 CH953 


Zone State 


B-18 
---.Profit-Building IDEAS For Business... 
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More Grass + More Milk = More Money 


(CONTINUED FROM PAGE 72) 


Preparations for four pasture field 
days were begun early in the year. 
The county agent and farm planner 
had set up pasture cages on four 
demonstration farms. By mid-Aug- 
ust the total growth of unimproved 
blue grass could be readily com- 
pared with the renovated pastures 
of alfalfa, brome grass, and clover. 
When farmers visited the farms 
they were amazed at the production 
of the renovated areas. 


| 


N 


Vocational agriculture teachers, 
veteran trainers, representatives of 
Lions and Kiwanis clubs, 4-H mem- 
bers, and machinery dealers all 
pitched in to tell the story of pasture 
renovation. The 350 farmers attend- 
ing saw worn out blue grass hill- 
sides ripped up in preparation for 
liming, fertilizing, and seeding in 
the spring. They heard specialists 
from the Wisconsin College of Ag- 
riculture tell about rotation grazing, 


ARE YOU LOOKING TOWARDS PERU... ? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since its 
foundation 65 years ago. If you are interested in doing 
business in Peru, a letter addressed to us will assure 
you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 


Head Office 


LIMA 


76 Offices Throughout the Country 


CAPITAL - $/.80,000,000.00 


SURPLUS - S$/.63,529,883.49 


"Peru's Oldest National Commercial Bank" 


LEVEL-UP Zour “7ime Payments 


with ALLISON’S NEW PAYMENT COUPON BOOK 


An increase of 30% in LEVEL payments was 
reported by Mr. E. L. Moffett, writing in “Time 
Sales Financing.” He is using Allison's NEW 
Coupon Books, which accentuates Perforations. 
“We find” he writes “that having the exact 
amount of payment on each coupon has a 
marked effect on the percentage of exactly 
level payments received. After the system had 
been in operation for six months it was found 
that the average percentage of exact pay- 
ments was 91 per cent as compared to 70 
per cent prior to the use of coupons.” 


7 WAYS 
TO PROFIT 


@ Faster Window Service 
@ ideal for Mail Payments 
@ More Level Payments 

@ Lower Follow-up Costs 


@ Reduced Loan Acquisi- 
tion Costs 


Increased Accuracy 
@ Reduces Posting Time 


immediate profits, proven in so many cases, are so 


Sie” BLACK CIRCLED 
PERFORATIONS 


great that it is unwise to delay learning all about the 
NEW improved payment book. Write for samples and 
full information. No obligation. No cost. 


ALLISON COUPON COMPANY, INC. 


, INDIANAPOLIS 6, INDIANA 


renovation, and fertilization. At 
every field day a banker told why 
banks are interested in greener 
pastures. 

“We want to help,” said farm 
machinery dealers when they heard 
about the project. The J. I. Case 
Company sent a pasture film to be 
used for a year in the county. Over 
1,800 farmers who attended Exten- 
sion Service meetings during the 
year saw the film. Machinery people 
helped in other ways. They loaned 
machinery for the field days, bought 
advertising for the special edition, 
and talked pasture improvement in 
their shops. Dairy plants seed and 
fertilizer dealers also endorsed the 
program. 


Bank Buys Digger 


Gus Fondrie, president of The 
Reedsburg Bank, felt that a short- 
age of renovation equipment was 
one of the bottlenecks of the pro- 
gram. He arranged for the bank to 
buy a digger to be used free of 
charge by any farmer enrolled in 
the program. 

“When farmers found out that 
they could walk into the bank and 
schedule the machine without obli- 
gation, they were convinced that we 
were sincere in our efforts,” says 
Charles Claridge, president of the 
Sauk County Bankers Association. 


Recognition Dinner 


A recognition dinner for the 114 
farmers enrolled was recently held. 
Farmers and bankers sat down to- 
gether for an evening of food, en- 
tertainment, and a discussion of 
farm problems. Each bank invited 
the farmers it had enrolled. 

“This pasture program has been 
the finest public relations and 
community service program we've 
worked on,” says Bob Peck, Baraboo 
banker and former chairman of the 
Public Relations Committee of the 
Wisconsin Bankers Association. 

And farmers have profited from 
the program too. Alvin Noth, field- 
man for the grade “A” producers 
of Hillpoint Cooperative Dairies 
says, “About one-third more milk 
is produced by farmers using the 
Green Pastures Program.” 

Rome wasn’t built in a day. Nor 
are all of Sauk County’s pastures 
now lucious legumes and grass. But 
there has been a change in attitude 
teward pastures. More and more 
farmers are regarding pasture as 
an important crop. 
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Hitch on to this 


new source 
of bank loans 


The amazing Fast-Hitch shown here is standard equip- 
ment on all new Farmall tractors. With this work- 
saving device the farmer is able to do more jobs than 
ever before. With a simple back . . . click! . . . and go, 
he switches implements in seconds, is ready for a 
variety of jobs. The new Farmall tractors all feature 
years-ahead “firsts” that make farming jobs easier and 
more profitable. 


Here is the Farmall 400—the leader of five new 
Farmall tractors. To the farmer, these modern, up-to-the-minute performers mean 
added savings in time, work—and, in the long run, money. And, to the banker who 
furnishes farmers with installment credit for buying Harvester products, these 
tractors represent working collateral. Tractors like the Farmall 400 are but an- 
other example of Harvester’s famous equipment that pays for itself in use! 
Most IH dealers now use the IH Income Purchase Plan of Selling. This financing 
arrangement permits the farmer to pay for his purchases as he profits through 
their use. It is added assurance to the banker of repayment of the farmer’s loan. 
Call your nearest IH dealer for detailed information about this plan ...and check 
on how it can mean profitable future business for your bank. 


INTERNATIONAL Hd HARVESTER 
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Ot now SENSIMATIC 


Burroughs presents the complete Sensimatic 
bank bookkeeping machine with automatic check count 


24.18* 
108 
1,589.69" 
16,471.59" 
1,895.40 


36623548 
3,726.29" 
AUTOMATIC CHECK COUNT ; 


AUTOMATIC REGISTER TOTALING 45029* 


On your statement and journal, Sensi- 
matic gives you an automatic count of 
checks printed on each account. Register 
totaling is easy. With one touch of the 
motor bar, Sensimatic prints net totals 
of old balances, activity count and totals 
of checks and deposits, and new balances. 


Here’s the machine that’s starting talk wherever AUTOMATIC REGISTER TOTALING 
bankers get together. It’s the new Burroughs 
Sensimatic Bank Bookkeeping Machine. There is 
no other bookkeeping machine quite like it. There 
is no other machine that does so much . . . so 
fast, so economically. 


Totals of old balances, activity count, and 
totals of checks and deposits, and new balances 
are automatically accumulated. These totals 
are available with just a turn of the job selector 
knob and one touch on the motor bar. 

Here are just a few of the features bankers are 


talking about: SIMPLIFIED ERROR CORRECTION 


AUTOMATIC CHECK COUNT 


To correct check and deposit errors, the oper- 
Completely new, completely automatic check ator simply indexes the incorrect amount and 
count—either progressive or non-progressive depresses one of two special keys—EC (check 
for whatever system you prefer to use. error correction), DC (deposit correction). 
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37 452~- 23 a3 111344 \ 35) 
48050~ 911-73 ec 24 911-73 | \ 25.00* 278 6,006.00* 
125727 8 e056 | 
e 
11655 - 34.757 50 30 \ \ \ \ 36.88 + pec 19°94 24,089.69 * 
} \ 
\ \ \ \ pec 19°94 19 666.09 * 
\ \ 30,00 pec 19°94 58 23,744.04" 
| \ yec 3 405.20* 
\ \ \ \ 0.00 nf vet 19°34 13,230.49 | 
\ 
41,5675* * 1,875-367 578.06~ 
456.66~ 333.00~ ec 19°94 215 
29230+ 300.00 ~ 300.00 +! pec 19°94 16 
1,10749% + 42.40° 950004 pec 19°94 2 
14,2 5.00+ pec 19°94 142 | 
45.76- 89.44- 300.00* pec 19°94 18 
| 
276.88+* yec 1994 71 | 
+ vee 19°94 22 
2,566-30* + 350.87~ 
1,560.00 * * 411266 
+ 412597 
1,80555* + 46615 34.757 pec 19°94 3 
220,851-82* * 207,8 
222 34,06098* * 24 21,011.26 * * 
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Another big advantage of this new Burroughs 
Sensimatic is its ability to be both an accounting 
machine and an adding machine. The platen is 
split for a list-posting tape. Check lists may be 
prepared during the posting operation. Trial 
balances and miscellaneous listing may be per- 
formed independently. And a turn of the job 
selector knob converts this versatile Sensimatic to 
handle additional accounting operations as well. 


All these automatic features make this Burroughs 
Sensimatic simple to operate and practically 
error-proof. This, of course, means fast, accurate 
posting and high economy. 
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Why not see the new Burroughs Sensimatic Bank 
Bookkeeping Machine in action? Your Burroughs 
man will be happy to give you a complete demon- 
stration. Call him soon. Burroughs Corporation, 
Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE’S | Burroughs 
& 
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AMERICAN EXPRESS 


INSTANT ACCEPTANCE —with no questions asked! 


The original travelers cheque — instantly 
recognized and accepted throughout the world. 


ON-THE-SPOT REFUNDS —in case of loss or theft! 
At any of the hundreds of American Express 


Offices in the U.S.A. or abroad. 


EXCHANGE OF TRAVELERS CHEQUES — 

without charge! 

Large denomination travelers cheques ex- 
changed for smaller ones—at no extra cost to 
your customers. 


TRAVELERS CHEQUE DELIVERY —by mail or cable! 
For travelers who desire additional funds, 


American Express does 
more for you by doing 
more for your customers! 


American Express makes delivery anywhere in 
the free world. 


TRAVEL INFORMATION—around the world! 
American Express offers complete hotel, travel, 
ticket, and auto rental information. 


REPRESENTATIVES IN UNIFORM— 

at terminals abroad! 

Friendly representatives help your customers 
at principal docksides, airports and rail ter- 
minals abroad. 


MAIL SERVICE—at all American Express Offices! 
Customers’ mail is received and forwarded 
at all American Express Offices. 


AMERICAN EXPRESS TRAVELERS CHEQUES 
Since 
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Regulation A 


Revision 


4 connection with the proposed 
revision of Regulation A, relat- 
ing to advances and discounts by 
Federal Reserve banks, the Reserve 
Board has invited “from interested 
persons any relevant data, views, 
or arguments.” (See also page 
136.) 

In accordance with this sugges- 
tion, the following letter has been 
sent to the Board of Governors by 
Dr. E. Sherman Adams, deputy 
manager of the American Bankers 
Association in charge of the De- 
partment of Monetary Policy: 


“This is in response to your in- 

vitation to interested persons to 
comment on the proposed revision 
of Regulation A relating to member 
bank borrowing from Federal Re- 
serve Banks. 
_ “The System’s policies with re- 
spect to discounts and advances are 
naturally a matter of importance to 
bankers. They affect the actions of 
individual banks and, far more im- 
portant, they have a significant 
bearing upon the effectiveness of the 
System’s efforts to promote eco- 
nomic stability and growth. 

“It is widely agreed that the bet- 
ter your policies are understood, the 
more effective they will be. Your 
proposal to clarify Regulation A is 
therefore welcome. Also, the op- 
portunity to comment on it is greatly 
appreciated. 

“This letter, too, is prompted by 
a desire to contribute to clarifying 
this subject. To this end, may I 
summarize in non-official language 
what seems to be the main intent 
of the proposed changes in the offi- 
cial language of the regulation? In 
doing so, it may contribute to brev- 
ity and clarity to use the term ‘re- 
discount policy’ to refer to the atti- 
tude of the Reserve banks with re- 
spect to member bank borrowing. 

“The chief significance of the re- 
vision, it would seem, is the shift 
of emphasis in describing the gen- 
eral principles on which rediscount 
policy is to be based. The old word- 
ing focused attention on the indi- 
vidual borrowing bank and _ the 
soundness of its operations. The 
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39,000 missing 


...and so was one 


of our trusted employees! 


(Based on Company File #130975) 


We thought ourselves pretty good 
judges of character. But how wrong 
we were! 

You see, we hired a woman for a 
job that included handling cash and 
doing bookkeeping. She was mar- 
ried. Had three children—all in 
school. Last job in the East. 

She seemed capable and we had 
no reason to question her honesty, 
so we took her on. That turned out 
to be a mistake. 


A routine audit eight months 
after she came with us disclosed 
many irregularities in her accounts. 
We started an investigation. But the 
woman and her family suddenly 
disappeared. 

It didn’t take long to find out 
why. She had been systematically 
stealing funds almost from the first 
day she started work. All told, in 
just seven months on the job, she 
had taken over $39,000! 


In such a situation, an unprotected employer may get left holding 
the bag. And the adverse effects on his financial position may 
also be cause for concern to his banker. 

So far, of course, none of your customers may have fallen 
victim to an embezzler. But if one should, he need not lose 


money because of it. 


A Hartford Blanket Fidelity Bond offers solid protection against 
the risk of employee dishonesty. It covers all employees. It pays 
for loss of cash, merchandise, or other company property stolen 


by any of them. 


Remind your customers that their Hartford Accident 
and Indemnity Company Agent or their insurance broker 
will be glad to explain this important coverage in detail. 


Year in and year out you'll do well with the 


Hartford : | 


Hartford Fire Insurance Company °* 


Hartford Live Stock Insurance Company 


Hartford Accident and Indemnity Company 


« Hartford 15, Connecticut 
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“The Royal 
is an old friend 


Whenever American bankers want to get 
things done for customers with interests in 
Canada, they know they can count on the 
Royal Bank for exceptional facilities 

and enthusiastic, helpful service. 

The Royal Bank of Canada, Canada’s 
largest bank, has more than 730 branches 
from coast to coast. Each one provides 
all the usual “‘on-the-spot”’ banking services. 
And, in addition, the bank can offer you 
and your clients many other special 
services that go far beyond the realm of 
routine banking. 

We offer full cooperation in helping you 
serve the needs of clients interested in 
the opportunities presented by Canada’s 
expanding economy. 


Over 800 branches in Canada, the 


West Indies, Central and South America 
New York, London and Paris. 


Canada’s Largest Bank 


New York Agency— 
68 William Street, New York 5, N. Y. 


Total assets exceed $2,800,000,000 


proposed new wording emphasizes 
the relationship between the total] 
volume of member bank borrowing 
and the objectives of monetary 
policy. 

“This means, presumably, that 
at times rediscount policy may be 
influenced by the judgment of the 
Reserve authorities as to the effects 
that member bank borrowing may 
have upon the stability of the econ- 
omy. Under most circumstances, it 
should be possible for the Federal 
Reserve to regulate bank reserves 
effectively without altering redis- 
count policy. However, if con- 
fronted with a serious inflationary 
threat, the Reserve banks may pur- 
sue a general policy of discouraging 
member bank borrowing. In other 
words, the Reserve authorities may 
at times decide that, in the public 
interest, they should temporarily 
take down the ‘welcome’ sign from 
their discount windows, though they 
would presumably never replace it 
with a sign saying ‘closed.’ 

“This, of course, would not be 
new. It has been done on several 
occasions in the past. You doubtless 
have this in mind when you say that 
the new wording ‘is not intended to 
further restrict’ access to Federal 
Reserve credit. You might agree, 
however, that the revision would 
provide for more restraint on cer- 
tain occasions than was originally 
intended by the old wording. 

“Your reasons for this proposed 
shift of emphasis seem to be clear. 
As you point out, the effects of 
member bank borrowing are not lo- 
calized but influence the banking 
system as a whole. A strong case 
can obviously be made for having 
the Reserve System retain its free- 
dom of action to use rediscount pol- 
icy to combat inflation. 

“Some who read the _ proposed 
revision, however, may not under- 
stand its import, especially in view 
of your statement that the revised 
Foreword is designed ‘merely to re- 
state and clarify.’ If so, then the re- 
sponse you receive to your invita- 
tion for comments may be small 
and not particularly he!pful. This 
suggests that it might be desirable 
in some way to explain the signifi- 
cance of the revision—though not 
necessarily by changing the word- 
ing of the regulation itself. 

“On the other hand, it may be 
that the foregoing interpretation of 
the proposed revision is wrong. If 


(CONTINUED ON PAGE 124) 
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There are NATIONAL HOMES ja 


in Every Price Bracket! 


Two-level Hollybrook ““Custom-Line” —4 bedrooms, 2 baths 


The foremost producers of lower-cost homes offer 


NATIONAL HOME 
MORTGAGES ARE 
SOUND LONG-TERM 
INVESTMENTS . 


Inquiries are invited from financial institu- 
tions that may be seeking a continuous source 
of dependable long-term investments. 
Write: National Homes Corporation, 
Lafayette, Indiana. 


sizes and styles from $6,000 to $40,000 


Perhaps you think of National homes as being limited to 
budget-priced models. True, in this dynamic field National 
is the leader. But it also has a complete range of larger, 
beautifully styled homes selling up to $40,000. Thus the 
investor in National home mortgages enjoys the stability 
of a diversified group of home owners—each living in prop- 
erty well within his means. 


ONE OUT OF EVERY 48 HOMES BEING BUILT 
IN AMERICA TODAY IS A NATIONAL HOME! 
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only here, does your bank’s new quarters project get the benefit of 


TOP ARCHITECTURAL 
TALENT 


renowned designers from Europe, South 
America and other foreign lands... plus 
top men from U. S. design centers... plan 
together in our drafting rooms. 


highly specialized Architects and Engineers work as a Team on your project... 


Ordinarily, an individual bank would not be 
able to afford the cost of such highly-skilled 
international design talent. But the demand 
for our company’s services by so many banks, 
has enabled us to build and maintain this un- 
equaled creative staff. And, because of our 


Headquarters: ST. LOUIS, 9Tn & SripNEy STREETS 
Offices in: NEW YORK, 103 Park AVENUE 
ATLANTA, WESTERN UNION BLDG. 

SAN FRANCISCO, 275 Post Street 

MIAMI, 5204 West FLAGLER 

Operating Outside the Continental U.S. as: 

Bank BuILpING CORPORATION INTERNATIONAL 


‘teamwork’ designing methods, this outstanding 
array of architectural and engineering talent 
is able to contribute to every project we un- 
dertake. Thus... regardless of the size of your 
project or budget, your bank gets the benefit 
of top caliber planning .. . at no extra cost! 
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the same designers who create 
a big building like this...also work 
on small banks like this... 


To be successful, your 

new quarters project 

must pay off in higher 

operating efficiency 

smoother work flow, more 

new business. This means 

your selection of a designer is 

one of the most important decisions 

to make. During the past 42 years, 
we have designed thousands of successful 
banking projects. We invite you to take 
advantage of this experience by consult- 
ing with us. No obligation, of course. 


and you pay no premium for this talent! 


Our “teamwork’”’ methods of planning assure you of getting Send for your complimentary 
the top financial architecture, regardless of the size of copy of this factual report. 
your project, or its budget. Working as a team, we in- 
tegrate knowledge of banking operations with the latest 
techniques of architectural planning and design. And your 
project is carefully tailored to your budget. 


Mr. J. B. Gander, President 
BANK BUILDING AND EQUIPMENT CORP. OF AMERICA 
9TH AND SIDNEY STREETS, St. Louis, Mo. 
Send my free copy of: 
“‘WHAT HAPPENS TO BUSINESS AFTER A BANK MODERNIZES.” 
we contemplate 
( NEW BUILDING [) MODERNIZING OUR PRESENT BUILDING 


also creators of 
America’s Outstanding 
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NOW AMORTIZATION SCHEDULES 


WITH “‘PLUS-VALUES”’! 


York Tabulating Service announces their new YORK LOAN 
AMORTIZATION SCHEDULE, a companion product to the 
long established YORK RECORD. 


YORK LOAN AMORTIZATION SCHEDULES offer 12 math 
totals of both interest and principal payments. They also pro- 
vide space for entry of initial interest, plus spaces for entries 
of dates paid and/or check numbers. 


Here's another plus value—savings resulting from the con- 
venience of ordering both Records and Schedules from one 
source. 


A sample YORK LOAN AMORTIZATION SGHEDULE is 
included in our free booklet, Aspirin for the Mortgage Bankers’ 
Eternal Headache. Get your copy today ... at thé same time, 
check the other spaces below for information that interests you, 
and clip this ad to your letterhead. f 4 


) Send us your Single Debit Mortgage 
Accounting Procedures book. Price: 
$1.00. 


Send us your Single Credit Mortgage 
Accounting Procedures book. Price: 


tion 
return mail. 


for the Mortgage Bankers’ 
Headache. 


YORK TABULATING SERVICE, INC. 
227 EAST CLARKE AVENUE + YORK 4, PENNSYLVANIA 


( ) Send us your: free booklet, A Revolu- 
in. Mortgage Accounting, by 


Send us your free booklet, Aspirin 
Eternal 


MORE THAN 


$22.000 


FOR YOU AT AGE 65 


ONE OF THE MOST FAR-SIGHTED PLANS ever designed for the wise use of 
savings is offered for your earnest consideration by the SUN LIFE ASSURANCE 
COMPANY OF CANADA, a leading world organization in its field. By means of 
the plan, regular amounts of savings can be applied to provide, at age 65, a 
lump sum of more than $22,000 plus accumulated dividends... 


OR AN INCOME OF 
$150 MONTHLY FOR LIFE 


according to your choice. 


IF YOU DO NOT LIVE TO AGE 65, THEN AN AMOUNT 
OF AT LEAST $22,000 WILL BECOME IMMEDIATELY 
PAYABLE TO YOUR FAMILY OR YOUR ESTATE. 


By the way, the plan can be easily tailored to the amount of regular savings you can 
afford, with corresponding adjustments in the sums payable. 


Details are yours without obligation by just mailing the coupon below: 


SUN LIFE ASSURANCE COMPANY OF CANADA 
607 Shelby Street, Detroit 26, Michigan 


I should like to know more about your Special Income Plan, without incurring 
any obligation. 


Date of Birth 


Amounts quoted above are for men. A similar plan is available for women. 
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(CONTINUED FROM PAGE 120) 
so, then it is possible that others 
may misinterpret it too. This would 
also suggest the desirability of ad- 
ditional clarification. 

“Assuming, however, that the 
foregoing interpretation is reason- 
ably correct, the proposed revision 
of Regulation A would seem to be a 
desirable move toward clarifying this 
important area of Federal Reserve 
policy.” 


Genieve N. Gildersleeve 
Retires After 30 Years 


After 30 years of service with the 
American Bankers’ Association, 
Genieve N. Gildersleeve has retired 
as assistant secretary of the Trust 
Division and associate editor of the 
Trust Bulletin. 

Effective Jan. 1, she became sec- 
retary of an oil company and will 
be in charge of its New York office. 

Immediately prior to joining the 
A.B.A., Miss Gildersleeve was as- 


Genieve N. Gildersleeve 

sociated with Ivy L. Lee, public re- 
lations counsellors. During WW I 
she was with the American Ship- 
ping Mission in London and later 
was in Paris with the American Com- 
mission to Negotiate Peace. 

A graduate of Smith College, she 
is active in AAUN and other civic, 
political, educational, and patriotic 
groups. She is a native of Gilder- 
sleeve, Conn. 


A good many drivers seem to think 
the speed limit on a highway is what 
their cars can do. 
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Now-—after years of research 


\ 
\ A MULTI-BENEFIT PLAN FOR EMPLOYEES 
\ OF FINANCIAL INSTITUTIONS... 


"he Philabank Plan 


Sponsored Jointly by 


THE PHILADELPHIA NATIONAL BANK 


and 


THE MUTUAL LIFE INSURANCE COMPANY 
OF NEW YORK 


A complete employee benefit program providing 
lifetime retirement pensions, death and disability 
benefits, and widows’ pensions. 


The Philabank Plan offers broader benefits, is more 
flexible and less expensive. 


No large initial outlay for past service. 


A deposit relationship with The Philadelphia 
National Bank is not a requirement for participation. 


PHILABANK 


‘i or information write to 
SENEFITS FOR EMPY 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 
PHILADELPHIA 1, PENNSYLVANIA 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Farmers in ’55 


(CONTINUED FROM PAGE 68) 


pected to continue for many com- 
modities in the year ahead. 


Credit Needs Greater 


Production know-how that is ade- 
quately financed is a good invest- 
ment for both farmers and bankers. 
Farmers generally will need more 
credit in the year ahead to finance 
their operations. Adoption of effi- 
cient practices is a must if farmers 
are to continue competitive and fi- 
nancially stable in the year ahead. 

Bankers generally are familiar 
with the farm practices that pay. 


It is also Miners 
-and Farmers — 
Businessmen—and 
Tourists. All to- 
gether they are 
this bank. And we 
welcome your 
friends! 


consecutive 
dividends 


@ A quarterly dividend of 45¢ a 
share has been declared on the 
common stock of this company, 
payable on January 3, 1955, to 
shareholders of record December 
8, 1954. 

@ A quarterly dividend of $1.00 
a share has also been declared 
on the preferred stock of the com- 
pany. It too is payable on 
January 3, 1955, to shareholders 
of record December 8, 1954. 


ABBOTT LABORATORIES 
Manufacturing Pharmaceutical Chemists 
North Chicago, Illinois 


E. H. Volwiler, President 
November 26, 1954 


Country bankers should encourage 
farmers, through adequate finances, 
to adopt those practices that will 
pay. The ability of efficient farmers 
to repay loans in the year ahead 
should be about as good’as it was 
during the past year. The debt level 
probably will be higher by the end 
of 1955. 

The weather will be an important 
factor influencing farmers’ ability to 
pay in many sections of the country. 
Chances on the weather always have 
to be taken. 


Commodity Outlook Good 


The overall market prospects for 
most agricultural commodities are 
relatively favorable. In any year 


Dividend Announcement 


Massachusetts 
Investors 


‘Trust 


DECLARES ITS 
121s Consecutive Dividend 


The Trustees have 
declared a quarterly 
dividend of 31 cents a 
share, payable Decem- 
ber 24, 1954 to share- 
holders of record at the 
close of business De- 
cember 1, 1954. This 
dividend is_ entirely 
paid out of net income 
received by the Trust 
on its investments. 


ROBERT W. LADD, Secretary 
200 Berkeley Street, Boston 


The ARO EQUIPMENT CORP. 
Bryan, Ohio 


Dividend Notice 


The Board of Directors has 
declared a quarterly dividend of 
20c per share in cash on com- 
mon stock, plus a 2% stock 
dividend, payable January 15, 
1955 to shareholders of record 
at the close of business on 
December 23, 1954. 


L. L. HAWK 


Sec.-Treas. 


December 7, 1954 


some farmers and some farm enter- 
prises fare better than do others. 
This situation will prevail during 
the year ahead. The outlook for in- 
dividual commodities will change 
during the year. Therefore, it is 
highly important that bankers watch 
short term supply and market 
trends affecting the major commod- 
ities produced in their local area. 
State extension outlook reports, 
USDA outlook reports, and private 
forecasts should be studied care- 
fully to keep abreast of trends. 

Here is a brief appraisal of the 
outlook for some of the major agri- 
cultural commodities as we enter 
1955: 


Beef Cattle, Hogs, and Lambs 


The beef cattle industry appears 
to be working out of its problem. 
Prices for most grades of cattle 
were relatively stable in 1954. The 
drought seriously affected the cat- 
tle situation in many parts of the 
country. This was particularly true 
of low grade cattle. 

Prices for medium and good cattle 
in 1955 should average close to 1954 
levels. Fed cattle margins will be 
smaller in 1955. Feeder cattle prices 
in the fall of 1955 are expected to 
average below 1954 levels. The cat- 
tle industry, generally, is in strong 
hands again. Good cattlemen are 
expected to do about as well in the 
year ahead as in 1954. Drought is 
a continuing threat to cattle loan 
repayments in many areas. 

As 1954 came to a close, the hog 
enterprise had entered a period of 
average to below average returns. 
Returns from hog production are 
expected to continue around this 
level during the year ahead. Produc- 
tion will be up in 1955 and this will 
mean that hog prices during the 
spring and summer will be below 
1954 levels for the same months. 

Cheaper feed grain prices are pos- 
sible in some parts of the country. 
This will influence the profitability 
of pork production in local areas. 
This situation should be watched 
carefully. Some farmers may find it 
profitable to step up hog production 
in the year ahead, despite the gen- 
eral trend toward lower prices. 

The price of lamb closely follows 
the price of beef. Rather stable lamb 
prices are likely in 1955 and the de- 
cline in the number of sheep and 
lambs on farms should be checked 
this year. 

(CONTINUED ON PAGE 128) 
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New dimension for 
America’s family album 


IN MANY HOMES, the old-time snapshot al- 
bum has been replaced by a film library of three- 
dimensional, natural-color slides taken with 
Stereo Realist cameras. 


In many businesses, too, Realist pictures 
have gone to work as effective visual sales-aids. 
The Realist is a development of David White 


Company, Milwaukee, Wisconsin—manufactur- 


ers of precision optical instruments since 1904. 
To help assure smooth business operation, 
David White Company depends on U.S. F.&G. 
for essential bonding and insurance coverages. 
Whether you produce cameras or use them 
in your home or business, no matter what you 
do or where you are, there are U. S. F. & G. 
coverages to meet your individual needs. 


Over ten thousand agents . . . there’s one in your community. 
Consult him as you would your doctor or lawyer. 


U.S.F.&G. 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 
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CASUALTY- FIRE 
INSURANCE 


FIDELITY-SURETY 
BONDS 
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(CONTINUED FROM PAGE 126) 


The wool outlook is improved by 
recent legislation. Wool price guar- 
antees at 62 cents a pound or 106% 
of parity have been announced for 
the 1955 clip. No marked improve- 
ment in the sheep picture is likely 
until the lamb market improves. 


Market promotion of lamb appears 
to offer real possibilities in the years 
ahead. 

Many farmers will find it profit- 
able to keep farm flocks of up to 
200 head of sheep. Such flocks 
should be a good investment and 
provide some additional needed cash 
income in 1955. 


Resinalized orredpondent 
B ail Serviee 


SINCE 1890 


Citizens National 
TRUST & SAVINGS Bank 


OF LOS ANGELES 


Head Office: 
5th & Spring Sts. 
Los Angeles 


------ 5 


r 
| 


@ur wide experience in the 
handling of requirements for 
correspondent banks has given 


us the knowledge and 


reputation for prompt, 


complete and efficient service. 


Member 
Federal Deposit 
Insurance Corp. 


AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET 
(Member Federal Deposit Insurance Corp.) 


TAX FACTS AND POINTERS 


FOR INDIVIDUALS, 1954-55 

Prepared by C. RICHARD GUNZER, C.P.A. 
Banks asked for it. Here it is—an inexpensive folder 
(6 pages, size 4” x 9”)—cost, less than 3¢ each, 
suitable for bank counters and for mailing with 
statements. Bank’s imprint or cut used at no extra 
cost. Most timely for distribution—now to April 15, 
1955. Delivery under 10 days from receipt of order. 
Write for sample and price: 


Gunzer Publications—Box 722—Danbury, Conn. 


SALESMAN WANTED 


Are you now calling on banks? If so, present 
the advertising mat series, “The Story of Bank- 
ing", to your banker contacts. Experts think the 
series finest they have seen. Excellent sales. 
High Commission. Write Dick Fowler & Asso- 
ciates, Advertising, Zook Building, 431 W. Col- 
fax Avenue, Denver, Colorado. 


Dairy, Poultry, Wheat 


There are indications that the 
dairy prices will show more sta- 
bility in the year ahead than for 
several years. Consumption gains 
are being made by some dairy prod- 
ucts. The dairy industry is work- 
ing out of its problem, too. However, 
returns from the dairy enterprise 
are not likely to average much bet- 
ter than during 1954. 

Better days appear ahead for the 
nation’s poultrymen. The signals 
which indicated smaller egg profits 
in 1954 are suggesting improved re- 
turns for 1955. Expect normal flock 
replacement in the year ahead. 

There is a good possibility that 
returns from turkey production will 
show gains in the year ahead. Tur- 
key production may be down 
slightly in view of the relatively 
poor returns experienced in the 
heavy marketing months just past. 
Returns from broiler production 
will stay around average levels. 

Wheat growers’ income will be 
down in most sections of the coun- 
try because of lower support prices 
and acreage controls. For many 
farmers, wheat is the most profit- 
able crop that can be grown. Wheat 
loans will carry less risk because 
of assured Government supports of 
at least $2.06 per bushel where 
acreage restrictions are met. 


Corn and Feed Grains, Cotton 


Corn loans near 90% of parity 
are assured where acreage controls 
are met. Considerable free corn will 
be produced in 1955 if weather is 
favorable. Corn production should 
continue profitable in view of Gov- 
ernment supports and the generally 
high level of livestock production in 
this country. More barley and oats 
will keep corn prices in line. 

National feed grain supplies, in- 
cluding carryover and October 1 es- 
timates, were up 4% above the 
previous year. This would suggest 
that feed grain prices will average 
around ’54 levels in the year ahead, 
at least until the size of the new 
crop becomes more definite. 

Guaranteed loans near 90% of 
parity for the 1955 cotton crop in- 
dicate relatively favorable market 
prospects. Cotton prices should be 
steady to strong. However, controls 
will decrease income. 

With a break from the weather, 
efficient farmers should make good 
money in 1955. They are still a good 
financial risk. 
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divisions specialize. These reports 
have always been among the most 
popular features at the conferences. 

Because of the large attendance 
some of the guests at the conference 
viewed and heard the speakers and 
the entire luncheon program on a 
giant 12 foot by 16 foot television 
screen in another dining room. 

At the Tuesday luncheon meet- 
ing, Dr. Grover W. Ensley, staff di- 
rector of the Joint Committee on 
the Economic Report, Washington, 
D. C., was the featured speaker. 

At the conference luncheon 


First of Chicago's 


COLOMBIA 
MEANS BUSINESS 


LET US HELP YOU INCREASE YOURS 


Correspondent 


Conference 


 ateaeeg attending the eighth an- 
nual conference for correspon- 
dent banks of The First National 
Bank of Chicago determined, by 
popular vote, the speeches they 
wished to have presented. When 
classes were called to order the 
frst day, Monday, November 29, 


Oprortunrns in Colombia for U. S. business are increasing 
every year. Trade connections are becoming more profitable. With 
an eye on your business future there, why not let us assist you 


some 1,500 bankers were assembled 
in the four large classrooms to which 
they had been assigned at the time 
of registration. Each of these rooms 
was monitored by one of the four 
officers from First National’s cor- 
respondent banking department who 
are in charge of the four geograph- 
ical areas into which the bank has 
divided the 48 states. Some 800 
wives accompanied their husbands 
to the meeting, and, although they 
took no part in the class room 
work, they were provided with a 
program of their own, including a 
dinner and style show. 

At the luncheon meeting on No- 
vember 29, Homer J. Livingston, 
president of First National, and of 
the American Bankers Association, 
Welcomed the guests and introduced 
John J. Anton of First’s “banks 
and bankers division,” who added 
his greetings to those of Mr. Liv- 
ingston. Walter M. Heymann, ex- 
ecutive vice-president of the bank, 
then introduced senior vice-presi- 
dents from each of the bank’s nine 
lending divisions, who spoke briefly 
on the outlook for the particular 
industries in which their respective 
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with your collections and letters of credit? 

For instance in making collections, we have an outstanding 
record of combining efficiency with tact, courtesy with results— 
a proven faculty for settling unpaid accounts quickly and retaining 
good-will. 

As for letters of credit, consider the convenience of our 32 offices 
located in every important commercial centre in Colombia. This 
exceptional coverage is a great advantage too in furnishing current 
and comprehensive trade information. 

In fact whatever your requirements, we have special departments 
handling every phase and facility of banking. More and more 
progressive U. S. banks and business firms are making use of our 
extensive organization established for over 40 years. 


We invite your inquiries. 


BANCO COMERCIAL ANTIOQUENO 


Established 1912 
Cable address for all offices — Bancoquia 
Capital paid-up $20,815,000 — Pesos Colombian. 
Legal reserves $17,694,300 — Pesos Columbian. 
Other reserves $6,726,000 -—— Pesos Colombian. 


General Manager: Antonio Derka 


Head Office: MEDELLIN, CoLoms1A, SOUTH AMERICA 


BRANCHES: Armenia (C), Barrancabermeja, Barranquilla (2). 
BOGOTA (3), Bucaramanga, Cali (2), Cartagena, Cartago, Cicuta, 
Girardot, Ibagué, Magangué, Manizales, Medellin (2), Monteria, 
Neiva, Palmira, Pasto, Pereira, Puerto Berrio, San Gil, Santa 
Marta, Sincelejo, Socorro, Vélez (8S). 
New York Representative—Henry Ludeké, 40 Exchange Place, 
New York 5, N. Y. 
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Publicizing Trust Charges 


(CONTINUED FROM PAGE 78) 


Mr. WHITE thinks that publicizing 
trust charges should not be limited 
to any type of service but should in- 
clude all of the trust services of the 
institution. 

It is Mr. JAco’s opinion that it 
should publicize all of its charges 
that have become fixed. He specifies 
executorships and administrator- 
ships, custodianships, trusteeships 
under will and under agreement as 


accounts for publicizing the charges. 

Mr. BARNARD reports that he has 
found it practicable to publicize 
charges for practically every type of 
trust service rendered by his insti- 
tution. He specifies executorships, 
guardianships, trusteeships-under- 
will-and-under-agreement, managing 
agencies, custodianships, trustee- 
ships for pension and profit-sharing 
trusts, dividend- paying agencies, 


being especially appropriate types of transfer agencies, 


Invitation to INDUSTRY 


= 


PRESIDENTS ISLAND = MEMPHIS 


/ 


TENNESSEE 


TENNESSEE 


; rR its new $50,000,000 harbor development project, Memphis is 
now able to offer industry 7,800 acres of level industrial sites on a still water 
harbor (the only one between Chicago and New Orleans), just four miles 
from the downtown business section of the city. 


More than 600 acres of these sites have already been improved with 
wide streets, lights, natural gas, electric power, artesian water, fire and 
police protection. Modern river and rail terminals service three trunk line 
railroads, eighty truck lines and five barge lines carrying goods from the 
Great Lakes to the Gulf of Mexico. Sites may be further improved with 
buildings to suit the users on a term-lease basis, or sold outright by the city 
at approximately one-fourth the cost of most privately owned property. 


The industrial growth of Memphis in recent years has been phenom- 
enal, due largely to its central location, mild climate, low power and tax 
rates, adequate labor supply and unsurpassed transportation facilities. The 
development of this vast industrial tract now offers additional advantages to 
those executives who may be considering the establishment of a southern 
plant. 


If you are interested in learning more of Memphis and the opportuni- 
ties it offers to industry, we'll be glad to furnish complete information. 


‘THE Fins Narionwat BANK 


MEmMpuis — 
MEMPHIS, TENNESSEE 


Member Federal Deposit Insurance Corporation 


registrarships. 


What is Best Medium? 


And now we come to a question 
about the best mediums for adver. 
tising charges: 


If its general practice is to pub- 
licize all or any of the bank’s charges 
for trust service, what are the best 
mediums for it to employ? 


Mr. JAco thinks that the best 
mediums are short pamphlets and 
leaflets, including fillers for the bank 
statements, special leaflets on 
charges for certain services—such 
as, pension and profit-sharing trusts 
—to be sent to a selected list of 
corporation executives, and pam- 
phlets and leaflets especially design- 
ed for members of the bar. He thinks 
that newspaper advertising of 
charges should be limited to execu- 
torships, administratorships, and 
agencies, and that the advertise- 
ments should be on the financial 
page of the paper. 

Mr. BARNARD believes that the 
best medium of publicizing trust 
charges is booklets or separate fol- 
ders. He says that he began by 
using one booklet for all charges 
but that he has found it better to 
have three booklets—one for execu- 
torships, trusteeships, and guardian- 
ships; another, for managing agen- 
cies, custodianships, and_ trustee- 
ships; and a third, for services to 
businesses. In a pamphlet or folder 
advertising a special type of service, 
he includes the charges for that 
service. In newspaper advertise- 
ments he sometimes states the cur- 
rent charges to illustrate the cost 
of a specific service. 

All three of these trustmen, each 
from a different section of the coun- 
try, are distinctly in favor of pub- 
licizing charges for trust service; and 
the moderator of this symposium- 
in-print is in hearty agreement with 
them. 

But since in this particular sym- 
posium there is unanimity in favor 
of publicizing, the trustman who still 
is undecided about the wisdom of 
doing so would do well to read the 
reasons that are advanced against 
as well as for publicizing as they 
appear in the trust research study, 
Publicizing Trust Charges, as it was 
published in the Trust Bulletin of 
June 1949. 

There are persuasive arguments on 
both sides; but the growing opinion 
and practice seem to be in favor of 
putting a price tag on trust services. 
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Bank oF MONTREAL 


Founded in 1817 


CONDENSED GENERAL STATEMENT 


October 31st, 1954 


ASSETS 


Cash on hand and due from banks and bankers 
Cheques and other items in transit, net . 


Government of Canada and Provincial Government Securi- 
ties, not exceeding market value. 


Other securities, not exceeding market value 


Mortgages and hypothecs insured under the National 
Housing Act, 1954. . 


Commercial and other loans 
Bank Premises 


Customers’ liability under acceptances, guarantees and let- 


ters of credit, as per contra . 


LIABILITIES 


Acceptances, guarantees and letters of credit 

Capital authorized — 5,000,000 shares of 
cach. 

Capital paid-up — 4,391,718 shares — is- 
sued and fully paid 


Payments received in advance of call 
? 
dates on account of 6,721 shares not 
yet issued. 


$50,000,000 


$43,917,180 


___ 10,732 
$43,927,912 
87,855,824 

2,613,415 


Rest Account... 
Undivided Profits. 


NOTE: 


289,341,271 
126,050,278 


952,522,945 
217,883,918 


10,880,652 
___97,377,026 
$ 1,694,056,090 
794,891,286 
24,089,539 


33,693,263 
____1,778,061 
$2,548,508,239 


$2,365,669,857 
33,693,263 
14,747,968 


$ 134,397,151 
$2,548,508,239 


The rest account has been increased during the year by the transfer of $12,000,000 from 
contingency reserves after provision for income taxes to the extent applicable, and by 


$15,855,824 received as premium on capital stock subscriptions. 


Completion of the present stock issue will result in paid-up capital of $45,000,000 and 


rest account of $90,000,000. 


NEW YORK 5: 
64 Wall Street 
Cecil T. Aulph, Frank W. Hunter, 
Gordon V. Adams, Agents 


SAN FRANCISCO 4: 
Bank of Montreal (San Francisco) 
333 California Street 
Albert St. C. Nichol, President 


CHICAGO 3: 


Special Representative’s Office 


141 West Jackson Bivd. 


William E. Burgess, Special Representative 


BOARD OF 
DIRECTORS 


Honorary President 
HUNTLY R. DRUMMOND 


Chairman of the Board 
B. C. GARDNER, M.c. 


President 
GORDON R. BALL 


Vice-Presidents 
CHARLES F. SISE 


LOUIS L. LANG 
JOHN A. MacAULAY, Q.c. 


Maj.-GEN. THE Hon. 
S. C. MEWBURN, c.M.c. 


ROSS H. McMASTER 
NORMAN J. DAWES 
L. J. BELNAP 
G. BLAIR GORDON 


THE Hon. 


CHARLES A. DUNNING, P.c. 


ROBERT A. LAIDLAW 
R. G. IVEY, Q.c. 
J. V. R. PORTEOUS 
C. G. HEWARD, aQ.c. 
G. E. BARBOUR 
R. C. BERKINSHAW, C.B.E. 
HENRY G. BIRKS 


THE Hon. 
CHARLES J. BURCHELL, 
P.C., Q. C. 


R. E. STAVERT 
GEORGE W. BOURKE 
NOAH A. TIMMINS, Jr. 
WILLIAM A. MATHER 


Cor. THE Hon. 
CLARENCE WALLACE, 
C.B.E. 


HARTLAND deM. MOLSON, 
O.B.E. 


H. GREVILLE SMITH, c.B.e. 
R. E. POWELL 
ROBERT J. DINNING 
HAROLD S. FOLEY 
HUGH G. HILTON 


Mayj.-GeEN. GEORGE P. VANIER, 


D.S.O., M.C. 


General Manager 
ARTHUR JENSEN 


LONDON, ENGLAND 
47 Threadneedle St., E.C. 2 
9 Waterloo Place, 

Pall Mall, S.W.1 


Canadas "First Sauk... 625 BRANCHES COAST-TO-COAST 
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You may have seen a picture like 
this in LIFE Magazine, recently. It 
shows the new office of the Manu- 
facturers Trust Company at 5th Avenue 
and 43rd Street in New York—a “bank 
of the future” famous for the massive 
circular Mosler Century Vault Door 
located only ten feet from the Sth Avenue 
sidewalk behind a plate glass window. 


Today, the “bank of the future” incorporating 
a new Mosler Century Vault Door is a reality 
multiplied many times over. Here are three of 
the newest ones to open. Hard to realize that 


this revolutionary Mosler development was 


announced little more than a year ago, isn’t it? 


WHAT IS IT that has brought such im- 
mediate and widespread acceptance for 
the Mosler Century line of Bank 
Vault Doors? 

The most obvious answer is the mas 
sive, modern beauty of the Century 
Vault Door design (which, incidentally, 
has won numerous awards during the 
past year). 

But there’s another answer, too. 
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one of the most unique and 
“banks of the future” to 
ome a reality is the Lawrence Savings 


ind Trust Company in Ellwood City, 
pennsy /vania. This modern banking 
fice has incorporated two 10-inch 
rectangular Mosler Century Vault Doors 
none massive, beautiful installation. 


Another New York “Bank of the 
future’’ which has been open for several 
months is the Chemical Corn Exchange 
Bank at 34th Street and Sth Avenue. 

It incorporates this massive rectangular 
Mosler Century Bank Vault Door. 


sentially, it’s this: In creating the 
entury design, Mosler engineers and 
enry Dreyfuss took care to give it the 
ook of “tomorrow” without sacrificing 
he traditional qualities of appearance 
hat have always symbolized security 
ind impregnability in the public mind. 
hey did not, for example, conceal the 
eat bolts and intricate time-locks 
hich have always fascinated and im- 


%* Mosler Safe 


pressed people. They re-created them 
(more impressively than ever) in a style 
that is fully compatible with modern, 
functional ideas. 

Today, their judgment has been borne 
out all over America. The instant, 
widespread acceptance by bankers of 
the Century Vault Door . . . the honors 
and awards . the accolades from 
national and local publications . . . the 


IF IT’S MOSLER .. . IT’S SAFE 


Com 
Since 1848 


World’s largest builders of safes and bank vaults ... Mosler built the U. S. Gold Storage Vaults 
at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 


‘al 


admiring glances of thousands of people 
. all these confirm the fact that the 

Century Vault Door is the greatest 

development of its kind in 50 years. 


* * * 


If you would like complete details about the 
Century Bank Vault Door, write or phone 
The Mosler Safe Company, Dep’t 1, 32nd 
Street and Sth Avenue, New York 1, N. Y. 
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TO BANKERS AND THEIR CLIENTS THROUGH WALTER E. HELLER & COMPANY'S 
LOAN SHARING AND PARTICIPATION FINANCING 


Heller arrangements offer avenues of financing whereby banks can extend services 


to their clients that they may not be privileged to extend under regular banking 
procedure, still maintaining the account in their portfolio, and supplementing 
their information with reports from Walter E. Heller & Company. 


BENEFITS TO THE BANKER 


1. To continue to “‘do business” with 
the client without putting a ceiling on 
his usage of funds, but... 

2. Be able to place a limit on their 
own loan thru sharing without curtail- 
ing the client’s operation, and... 

3. Receive the benefit of a secured 
position with at times the protection 
of cross-collateral, without the addi- 
tional clerical work and overhead costs, 
and as a result 

4. Continue with accounts of a size 
that ordinary loan policy may not 


permit. 


BENEFITS TO THE CLIENTS 


1. The acquisition of funds beyond 
his normal line of credit, even so 

2. No necessity to meet note matur- 
ities as continuing credit is extended, 
yet 

3. Receive the benefit of a sharing 
rate, and 

4. Have the counsel and advice of 
Walter E. Heller & Company in addi- 
tion to that of his banker, and the 
privilege of following his operation 
through our periodic reports. 


THE FINANCIAL SERVICES 


rendered by Walter E. Heller & 
Company are not fully identified by 
semple tabulation because they are 
vartously coordinated and applied to 
fit specific situations 


The following types of supplementary 
financing are flexibly administered 
according to experience gained from 
national operations which now 
represent a volume in excess of 


$600,000,000 annually. 


BANK SHARING 

ACCOUNTS RECEIVABLE FINANCING 
INDUSTRIAL FACTORING 

INSTALLMENT FINANCING 
REDISCOUNTING 

MACHINERY AND EQUIPMENT FUNDING 


INVENTORY LOANS 


We invite inquiries from banking officers who are responsible for maintaining their 


bank’s commercial loan portfolios. 


BANKING SERVICE OFFICER 


WALTER E. HELLER & COMPANY 
Estatlished 1919 


15th FLOOR: 105 W. ADAMS ST., CHICAGO 90, ILLINO/S 
13th FLOOR: 10 E. 40th STREET, NEW YORK, NEW YORK 


BANKING 
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Washington 


(CONTINUED FROM PAGE 40) 


thorizes the Small Business Admin- 
istration to make loans of up to 
$150,000 per loan to small concerns, 
to make contracts with Government 
procurement agencies and subcon- 
tracts with small business, and to 
lend small business managerial and 
technical aid. 

Also now limited to June 30 un- 
less extended are: Title I of the 
National Housing Act, relating to 
repair, alteration and improvement 
loans; Title VIII, the Wherry Hous- 
ing title, which provides FHA insur- 
ance for rental projects located on 
or adjacent to military or atomic 
energy installations; and Title IX, 
relating to the financing of housing 
in critical defense areas. Title IX 
was nearly dropped in 1954 and is 
now in existence only on a standby 
basis. 

The Public Housing Act has been 
on the books since 1949, but the 
number of housing units permitted 
thereunder has been variously lim- 
ited by the Congress in each of the 
past four years. The limit for 1955- 
56 is 35,000 units. If more such 
slum-clearance housing is to be 
pianned, this Congress must lift the 
present limitation. 

The Farm Housing Program, au- 
thorized in 1949, has been subject 
to annual congressional appropria- 
tion limits. This program also will 
ceme up for review by the House 
Banking Committee. 


Humphrey Press Conference 


Since the Treasury Secretary sees 
the press infrequently, his press 
conference following his return from 
Brazil drew a large crowd of corre- 
spondents and covered much ground. 
While the conference, in which ,Un- 
der Secretary of State Hoover also 
participated, deal chiefly with inter- 
American affairs, the questions put 
by reporters elicited information on 
domestic matters. What got head- 
lines in the papers was Humphrey’s 
statement that the budget cannot 
be balanced in fiscal 1956. “Last 
year our deficit was approximately 
$3-billion. We are striving to im- 
prove that situation. Whether we 
will be able to or not we just can’t 
tell, because we haven't figures 
enough to tell,” Humphrey ex- 
plained. He added that no increase 
in the debt limit will be necessary 


January 1955 


HARRIS & BWING 


Shown with President Eisenhower (left) is Governor Robert F. Kennon (center) 

of Louisiana, chairman of the National Governors Conference, who submitted the 

Conference’s recommendations for carrying out a 10-year national highway build- 

ing program. The president turned the report over to Gen, Lucious D. Clay 

(right), chairman of a special presidential advisory committee which will draft 

final recommendations for presentation to the Chief Executive. before the opening 
of Congress in January 


this fiscal year, but made no predic- 
tions as to the next year. 

Will there be tax reductions in 
1955? Humphrey didn’t want to try 
to “second guess Congress.” About 
tax relief for American branch es- 
tablishments abroad: “We proposed 
... the consideration of bilateral 
treaties which would involve tax aid 
to get industries started in the coun- 
try we were dealing with” in Latin 
America or elsewhere. Back to the 
budget: “We are struggling, I can 
tell you, with every single depart- 
ment... to try to reduce expendi- 
tures. You do have some increases 
in places, and if you don’t get re- 
ductions in others, you have a bad 
time. So we are trying all along 
the line .. . to get the expenditures 
reduced.” 

The 1955 deficit situation looked 
the same as it did in September, Mr. 
Humphrey said. About the stock 
market: “There is nothing that I 
know of at the present time that I 
think the Government should do.” 


International High Finance 


Secretary Humphrey gave the 
press a favorable report on the Rio 
de Janeiro conference. The inter- 
American gathering resulted in bet- 
ter mutual understanding between 
ourselves and “our oldest friends.” 
Since there had been similar inter- 
changes of views at earlier confer- 
ences, most recently the Fund and 
Bank meetings last September, just 


what took place at Rio that was new 
is not clear. Perhaps the Secretary 
meant that he had convinced the 
Latin Americans that, apart from 
his recent concession as to an Inter- 
national Finance Corporation, he 
would not be pushed further. 

Mr. Humphrey reported that the 
U. S. would not be interested in 
helping finance an Inter-American 
Bank, although it had no objection 
to the Latin Americans creating one 
themselves if they wished to do so. 
The World Bank, the Eximbank and 
the coming IFC, he added, provided 
about as much financial assistance 
as could properly be advanced to 
people wanting it. To the Latin 
American insistence that we par- 
ticipate in the international stabil- 
ization of the prices of Latin Amer- 
ican commodities, Mr. Humphrey 
turned a cold shoulder. Our own 
experiments with commodity stabil- 
ization had given us a good deal of 
difficulty. As to an. Asia aid pro- 
gram, it was still in the study stage 
but would be decided upon by Janu- 
ary. Senator Capehart’s remarks 
while in Latin America that our aid 
to that area should have precedence 
over aid to others puzzled Mr. 
Humphrey, who doubted that the 
Senator means it just the way it 
sounded. Basically the U. S. policy 
vis-a-vis Latin America was not 
changed by the Rio conference, Mr. 
Humphrey declared. 

Mr. Humphrey is “not confident” 
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that the Congress will approve an 
International Finance Corporation, 
but he thinks it should. 


Taxes 


Democrats have indicated their 
hope and expectation that the ex- 
cise tax increases temporarily 
passed in 1951 and last year ex- 
tended until April 1955 will not be 
further renewed. These excises af- 
fect autos, whiskey, tobacco, cigar- 
ettes, and other items. Special tax 
relief for Americans who invest in 
businesses abroad may make prog- 
ress this year. The first order of 
business of the Ways and Means 
Committee, however, will be not 
taxes but trade agreements renewal. 
There will doubtless be a battle over 
this. The ranking Republicans on 
the committee have been leaders of 
the protectionist forces in the Con- 
gress and Rep. Simpson of Pennsyl- 
vania will bring to the Ways and 
Means Committee a conservative 
Republican appraisal of the GATT 
negotiations at Geneva. But chair- 
man Jere Cooper will be equally 
equipped with the other viewpoint, 
having also attended the Geneva 
meetings. 

The Ways and Means Committee 
will have 15 Democrats and 10 Re- 
publicans. It loses Congressmen 
Knox and Utt and adds five new 
members, including Burr Harrison 
of Virginia, a former W&M member. 


Treasury Financing 


The Treasury is in pretty good 
shape on cash as the year 1954 ends, 
and it will need no new cash on net 
balance during the rest of the fiscal 
year ending June 30. However, it 
may need some new cash tempora- 
rily in March and April. Any such 
borrowings it would expect to pay 
off by June 30. A major financing 
operation is to take place around 
February or March, the last big one 
for some time. In February the 1- 
year certificates rolled over in Feb- 
ruary 1954 will mature. These total 
$7-billion. In March three obliga- 
tions will have to be handled: nearly 
$5.4-billion of maturing 114% notes, 
some $2.6-billion of tax - exempt 
2%% bonds, originally issued early 
in the New Deal and now called, and 
over $3.7-billion of tax anticipation 
notes, which it is expected will be 
paid off. After March there will be 
pretty clear sailing and the public 
debt will be in better shape than in 
recent years. 
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This fiscal year the estimated 
deficit is $4.7-billion, equivalent to 
$1.5-billion on a cash basis. At this 
writing the public debt is about 
$278.5-billion. This is expected to 
be reduced to about $274-billion by 
June 30. Secretary Humphrey has 
stated that the budget cannot be 
balanced during fiscal 1956, but the 
Treasury will continue to work in 
the direction of a balanced budget. 
In this aim it will have Senator 
Byrd’s help. 

The first Fanny May debentures 
to be offered under the new law of 
1954 are expected in January 1955. 
They will be within the bank range, 
that is, of less than 10 years’ ma- 
turity. 


Small Business 


The Small Business Administra- 
tion shows no fear that its life won’t 
be extended beyond the present 
June 30 limit. As chairmen of the 
Senate and House small business 
committees, Sen. Sparkman and 
Rep. Patman will certainly support 
continuation of the SBA. The lat- 
ter has about $20,000,000 available 
for additional loans as we go to press 
and, if it is to continue making loans 
until June 30, will need more money 
from the Congress before then. Sen. 
Sparkman and others will support 
SBA in this. Prior to the Eisen- 
hower Administration, Mr. Spark- 
man headed the SSBC for three 
years. Look for committee inquiries 
and recommendations designed to 
give the SBA more authority and 
spur its activities. Mr. Sparkman is 
dissatisfied with SBA’s present rate 
and degree of short- and long-term 
lending and plans to reintroduce his 
1953 bills S. 1912 and S. 1913. 


Foreign Aid 


Secretary Humphrey’s tough prob- 
lem of bringing the Federal budget 
nearer balance is made all the 
tougher by the constant clamor for 
more foreign aid here and there. In 
effect, Mr. Humphrey’s attendance 
at the Rio de Janeiro Conference in 
November was to protect the Trea- 
sury from foreign inroads. While 
he was away, someone in Washing- 
ton was feeding the press dope 
stories about a big new program 
being cooked up in Washington to 
develop non-Communist Asia. Mr. 
Stassen, it seems, is anxious to keep 
his cabinet post after the now-sched- 
uled June termination. Asian vis- 
itors keep the aid fires burning. One 


such, Ceyion’s Prime Minister, who 
came to Washington for “not just 
money,” asked tor help at “super- 
sonic speed.” Mr. Humphrey at his 
post-Rio press conference was asked 
about Asia aid and very forcefully 
said that the matter is not yet 
settled. That he is a big obstacle 
tc a grandiose program was quite 
clear to the reporters. (See article 
on page 41.) 


Joint Economic Committee 


The Joint Economic Committee 
will hold its annual hearings on the 
President’s 1955 economic report 
starting in January. Senator John 
J. Sparkman of Alabama is to be 
the chairman. This is due to the 
present policy to alternate the chair- 
manship between House and Senate 
and reflects the Democratic control 
of the Congress this year. With Sen- 
ator O’Mahoney’s return to the Sen- 
ate, he is expected to seek and he 
given a post on the committee he 
once headed, although meanwhile he 
has lost his seniority. Because of 
the Democratic victory at the polls 
last November, the JEC will lose 
one Republican Senator, Carlson of 
Kansas. Among House members of 
the JEC, two Democrats will have 
to be named to replace Mr. Bender 
(R., O.), now a Senator, and Mr. 
Hart (D., N. J.), who did not run 
for re-election. No staff changes are 
predicted. 

The committee’s report on the 
President’s Economic Report is ex- 
pected to be made about March 1, 
at which time the JEC’s further 
plans may be announced. Although 
there has been a press report that 
the Democrats will want to investi- 
gate “windfall profits to bond- 
holders” as a result of the Eisen- 
hower Administration’s monetary 
policies, sources close to the com- 
mittee say this cannot be done be- 
cause the JEC has no subpoena 
power. Some feel that the questions 
asked of the authorities by the 
Flanders Subcommittee late in 1954 
and the bringing of the whole Fed- 
eral Reserve directorate to the hear- 
ings should have been enough to 
satisfy Mr. Patman. 


Regulation A 

The Federal Reserve Board has 
asked member banks to get in by 
January 5 their comments on the 
proposed revision of Regulation A 
relating to advances and discounts 
by Federal Reserve Banks. No sub- 
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stantive change has been suggested 
by the Board. However, the fore- 
word of the old regulation, drafted 
in 1937, is extremely brief and does 
not spell out sufficiently—the Board 
now thinks—the policies which 
should guide the FR banks’ discount 
operations. While not intended to 
restrict member bank access to the 
Federal Reserve banks, the proposed 
revision of the regulation stresses 
points which the Reserve banks are 
expected to take into account in 
considering a member bank’s re- 
quest. Reserve credit is not to be 
used constantly by a member bank. 
Nor should the discount facilities 
be employed as a device to reduce 
a member bank’s excess profits tax. 
Revision of Regulation A has been 
under consideration for about a 
year. 


Rayburn and McCormack 
Sketch Plans 


The Democratic leadership of the 
House has laid out a legislative pro- 
gram which is sure to cause the 
Administration some headaches. 
Whether the program can be en- 
acted is, of course, another ques- 
tion. In an interview with the Mew 
York Times, the two top House 
Democrats promised a review and 
correction of the entire tax struc- 
ture to make it “fair to all, not just 
a few”; restoration of rigid price 
supports for basic farm crops; in- 
creased pay for Government work- 
ers; 3-year extension of the Re- 
ciprocal Trade Agreements Act; and 
maintenance of a strong national 
€efense foreign policy. Speaker Ray- 
burn would like to make the trade 
agreements program permanent. He 
predicted House approval of a re- 
turn to 90%-of-parity and thought 
the Senate would go along. 
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Among the many 
important visitors 
to Washington 
just before 
Christmas were 
the Shah of Iran 
and the Queen. 
He made a bid 
for military and 
economic __assis- 
tance to his coun- 
try, which lies on 
the borders of 


Russia 
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Mr. Cooley, new chairman of the 
House Agriculture Committee, will 
introduce the new farm price bill. 
In November he predicted House 
restoration of firm 90% supports 
but, unlike Mr. Rayburn, described 
Senate approval of this idea as 
“problematical.” 


Bank Holding Company 
Legislation 

Senator Robertson of Virginia, 
who will head the subcommittee on 
Federal Reserve matters, plans to 
reintroduce with changes his bill on 
bank holding companies. Defining 
such companies more exactly than 
did the Capehart bill, Mr. Robert- 
son would confine their supervision 
to the Federal Reserve Board. Fur- 
ther, it is reported, Mr.- Robertson 
would not—as did the Capehart bill 
—exempt mutual savings banks 
from its scope. The “state rights” 
clause is retained: i.e., acquisition 
of shares of a state or national bank 
shall not be allowed if such acqui- 
sition would conflict with state law. 
Independent bankers have reacted 
unfavorably to the redrafted Rob- 
ertson bill. 


Antitrust Plans 


The Administration will make no 
proposals to the Congress as to 
strengthening the anti-trust laws 
until the public has had a chance to 
study the recommendations of the 
Attorney General’s committee, which 
has been working on the subject 
since 1953. The committee’s report 
is expected to be made public by the 
end of January. 


Savings and Loan Branches 

The Home Loan Bank Board ex- 
pects very soon to put into effect 
regulations on establishment of 


branches by Federal savings and 
loan associations. The effort to 
regulate S&L branching by Federal 
legislation failed in 1954 when the 
Senate-approved bill was not con- 
sidered in the House. 

Speaking before the United States 
Building and Loan League in No- 
vember, Chairman Walter W. Mc- 
Allister of the Home Loan Bank 
Board, said: 


It is our expectation that the pro- 
posed regulation on the establishment 
of branch offices of Federal associa- 
tions will be placed in effect in the 
near future. This is the proposal on 
which hearings were held this year 
but on which action was postponed at 
the request of Senator Bush. The 
Board has already been following the 
general policy of the regulation in its 
branch deliberations, so it will not 
represent any departure from the 
present practices. It will, however, 
reduce to writing this policy and give 
assurances to all that every new 
branch application will have to meet 
certain specific tests. The most 
significant part of the regulation, of 
course, is the provision that no 
branch will be granted unless some 
other type of savings institution 
could have had a similar branch. In 
considering the state branch pattern, 
the regulation provides that we may 
look to the pattern of holding com- 
panies and chain banking opera- 
tions, in those states where branches 
are prohibited to all types of finan- 
cial institutions by state law or prac- 
tice. This is, in effect, the “broadest 
pattern” policy which the U. S. 
League has supported for the past 
four years. 


New Loans by 
Farmers Home 


Farmers Home Administration re- 
ported a brisk interest in its new 
system of loans, by which farmers 
may obtain credit for improving 
their soil, for reforesting land, for 
building permanent pastures, and 
for setting up farm water or irriga- 
tion systems, the latter as individ- 
ual farmers or as members of water 
cooperatives. 

It is contemplated under the law 
that the funds for these new types 
of loans will come from private 
credit sources, particularly banks. 
The banks will provide the money by 
making “insured” loans, Farmers 
Home doing the insuring. 

It is only if private, insured credit 
cannot be obtained that Farmers 
Home will lend direct Government 
money. [END] 
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Above, left: Secretary of the Treasury Humphrey with Senator Barry Goldwater. 


Monetary 


Hearing 


(CONTINUED FROM PAGE 44) 


Few of the other Federal Reserve 
representatives called to participate 
in the hearings in the Caucus Room 
were called upon for any observa- 
tions, other than to show hands on 
the question of returning the dollar 
to gold redeemability, as reported 
on page 44 of this magazine; and 
few volunteered more than a com- 
ment or two on the availability of 
housing financing in 1953. However, 
the earlier 8-member panel which 
appeared before the Flanders sub- 
committee on the hearings’ first day 
were anything but shy. Whoever se- 
lected the 8-man panel made sure 
that there would never be a charge 
that the aim was to whitewash the 
Eisenhower Administration’s mone- 
tary policies. One suspects that the 
panel was selected after the elec- 
tion. Congressman Patman certainly 
could have no complaint as to its 
composition. Indeed, while the panel 
members were reading their pre- 
pared statements there were times 
when the three Democrats at the 
table—Messrs. Douglas, Bolling, and 
Patman—smiled in unison. 

Sitting in their place, you might 
have grinned, too, at hearing John 
D. Clark, former member of the 
Council of Economic Advisors, and 
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as he questioned Treasury testimony 


now a director of the American Na- 
tional Bank, Cheyenne, Wyo., read 
into the record such views as these: 


We now have three official descrip- 
tions of the economic situation when 
our monetary authorities undertook 
their unhappy experiment with a 
repressive monetary policy in the 
spring of 1953. Two come to this 
committee from the Treasury Depart- 
ment and the Federal Reserve Board. 
The third is the statement of the 
President himself, in the White 
House release of August 12. 

The Treasury says that in the 
early months of 1953 inflationary 
pressures were “running high.” In 
the next paragraph it says that pro- 
duction was exceeding sales, a con- 
dition which hardly fits into the de- 
scription of inflation. Otherwise, in 
its reply to the committee as well as 
in the many self-approving state- 
ments issued by the Secretary, the 
Treasury sticks to its story that in 
the first quarter of 1953 we faced in- 
flation pressures serious enough to 
require the action which halted eco- 
nomic expansion. 

The Federal Reserve Board gives 
only faltering support to this rationa- 
lization of fiscal and monetary policy 
in the spring of 1953. It opens its 
response with the statement that “a 
series of ciroumstances threatened to 
develop into an unsustainable boom.” 
This is indeed a new standard of an 
economic situation requiring rigorous 
anti-inflationary action. 

Later in its report, the Federal Re- 
serve discredits its own speculative 
fears about economic stability early 
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Above, right: Senator Paul Douglas 


in 1958. Reviewing conditions in the 
period April 1952 to April 1953, the 
Board finds that credit and monetary 
growth “corresponded closely to the 
capacity of the economy to absorb 
more money without inflation.” Then 
comes the flat statement that “in- 
flation was prevented” and _ that 
“prices remained relatively stable.” 
So there was neither monetary infla- 
tion nor price inflation in the spring 
of 1958, according to the Federal Re- 
serve, but only a fear that things 
were too good to last. 
* = 
... Our view was that gentle mea- 
sures are futile, and strong action is 
dangerous. 


It seems that no lessons have been 
learned by the monetary authorities 
and that we must expect that unless 
the Congress intervenes they will con- 
tinue to yield to the obsession with 
the danger of inflation which sticks 
out of this and every other Federal 
Reserve report and is shared by the 
officers currently in control of the 


Treasury. — 


A final word about recent develop- 
ments which indicate the passing of 
the illusion that the Federal Reserve 
and other so-called independent com- 
missions are not subject to executive 
control. If orders can be given to 
the Tennessee Valley Authority and 
the Atomic Energy Commission, even 
to the point of forcing reversal of 
commission action, we may be sure 
that the Federal Reserve Board will 
be forced, if necessary, to fall in line 
with any national economic policy 

(CONTINUED ON PAGE 140) 
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—When You Have a Custodian Account at Bankers Trust 


January 1955 


As a bank for bankers, next-door to 
several of the nation’s principal secu- 
rities trading markets, Bankers Trust 
is in an ideal position to offer unusu- 
ally detailed and complete Custodian 
Servite. 


Your securities and those of your cus- 
tomers are given the same experienced 
guardianship as our own assets. It’s 
like having an operating unit in New 
York, handling your securities with the 
systematic vigilance you expect from 


your own staff: protecting their phy- 
sical safety, collecting income, super- 
vising purchase, sale, receipt and 
delivery. All your securities in our care 
are always under your control. 


Hundreds of out-of-town banks, cor- 
porations, institutions, insurance com- 
panies and similar organizations use 
our Custodian Service. Let us show you 
how it can work for you. Just call, or 
write to Bankers Trust at 16 Wall 
Street, New York 15, N. Y. 


BANKERS TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 
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THE PUBLIC DEBT 


BURDEN OF THE DEBT 


World War IT Peak — 280 260 


Dec. 


Dec. Apr. Dec. 


“Excluding Victory Loon proceeds used to repay debt in 1946. 


Of this chart, the Treasury presentation said, in part: “One 
of the Treasury’s greatest responsibilities is the manage- 
ment of our $279-billion public debt. That debt is too large, 
Debt reduction, 
however, depends on a budget surplus, and the burden of 
our national security responsibilities makes it impossible 


and we would like to start reducing it. 


to start yet. .. .” 


(CONTINUED FROM PAGE 138) 
which the President determines upon. 
It may be, Mr. Chairman, that with 
a little urging from this Committee 
he will tell the Federal Reserve to 
give the economy a real shot in the 
arm, and he will take his chance 
with a little inflation for a change. 


Another panel member was Prof. 
Seymour E. Harris of Harvard, who, 
like Congressman Patman, wrote an 
approving foreword to the book, The 
Hard Money Crusade, a pro-inflation, 
an anti-banking economic diatribe 
published in 1954 and reviewed in 
BANKING in July. Prof. Harris told 
the legislators for the record: 


Whereas, in the first half of 1953, 
the Federal Reserve suffered from 
inflationary jitters, the Treasury 
seems to have contracted a genuine 
inflationary neurosis. Whereas the 
Federal Reserve attacked the mythi- 
cal inflation with a scalpel, the Trea- 
sury used a sledge hammer. Whereas 
the Reserve authorities neutralized 
their anti-inflationary policies to 
some extent by recourse to modest 
inflationary policies, the Treasury 
within a period of less than six 
months raised the rate of interest by 
as much as it had risen in the pre- 
ceding seven years. Whereas through- 
out the years 1953 and 1954 the Re- 
serve authorities carried through 
their policies with due humility and 
expression of the uncertainty of re- 
sults, the Treasury expressed no 
such doubts. 

The Treasury, much more than the 
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Reserve, can therefore be held re- 
sponsible for the rise of rates in 
1958, for the imposition of an anti- 
inflationary policy in the midst of a 
period of price stability and even 
price declines, in a period of Trea- 
sury cash surpluses, and hence can 
be blamed to some extent for the en- 
suing recession. 

In the period of anti-recession 
policy beginning in May 1953, both 
the Reserve authorities and the Trea- 
sury wisely reversed their policies. 
And they deserve credit for doing so. 
But their policies were not suffi- 
ciently bold. 

* 

In part the trouble seems to lie in 
a fear on the part of the Federal Re- 
serve (and Treasury) to control the 
rate of interest aggressively. Rather 
the Reserve authorities insist that 
they merely offset undesirable move- 
ments in rates; and they restrict 
themselves even within these narrow 
limits to influencing the short-term 
rate. Modern developments in the 
theory of money and output seem 
largely to have escaped those respon- 
sible for monetary and debt policy. 
They seem to consider the control of 
the rate of interest on government 
securities merely as an attempt to 
raise artificially the price of these 
assets rather than (as they should) 
consider the control of this rate as 
a means of determining the rate of 
interest generally and hence in- 
fluencing investment and output and 
thus increasing the probability of 
freedom in all markets. 

The Treasury started with a bang. 
They were going to reintroduce the 
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Treasury: “Prior to World War I, the public debt amounted 

to $12 for every man, woman, and child in America. . . . 

As the national income continues to grow in real terms, our 

ability to carry a heavy debt will be increased. Maintaining 

a growing, dynamic economy is one of the first principles 
of successful debt management.” 


free market; to raise interest rates so 
that banks would dispose of securities 
and other purchasers would be at- 
tracted; and they would increase the 
maturities of securities. There 
seemed to be no realization in their 
repeated statements of the associa- 
tion of bank purchases of govern- 
ment securities and the required pro- 
vision of adequate supplies of money. 
For example from 1914 to 1951, is- 
sues of $66-billion of Government 
securities to the banks were twice as 
important as new loans in contribut- 
ing towards a rise of $132-billion in 
bank deposits, in turn contributing 
towards a rise of national income of 
8.6 times (4 times in real income). 

At any rate the policies of the 
Treasury failed. There is no evi- 
dence that the higher rates increased 
the market for Government securities 
net. (The reduced income accom- 
panying higher rates would tend ulti- 
mately to have the opposite effect.) 
Whereas banks disposed of 30 per 
cent of these Government securities 
from 1945 to 1952, from 1952 to 
1954 they actually increased their 
holdings. Even the program ot con- 
verting short-term into long-term 
securities was not clearly successful. 
The percentage of issues maturing 
in one year actually rose. Unfor- 
tunately the Treasury does not seem 
to be aware of the revolutionary 
changes in rates, with their signifi- 
cance for economic output and gov- 
ernment finance—a decline from 4% 
in the Twenties, to 3% in the Thir- 
ties and 2% in the Forties. This is 
intimately tied to increased needs of 

(CONTINUED ON PAGE 142) 


BANKING 


300 279 Per Capita National 
7 \7 
re) 1916 19 30 "39 46 54 1916 19 "30 39 ‘46 49 54 
Dec. ——— Dee. Dec. ——— Apr. Dec. 
| 
J 


Operation of the 
PITTCOMATIC: 
Smooth, hydraulic power is 
supplied by the power 
unit, through 34” copper 
lines, to the hinge under 
the door. There is a 10- 
volt circuit in the handle 
(or mat) which passes 
through the control box 
and activates the power 
unit. Adjustments of the 
action are readily made. 
The Pittcomatic automatic 
door opener is safe, easy 
to install and maintain. 


First National Bank in Dallas; Architect: George L. Dahl, Dallas, Texas. 


Modernize your entrance, expedite trafic, 


increase your accounts—with the PITTCOMATIC 


HIS is what many bankers have 

done. And from their own reports, 
they have proved the installation of 
the Pittcomatic —“‘the nation’s finest 
automatic door opener”—to be a wise 
investment. For here is an automatic 
door opener that accomplishes all these 
things (improves the appearance of 
your front, pleases present customers 
and brings in new ones) at a surpris- 


ingly moderate cost. 

The Pittcomatic is a self-contained, 
compact unit, utilizing regular 110- 
volt house current for its operation. 
Its one-third horsepower motor con- 
sumes no more electricity than the 
conventional home refrigerator. And 
the installation of this automatic door 
opener is simple. You don’t have to 
make extensive structural changes in 


PITTCOMATIC’ 


... the nation’s finest 
automatie door opener 


PAINTS - GLASS 


G 


PiTTs 8 VU 


IN CANADA: 


January 1955 


CHEMICALS - BRUSHES 


PLATE 


PLASTICS 


CANADIAN PITTSBURGH INDUSTRIES LIMITED 


your building front. It can be installed 
under any door. And it is available 
for both handle and mat operation. 

Why not write for full details on the 
Pittcomatic today? Use the convenient 
coupon included here. 


Pittsburgh Plate Glass Company 
Room 5132, 632 Fort Duquesne Blvd., 
Pittsburgh 22, Pa. 


Without obligation on my part, please 
send me complete information on the 
Pittcomatic door opener. 


FIBER GLASS 
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AVERAGE LENGTH OF THE MARKETABLE DEBT 
(Callable Bonds to Earliest Call Date) 


Calendar 1951-52" Calendar 1953-54 


MARKETABLE DEBT DUE WITHIN ONE YEAR 
(Callable Bonds to Earliest Call Date) 


Paid-off (Net) 
76 Coming within | 
/ /-Year* 


had been 
/-yeor certs. 


1951 1952 1953 1954 
“Adjusted fo exclude 24's exchanged for nonmarketable 2%'s. 


of Ure of the 0-120 


“Effect of the passage of time. 


Treasury: “, . . Since 1952, the Treasury has offered in- 
vestors the opportunity to buy securities longer than one 
year to maturity, if they wished, in 10 out of 12 major 
market financings. The average length of the debt virtually 
stopped its downward trend during 1953, and the present 


Treasury: “. . . During 1954, the under l-year debt has 
been reduced from $76- to $63-billion. In accomplishing 
this $13-billion reduction, $24%-billion of maturing issues 
were refunded into securities due beyond 1955, and net 
eash pay-offs of maturing issues amounted to $3%4-billion. 


However, the passage of time brought an additional $15- 


billion of Treasury securities within the l-year category for 
the first time during 1954... .” 


(CONTINUED FROM PAGE 140) 
liquidity and the great rise in popu- 
larity of short-term issues. 

* * 

Some conservatives may be a little 
disturbed at what students at the 
University of Nebraska are being 
taught by Economics Professor 
Clyde Mitchell, who was a repeat 
witness before the JEC members. 
Prof. Mitchell’s lengthy paper may 
be judged by the following quota- 
tions: 


Monetary policy is too important to 
be entrusted to “the market.” There 
are three good reasons for this state- 
ment, either one of which would be 
sufficient to justify it. In the first 
place, it is quite certain that the real 
world does not fulfill the conditions 
necessary to create the type of free 
market in which the traditional eco- 
nomic theory would have meaning— 
the theory, that is, of capital forma- 
tion through saving and its regula- 
tion through the interest rate. There 
is thus no valid justification in eco- 
nomics for preferring the so-called 
“free price” rather than a controlled 
price for capital funds. 

* * 

The “accord of 1951” placed the 
power of decision over an important 
factor of economic growth in the 
hands of men and institutions de- 
voted to the belief that there is some- 
thing deeply significant and valuable 
in the way the price of rented money 
is set in “the market.” This belief 
led these men and these institutions 
to take action which struck hard at 
two classes of citizens—farmers, and 
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low-to-middle-income home-builders. 
The excuse for this widely-advertised 
“hard money” policy was twofold: 
(1) that we were in an inflationary 
period, (2) that the so-called “in- 
direct methods,” particularly those 
resulting in across-the-board curtail- 
ment of investment funds and in 
higher interest, are the best way to 
slow down inflation. Underlying 
these two was the implicit assump- 
tion that inflation is unquestionably 
something we must prevent. 

I should like to object to these 
two excuses and to the underlying 
assumption. 

* * * 

In contrast to such strong opin- 
ions was the paper read by Prof. 
Lester V. Chandler of Princeton 
University, who headed the staff of 
the Douglas subcommittee in 1950. 
His paper stated, in part: 


The monetary and debt manage- 
ment policies followed since the *ac- 
cord” must be disapproved by those 
who believe that the dominant ob- 
jective of monetary policy should be 
stability of interest rates, whatever 
else may be happening in the econ- 
omy. Their criticisms need not be 
based on any real or alleged errors 
in tactics by the Federal Reserve or 
the Treasury; these critics must 
necessarily disapprove the shift of 
basic objectives. Those who insist 
on the desirability of perpetually low 
interest rates must disapprove of all 
restrictive policies, no matter how 
well justified by other considera- 
tions. And those who advocate stable 
interest rates at a high level must 


average of 4.3 years is half a year longer than it was last 


December. .. .” 


surely disapprove of the actively easy 
money policy which has been in effect 
for well over a year. For my part, 
I approve of the shift of objectives 
that has occurred since March 1951. 
This is not because I believe mone- 
tary and debt management policies 
can alone assure the attainment and 
maintenance of a satisfactory be- 
havior of employment, output and 
prices. It is only because I think 
that flexible monetary policies can 
make important contributions, where- 
as a policy dominated by the objec- 
tive of stabilizing interest rates will 
often, if not usually, accentuate in- 
stability of business activity and 
prices. 


Other Participants 


Other panel members who dis- 
cussed monetary policy and debt 
management from their respective 
viewpoints were: James N. Land of 
the Mellon National Bank and Trust 
Co., Edward S. Shaw of the Brook- 
ings Institution, Frazar B. Wilde, 
president of the Connecticut General 
Life Insurance Co., and Rudolf 
Smutny, senior partner of Salomon 
Brothers and Hutzler, bond dealers. 

The Flanders subcommittee plans 
to issue no report as a sequel to the 
hearings, being satisfied with the 
public airing that has taken place. 

In the coming session of Congress 
Mr. Patman replaces Mr. Flanders 
as chairman of the monetary and 
credit subcommittee. 

HERBERT BRATTER 
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A New Glint in the 
Eyes of Texas 


JOHN J. McCANN 


a banking skyscraper last month 

that made city planners say 
“wow!” That astonished impulse 
has re-echoed in the news far and 
wide and has doubtless set a rec- 
ord for publicity on a bank’s “open 
house.” Your reporter, thumbing 
his thesaurus dry of adjectives, will 
settle for “wow,” too! You’ve just 
got to see the new profile of Dallas, 
and be escorted through the new 
Republic National Bank building— 
and you'll agree with that succinct 
expression of awe-all-over. 

Take a yardstick and measure it 
upward—40 stories high, 598-feet 
up—the tallest building in the whole 
Southwest, and nothing topping it 
outside of New York, Chicago, and 
Cleveland. That’s really up! Girth: 


Persanking TEXAS gave the world 


Below, left, left to right: Republic’s 
President Florence, who is vice-presi- 
dent of the American Bankers Associa- 
tion; Oscar C. Bruce, chairman of 
Republic’s executive committee; Pur- 
chasing Agent Al Wigley; and Homer 
J. Livingston, president of The First 
National Bank of Chicago and of the 
American Bankers Association. Below 
right: Mr. Florence (left) with Karl 
Hoblitzelle, chairman of Republic’s 
board 


January 1955 


Right, the  sky- 
scraper’s tower, 
topped by an al- 
ready famous 
searchlight 


Below, the main 

banking room of 

Republic’s new 
home 
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Practically a city block of 871,267 
square feet of bank, store, and office 
space, which gives new ammunition 
for Texans who always delight in 
stretching achievements in the Lone 
Star State beyond imagination—only 
this time it’s a fact! 

Complexion: Depending upon an- 
gle or set of sun, the building’s out- 
side aluminum skin and generous 
expanse of glass make you more 
than ever conscious that “the eyes 
of Texas” have a new glint. Even 
when Dallas goes to bed, there’s a 


yards of rock since President Fred 


the 


beacon rotating on the building’s 
arrow-like tower that tells folks 120 
miles away that big things go on 
in Dallas. Day or night, you are 
strongly aware that this new bea- 
coned finger in the sky points to new 
and more advanced architecture for 
tomorrow’s banks. 

Some 40,000 registered SPEMBSE 
(Society for the Promotion and En- 
couragement of More and Better 
Sidewalk Engineers) officially 
watched the removal of 85,000 cubic 


MID-WINTER 
TRUST CONFERENCE... 


Make it your business to find out how 


to get More New Trust Business... 


Visit our 25th Anniversary Booth 
at the Trust Conference 


BANKS BANK 
ON 


TIME RECORDERS 


@ To provide exact. record 


of payroll time 


@ To record entry into 
deposit boxes 


LATHEM TIME RECORDER CO. 
84 THIRD ST., N. W., ATLANTA, GA. 


Gentlemen: Please send me further information, catalog and prices. 


Name 
Address 
City 


Florence personally swung the first 
dragline bucket at ground breaking 
ceremonies back on November 28, 
1950. From that point on, struc. 
tural figures became terrific. Blue 
prints, specifications, and other 
paper tallied three and one-half 
tons. It took 12,587 tons of struc- 
tural steel to erect the skeleton. 

Although it has windows on only 
three sides, except the 35th floor, 
there are still 2,735 windows, and 
enough Venetian blinds to furnish 
500 ordinary-sized homes. Made of 
blue-green Solex glass, the large 
3x 5-foot windows are pivoted at 
center so they can be rotated and 
washed from the inside. 

Two 1,000-ton refrigeration units, 
with enough cooling power for 1,000 
residences, air condition the build- 
ing during the Texas summer heat. 
The two huge boilers which provide 
steam power for year-round air con- 
ditioning will have to work harder 
during the summer to cool the struc- 
ture than they have to in winter 
to heat it. 


Elevators with a Conscience 


There are 23 automatic elevators, 
some of which attain a speed of 
1,050 feet a minute, and four esca- 
lators to handle the vertical trans- 
portation within the Republic build- 
ing. The operatorless ‘autotronic” 
elevators have a system that “re- 
members” calls in the sequence 
made, and has a ‘“‘conscience” which 
will not let calls go unheeded. 
Texans will tell you that these ele- 


(CONTINUED ON PAGE 146) 


Left to right at the dedication cere- 
monies: Mrs. William Wood McCarthy; 
Mr. McCarthy, president, The National 
Shawmut Bank of Boston; Stirling S. 
Adams, assistant vice-president, Com- 
mercial Investment Trust, New York 
City; C. John Kuhn, vice-president and 
treasurer, CIT; and James E. Grisham, 
assistant vice-president of Republic 
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Get full figuring “AUTOMATION with 


New MONRO::MATIC 


Still Another 
New MONROE! 


Here’s another completely new Monroe—the very latest 
in fully automatic calculators. 

Take zeros for example, or decimals, just two of the 
many exclusive automatic features of the new Monroe 
Simplex 8N. Both flow automatically! Or, simply touch 
a single key to square a number automatically! Multi- 
plication, division, addition, and subtraction...all your 
figuring work is turned out easily and with lightning speed, 
because it’s done automatically. And, after each problem 
the carriage automatically positions itself for the next one! 


Yet, the Monroe Simplex 8N is simplicity itself. Its 
single keyboard means more figures can be set with less 
motion. Cuts hours of figuring time to minutes. And with 
Automation doing most of the work, the operator by- 
passes hundreds of extra steps and intermediate operations. 

Your Man from Monroe will explain how to get the most 
out of Automation. Let him show you how this new 8N 
Monro*Matic flies through your figure work. He’s listed 
in your local classified telephone directory.- Monroe 
Calculating Machine Company, Inc., Orange, New Jersey. 


OPERATORS WHO KNOW... PREFER M O N RO E CALCULATING, ADDING; ACCOUNTING MACHINES 
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Scudder 


Stevens 


Fund, Inc. 


1 Money Order 
2 Register Copy 


‘, 3 Customer's Receipt 
4 


A mericant ST COMPANY 


Let American Security 


dle your 
Correspondent Needs 
in the Nation's Capital 


Security 


& TRU 
15th St. & Pennsylvania 
Washington, D. sa 
Bell, President 
INSURANCE CORPORATION 


MEMBER FEDERAL RESERV 


N. W 


MEMBER SYSTEM 


Prospectus on request: 


10 Post Office Square 
Boston 9, Massachusetts 


One Wall Street 
New York 5, New York 


117 South 17th Street 
Philadelphia 3, Pa. 


ESTABLISHED 


IN 1928 8 So. Michigan Avenue 


Chicago 3, Illinois 


Triplicating, snap-apart, 
one-time carbon . , 

MONEY ORDER SYSTEM 
with MAILING ENVELOPE 
attached to each check... 


152 Vanderbilt Ave., W. Hartford, Conn. 


Please send samples and prices on 
Envo-Checks. 


NAME ...... 


| BANK NAME ............ 


| 

J 


(CONTINUED FROM PAGE 144) 
vators with “automatic brains,” 
when idle at night, even have elec- 
tronic dreams. 

And, if you are more conscious of 
decor than lineal statistics, the bank 
interior will treat the eye to color 
harmony, furnishings, and a genuine 
warmth of welcome that set another 
new pattern for modern banking. 
Republic has one of the largest un- 
obstructed bank lobbies ever built. 
The ceiling is 23-feet above the floor 
and has recessed fluorescent light- 
ing in acoustically treated alcoves. 
Rare woods, rare marbles, and beau- 
tiful terrazzo are the predominant 
construction materials. Eighteenth 
century colors of gold, white, and 
gray are accented by golden vein 
marble from Carrara, Italy. Curly 
maple paneling and the gold and 
gray terrazzo floor are brilliantly 
complemented by gold carpeting. 
The eye is transfixed in the main 
banking room by the 333-foot curve 
of the balcony, which is faced with 
more than 3,000 square feet of pure 
gold leaf. Custom-made desks and 
other furniture, with here and there 
an eye-catching antique piece, blend 
the rooms in a fairyland splendor. 


In a Word— 


Each special feature of the build- 
ing, from its entrance for pedes- 
trians or the canopied section of the 
drive-in bank, through all depart- 
ments, including special employee 
facilities, would readily take a full 
story to describe adequately. “Wow” 
is the word for it. 

To launch the building, Republic 
invited 4,700 guests to three days 
of housewarming and high jinks. 
Receptions and luncheons, fashion 
shows, and a wind-up entertainment 
—a whoop-de-do even in Texas—pol- 
ished off the feeling that “now we've 
seen everything.” 

President Fred Florence and Board 
Chairman Karl Hoblitzelle will flatly 
deny that. They’re convinced the 
job of banking in the Southwest is 
just getting started! 


If some of us bought a house cost- 
ing twice our income, we would get 
either a wigwam or an igloo. 


A rich relative can be both close 
and distant. 
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Chase Bank Exporter Assistance 


HE Chase National Bank has an- 
© anal that it is planning to 
organize a new multi-million dollar 
corporation to meet the needs of 
United States industries for me- 
dium-term credit in financing ex- 
port trade in many areas abroad. 

The bank expects shortly to seek 
approval of the Federal Reserve 
Board for issuance of a charter to 
to a company to be organized for 
this purpose. 

Basically, the new corporation 
would purchase foreign importers’ 
notes from United States exporters, 
who would be required to participate 
in the program as shareholders. In 
addition, they would assume a share 
of the risk of financing the im- 
porters’ notes, and thus would be 
helping themselves in meeting the 
stiff competition which has devel- 
oped from several sources overseas. 
In this connection a spokesman for 
the Chase said that the bank has 
discussed its plan with executives 
of a number of important com- 
panies and has received a gener- 
ally favorable response to its pro- 
posals. 

The Chase plan is being devel- 
oped in close coordination with offi- 
cials of the Export-Import Bank of 
Washington, which institution is ex- 


Fisherman’s motto: Bait and see. 


We get depressed when we con- 
sider the homes some commercial 
home-made pies must have come 
from. 


The smallest book in the world: 
Who’s Who in Russia. : 


It must be discouraging to be a 
garage mechanic with grease on 
your hands and no steering wheel 
to wipe it on. 


The person who longs for the 
good old days when you could get 
a pound of beef for 25 cents forgets 
that he worked an hour for it. 


A woman will keep a secret she 
does not know. 
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pected to have an important part in 
the financing operations by guar- 
anteeing repayment of 25% of the 


face amount of the foreign im- 
porters’ notes when purchased by 
the corporation. 

The corporation would be in- 
corporated under a section of the 
Federal Reserve Act which relates 
to operations of this kind. 


FOR ONE BANK IN YOUR COMMUNITY 


THE BIG IDEA 


A TESTED AND PROVEN TV PROGRAM FOR BANKS* 


» RKO-Pathe filmed. 


A presentation of new, 


patented and 


unmarketed inventions in dramatic and compelling demon- 


strations, 


» CREATES: New business in your community, investment oppor- 
tunities, employment potential, all-family entertainment, Good- 
will in building America’s free enterprise system. 


ENDORSED and assisted by the nation’s leading Engineering, 
Legal and Industrial organizations. 


STARTING DATE: March, 1955. Prints, merchandise plan 
available. Call or write for details at once. 


*IN 5TH YEAR 


P.S$.F.$. 


SPONSORSHIP 
30 MIN. WEEKLY 


lor cough 


...is one of the seven common- 
est danger signals that may 
mean cancer...but should al- 
ways mean avisit to yourdoctor. 


The other six danger signals are 
—Any sore that does not heal 
...A lump or thickening in the 
breast or elsewhere...Unusual 
bleeding or discharge...Any 
change in a wart or mole... 
Persistent indigestion or diffi- 
culty in swallowing... Any 
change in normal bowel habits. 


For other facts about cancer 
that may some day save your 
life, phone the American Cancer 
Society office nearest you, or 
write to ““Cancer’—in care of 
your local Post Office. 


American Cancer Society 


Philadelphia 2 


DONN BENNETT PRODUCTIONS 


1507 Walnut Street 
Locust 7-7722 


Because we 
Work 
around 

the clock... 


YOUR 

CHECKS 

ARE 

COLLECTED FASTER 


THE NATIONAL Ci 
BANK of Cleveland 


{1845} 623 Euclid Ave. 


ans 


Member Federal Deposit Insurance Corporation 
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LARGE-SIZE 


EMBEZZLEMENTS 
SHOW SHARP 


INCREASE! 


The recent ABA PRoTEcTIVE BULLETIN 
report covering the 6-month period 
ended June 30, 1954, shows over $2.5 
million involved in 38 bank defalcations 
—compared with $1.2 million in 34 cases 
reported for the same period a year ago. 


BUT MORE SIGNIFICANT: Six of 
this year’s cases involved losses in ex- 
cess of the amounts of blanket bonds 


carried—compared with one a year ago! 


Most bankers are now changing to a 
“discovery” basis to protect against long- 
hidden losses. But their bonds may still 
be too small when these losses are finally 
discovered. Does your bond need to be 
increased in view of the significant trend 
shown above? 


Our nearest agent* can have one of our 
Bank Specialists help you review your 
bond. Call him now! 


*Write our Agency & Production Department 


if you’re not sure of his name. 


Farm Experts Optimistic 


(CONTINUED FROM PAGE 67) 


by the conference, all BANKING can 
do in this report is to give a high- 
light or two from the principal ad- 
dresses and the panel discussions, 
However, the entire transcript of 
the conference proceedings will be 
available in printed form and may 
be obtained by those desiring copies 
from the Agricultural Commission, 
A complimentary copy will be sent 
to conference speakers and dele- 
gates. 


Choosing a Farm Man 


In the discussion of the outside 
farm representative, Mr. Via was 
assisted by a panel composed of L. 
N. Burch, vice-president, The Den- 
ver National Bank; Abram Z. Gott- 
wals, farm representative, First 
National Bank of Southern Mary- 
land, Upper Marlboro; and Ted P. 
Axton, president, Lafayette (Ind.) 
Savings Bank. 

There was general agreement 
among the speakers that the bank’s 
outside farm representative has a far 
better chance of success in his job 
if, in hiring him, the bank gives con- 
sideration to these qualifications for 
the job: He should have been reared 
on the farm or subsequently had 
good basic training in farming; he 
should hold a degree in agriculture; 
he should have experience either as 
a county agent or as a vocational 
agricultural teacher, or both; he 
should be qualified by training and 
temperament to become an officer of 
the bank; and he should be ade- 
quately compensated. It was also 
emphasized that it is highly desir- 
able that the man employed should 
thoroughly understand the bank’s 
policy as to his duties, so that he 
will know exactly what it is that 
management expects of him. 


Approved Mortgage Plan 
Mr. Nowell said that after ex- 


veloped its Approved Mortgage Plan 


now being used by many banks. The 
plan: The farmer applies for a loan 
from his home bank, using an appli- 
cation form furnished by the Equit- 
able Society Farm Loan Service. An 
Equitable fieldman appraises the se- 
curity. If found satisfactory, the 
loan is approved subject to title ex- 
amination by a designated attorney. 
The bank agrees to sell and assign 
(CONTINUED ON PAGE 150) 


COMPANY 100 Broadway * New York 5,N. Y. 


FIDELITY * SURETY * CASUALTY * INLAND MARINE 
HOMEOWNERS * ACCOUNTANTS LIABILITY * AVIATION 
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Complete foreign 


banking service 


for your customers 


In these days of expanding world trade, large and 
small businesses alike are looking for answers to their 
foreign banking problems. Correspondents of The 
First National Bank of Chicago have those answers. 
The complete facilities of the Midwest’s oldest and larg- 
est Foreign Banking Department are at their service. 

For more than 90 years our family of overseas cor- 
respondents has been expanding. Today it is a network 
reaching into every corner of the globe. These banks 
are prepared to provide you and your customers with 


fast foreign collection service and up-to-date credit in- 


Epwarp E. Brown, 
James B. Forcan, 
Homer J. Livincston, 
“Water M. Heymann, 


Harovp V. AMBERG, Vice-President 
Gay orp A. FREEMAN, Jr., Vice-President 


formation on foreign firmsand corporations everywhere. 

Other Foreign Banking services include Travelers 
Letters of Credit and Travelers Checks, Foreign Re- 
mittance Service, Commercial Letters of Credit and 
Acceptances and Foreign Money Exchange. 

Complete Foreign Banking is just one of the many 
valuable services available to you. If you’d like to talk 
over the advantages of becoming a correspondent of 
The First National Bank of Chicago, just write, phone 
or wire us today. A man from The First will be happy 


to call on you at your convenience. 


Chairman of the Board 
Vice-Chairman 
President 

Executive Vice-President 


Huco A. AnperRSON, Vice-President 
HersBert P. Snyper, Vice-President 


“Bt; The First National Bank of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


January 1955 
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PENNSYLVANIA 
BANK EXECUTIVE 
PRAISES 
SCHOOL THRIFT 


School Savings Programs 


Mr. Charles E. Gibb, Executive Vice 
President of the Berwyn National Bank, 
Berwyn, Pennsylvania 


In an unsolicited letter of 
commendation, Mr. Gibb 
says this about School Thrift 


School Savings Programs. 


“Our board of Directors and my- 
self, personally, are proud to have 
given School Thrift service to our 
community for 25 years, and are 
pleased with the results." 


The original Berwyn National Bank was 
organized in 1888 and reorganized in 
1934, 


The bank serves over 2,200 checking 
accounts, 2,000 savings accounts and 
more than 1,200 School Thrift accounts 
serviced in three schools. 


School Savings Programs through 
School Thrift are simple . . . effective 
. . . inexpensive. It is the system that 
has eliminated teacher detail. 


COMPLETE 
can benefit from 


SYSTEMS 
Bank and School 


forms 
SCHOOL 
THRIFT 


INCORPORATED 


Learn today how you 


Promotional 
material 


Personal _instal- 
lation, guidance 
and service 


: 326 South Broadway, Yonkers, N. Y. 


WHY PASS UP EXTRA COMMISSIONS? 


book manufacturer nov. 
n for aggressive 
types 
check covers. Com 


ks to sell all 


WILLIAM EXLINE INC. 
ONTARIO BLDG « CLEVELAND 13, OHIO 


EXECUTIVES! Relax witha 


Raitrood 


how easy it is to enjoy the 
By pleasure of model railroading . . . 
a — busy men are looking for every- 

Whether it’s ready built equipment 
or it- kits there is everything 
you need make HO model railroading 
a ‘hobby 


Send for Free eomtectaty Model Railroading Booklet 


EASTERN MODEL RAILROAD MANUFACTURERS ASSOC., INC. 
(Dept. B) P.O. Eox 4290, Phila. 44, Pa. 


(CONTINUED FROM PAGE 148) 
the loan to the Society at the end 
of two years, or earlier at the bank’s 
option. When the loan is closed by 
the bank for its account, the So- 
ciety enters into an extension agree- 
ment with the borrower, extending 
the term to 15, 20, 25 years, or 
longer, and modifying the repay- 
ment schedule in accordance with a 
standard Society amortization plan. 


King Cotton 


Dr. Horn summarized his able dis- 
cussion of what is happening with 
cotton by stating that “competition 
requires us to push hard on efficient 
production, and likewise it requires 
us to push hard toward better qual- 
ity, strongly promoted. None of this 
looks easy, but it all fits into the 
American scheme of progress. For 
virtually all commodities and ser- 
vices in this American economy, 
competition raises questions about 
the future. But few things are more 
certain about it than this: that there 
will be an expanding market for 
fiber in this country and throughout 
the world. Within that market, cot- 
ton has some big problems, but it 
has also had some experience and 
success in meeting them. It has 
made some very reassuring progress. 
If we invest our money and our tal- 
ents in its future, with the confidence 
and alertness it deserves, the prog- 
ress has only just begun.” 


Farm Objectives 


Dr. Wood asserted that “perhaps 
the most difficult thing that we face 
is to agree upon the objectives of 
our farm program. As yet, our ob- 
jectives are not too clear. What are 
we really seeking to do with our 
farm program? Are we trying to 
maintain farm prices at present 
levels? Are we seeking to maintain 
farm income at present levels or 
some desired level? Is our objec- 
tive to provide an abundant supply 
of food to consumers at reasonable 
prices? Is our objective sound soil 
conservation? Is our objective to 
expand foreign markets or farm 
products? These are questions which 
we must answer if we are to improve 
successfully our present farm pro- 
gram.” 


Use of Political Power 

Dr. Aull pointed out that “price 
maintenance is only one of the pol- 
icy questions before the American 
people. Emphasis on this question 


has obscured the importance of 
other areas of attack on the farm 
problem. Among these may be men- 
tioned farm credit, taxation, land 
utilization, tenure, industrialization, 
cooperative organization, interna- 
tional trade, health, housing, re- 
search, and education. 

“The U. S. domestic policy of at- 
tempting to increase farm income 
by supporting U. S. farm prices at 
levels above the world market has 
necessitated a U. S. foreign policy 
which imposed restrictions on im- 
ports and required subsidization of 
exports. Both of these constitute 
an unwise use of political power; 
and subsidies, in particular, are 
frowned upon by most nations.” 


The Outlook Is Bright 


“When the final figures are in 
for 1954,” said Dr. Earl L. Butz, 
“the record will show it to be the 
second biggest year of economic ac- 
tivity in the history of America. 
In my book, the second biggest year 
for business in our history is a long, 
long way from the kind of depres- 
sion some of our late prophets of 
gloom would have us believe.” 

Continuing, the Assistant Secre- 
tary said that “now that the eco- 
nomic transition of the past year 
is over, and our economic growth 
curve has resumed its upward trend, 
business activity is bound to reach 
levels higher than those which pre- 
vailed at the peak of 1953. This may 
occur as early as the last half of 
1955.” 

Speaking on the outlook, Dr. Butz 
said: 

“The outlook for the American 
economy beyond 1955 is likewise 
good. There will inevitably be pe- 
riods of modest adjustment, such as 
we experienced early in 1954; but 
we must be prepared to ‘ride them 
through’ just as we did the recent 
adjustment. The decline in business 
activity from the peak levels of the 
Korean War period to last summer 
turned out to be one of the mildest 
on record. All the shouting about 
it was more political than economic. 
The shift from a war economy to 4 
semipeace economy occurred with 
remarkably little disturbance—much 
less than in 1948-49.” 

Much of the planning and respon- 
sibility for the smooth functioning 
of the conference was handled by 
Deputy Manager Brown and Com- 
mission Secretary Edgar T. Savidge. 

Mary B. LEACH 
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NEWSPAPER ADS LIKE THIS Are Regularly 


Which |) -a Regular or 


Should ThriftiCheck 
You Personal 


Checking 


Aceount’ e 


Have 


In cENeRAL, if you expect to draw lots of 
checks and maintain a substantial balance, you 
will prefer a Regular Checking Account. 

But if you want a simplified plan, with no- 
minimum-balance, you will probably prefer a 
TurirtiCHeck Account. 


With a TurirtiCueck Account your name is 
imprinted, free on all your checks. You pay- 
in-advance a small amount for each book of 
checks. You keep as much or as little as you 
want on deposit. You enjoy the same advan- 
tages of convenience and safety as do Regu- 
lar Checking Account customers. 


Let us help you decide which type of account is 
best for you—a Regular Checking or THRIFTI- 
Cueck Account! 


BANK NAME 


Supplied At No Cost 


10 Check 


CLIENT BANKS 


Tus advertisement is 
one of a series of twelve available in 
mat form to all TurirtiCHEcx client 
banks for their local use. 

Each of these twelve advertise- 
ments presents the advantages of 
regular checking accounts and of 
TurRIFTICHECK accounts—and urges 
people to choose the type of service 
best suited to their individual needs. 

Also included in TurirtiCHEcx’s 
Advertising Kit for the first quarter 
of 1955 are fifteen 60-second and 
fifteen 30-second radio commercials, 
lobby posters, counter cards, and lay- 
outs for bus card and bill board ad- 
vertising — all promoting the same 
theme as the newspaper series. 

Comparable advertising materials 
are forwarded to THrirtTiCHECK 
client banks quarterly, free of charge. 


TuHriFTICHECK’s advanced im- 
printing equipment and complete 
operating supplies are also forwarded 
without cost to client banks. 

If TurirriCHeEck service is not 
already established in your area, why 
not investigate the opportunities it 
offers for extending your banking 
services profitably? 


Mats for this two-column ad 
are also available for one 
and three columns. 


THRIFTICHECK SERVICE CORPORATION 


SUCCESSOR TO BANKERS DEVELOPMENT CORPORATION 
100 Park Avenue New York 17, N. Y. 


January 1955 
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THE CANADIAN BANK OF COMMERCE 


HEAD OFFICE - TORONTO 


STATEMENT AS AT OCTOBER 31, 1954 


ASSETS 


Cash Resources (including items in transit) $ 318,359,590 


Government of Canada 


Securities Not exceeding 608,132,429 
Provincial, Municipal | market value 
and Other Securities 


Call and Short Loans (Secured) 


Total Quick Assets 
Loans and Discounts 


185,785,902 
77,779,738 
$1,190,057,659 
797,101,541 


Mortgages and Hypothecs insured under 
the N.H.A., 1954 


Customers’ Liability under Acceptances, 
Guarantees and Letters of Credit, as 
per contra 


5,815,496 


29,813,441 
19,396,069 
16,532,764 
._$2,058,716,970 


Bank Premises 


LIABILITIES 


Acceptances, Guarantees and Letters of 
29,813,441 
8,589,769 
$1,977,069,322 
30,000,000 
51,000,000 
647,648 


Total Liabilities to the Public 
Capital Paid Up 
Rest Account 
Undivided Profits 


Total Liabilities $2,058,716,970 


STATEMENT OF UNDIVIDED PROFITS 
Year Ended October 31, 1954 


Balance of profit for the year before the undernoted deductions but after appropriation to contingency 


reserves out of which full provision has been made for bad and doubtful debts 
Less: Provision for depreciation on bank premises............... 


Provision for Government of Canada taxes 


Balance available for distribution... 


Balance of undivided profits October 31, 1953 


Transferred to Rest Account e 
Balance of undivided profits October 31, 1954 


JAMES STEWART 
PRESIDENT 


$14,896,379 

$1,685,029 
6,807,000 8,492,029 
$ 6,404,350 
3,600,000 
$ 2,804,350 
843,298 

$ 3,647,648 
3,000,000 
$647,648 


N. J. McKINNON 
GENERAL MANAGER 
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Ewin wi win 


New Books 


Taxes 


MONTGOMERY’S FEDERAL TAXES. 
Ronald Press, New York. $15. 
This 35th edition of a familiar hand- 
book considers pertinent provisions 
of the Internal Revenue Code of 
1954. It places greater emphasis on 
constructive tax planning, covers 
proprietorships as well as corpora- 
tion and partnerships, and includes 
personal tax questions for the salary 
earner and investor. The single 
book replaces the several volumes 
of previous editions. It is edited by 
Philip Bardes, James J. Mahon, Jr., 
John McCullough, and Mark E. 
Richardson, partners in the account- 
ing firm that formerly included the 
late Robert H. Montgomery, orig- 
inator of the handbook in 1917. 


Commercial Law 


CREDIT MANUAL OF COMMERCIAL 
Laws. National Association of 
Credit Men, New York. 830 pp. $10. 
Here is the 1955 edition of an an- 
nual reference work for credit and 
other financial management. Spe- 
cial attention is given to a study of 
the Internal Revenue Code of 1954 
from the standpoint of service to 
treasury and credit operation. New 
features include a glossary of in- 
surance terms, and definitions and 
classifications of stock certificates, 
trusts and bonds. 


Banking in 16 Countries 


BANKING SYSTEMS. Edited by Ben- 
jamin Haggott Beckhart. Columbia 
University Press, New York City. 
916 pp. $13.50. Here is the successor 
to Foreign Banking Systems, edited 
several years ago by Professor 
Beckhart and the late H. Parker 
Willis. Offered as “a definitive com- 
parison and authoritative account of 
the banking systems of 16 coun- 
tries,” each of which is covered by 
a different author or authors. The 
chapters’ common theme is the adap- 
tation of the various credit systems 
to the economic organizations of 
their nations. 


Branch Banking 


MONOPOLY AND COMPETITION IN 
BANKING. By D. A. Alhadeff. Uni- 


January 1955 


Great basketball stars — also wise financial 
institutions — don’t rely on chance to 
raise the score. They follow the game closely and, 
with enterprise and caution set up their 
plays. The results are recorded on the scoreboard. 
At Continental Bank, skilled personnel 
is at work chalking up record gains for our 
customers. The growth of our Bank over 
a ten-year span, for instance, is proof of heads- 
up thinking. In 1944 our total resources 
were $30,722,922.63. Our latest published statement 
for the year 1954 show resources of better 
than $70,000,000. If you have business transactions 
in our Intermountain West, why not let us 
“star” for you? 


The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Street 


—where banking is everybody’s business 


Member Federal Reserve System @ Member Federal Deposit Insurance Corporation 
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POST-TO - CHECK USERS REPORT 
PERSONNEL SAVINGS AVERAGING 


38.5% 


THESE ARE USERS FIGURES! 


From banks which have Post- 
To-Check in everyday use, 
and are getting the savings 
mentioned, plus... better 
control, more usable floor 
space, higher employee mo- 
rale, fewer errors, and an 
even daily work load... with 
a lower capital investment! 


YOUR fe Febute REPRESENTATIVE HAS ALL THE FACTS! 


He carries the most complete Post-To-Check portfolio available. 
The full story, operational diagrams, current users facts and 
figures, and a survey form which will quickly tell you what the 
Post-To-Check possibilities are in YOUR BANK. 


HE ALSO OFFERS THE MOST COMPLETE LINE 
OF POST-TO-CHECK EQUIPMENT AVAILABLE! 


UW FIVE TYPES OF POST-TO-CHECK TRAYS 


~~ FOUR STYLES OF POST-TO-CHECK POCKETS 


ALL FORMS — STANDS — INDEXES — SORTERS 


oe”) =6TWENTY TRAY HOUSING STYLES — PLUS CUSTOM BUILDING 


FIVE Types oF 
FIRE PROTECTIVE 
INSULATION . . . 
FOR SAFE STORAGE 
AT THE POINT-OF-USE 


ORPORATION 


CEDAR RAPIDS, IOWA 


THERE IS MORE Le frebure POST-TO-CHECK EQUIPMENT IN USE 
THAN ALL OTHER MAKES COMBINED BECAUSE BANKS KNOW 


Le — AND Le frebure KNOWS POST-TO-CHECK! 


versity of California Press, Berkeley, 
236 pp. $4.50. The assistant profes- 
sor of business administration at the 
university puts his major emphasis 
on concentration in the form in 
branch banking, and his analysis ig 
based on the California experience, 
The study develops “a systematic 
theory of banking markets showing 
the major forces affecting them” 
and analyzes statistically the effects 
of concentration on the markets’ op- 
eration. The author uses operating 
ratios of individual branch banks 
and compares branch and unit per- 
formances, giving data for interest 
rates, costs, output and profits. 


Other Books 


.HuGH Roy CULLEN: A STory or 
OPPORTUNITY. By Ed Kilman and 
Theon Wright. Prentice-Hall, New 
York. 369 pp. $4. The biography of 
the ‘“‘king of the Texas wildcatters,” 
who has given $160,000,000 to the 
Cullen Foundation which distributes 
funds for philanthropic purposes. 

How TO INVEST WISELY. By Stan- 
ley D. Ryals and EF. C. Harwood. 
Arco Publishing Co., Inc., New York. 
112 pp. $2. An American Institute 
for Economic Research book for the 
layman. 

1955 INFORMATION PLEASE AL- 
MANAC. Macmillan, New York, $1 
paper; $2 cloth. The new edition 
contains recipes provided by many 
famous restaurants, income tax 
help, a section on new words, words 
frequently misspelled, and trouble- 
some pronounciations. There are 
the usual reviews of the year and 
general information. 


The man who has holes in his 
socks should either get married or 
divorced. 


A person may know his own mind 
and still be ignorant. 


Beauty is worth more than brains 
to a girl, because the average man 
can see better than he can think. 


The horsepower of our cars is in- 
creasing about 10% faster each year 
than the horsesense of our drivers. 


A far-sighted office employee is 
one who asks for. a desk away from 
the door so he won’t get killed at 
five o’clock. 
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John Smith 


relaxed last week... 


PAY 


DUE THIS WEEK: ty 


January 1955 


Ff felt good to sit back and know that the last mortgage payment 
was really made. Now Marian and the boys would have a safe home no 
matter what happened. Somehow it made a fellow feel fine and fit and 
ready for life’s next adventure. 


Watching the smoke curl lazily from his oldest—and smelliest—briar 
he thought of that time fifteen years ago when he had gone into the lobby to 
make that Christmas Club payment; remembered clearly the sign that said 
‘own your own home,” recalled too how friendly the teller had been in 
directing him to the mortgage officer. It seemed like yesterday—and here he 
was lord of his castle and owing no man a penny. 


Every day Christmas Club is bringing people like John Smith to 
America’s financial institutions. Here they become prospects for savings, 
for loans, for mortgages and every other individual service you 
have to offer. 


If you would like to know how a new Christmas Club can help you— 
or how your present Christmas Club can bring in more prospects for other 
services why not ask us to send in the Christmas Club man. There’s one 
near you and he’s fully capable of helping you set up a new club or make 
an old one more productive. 


VACATION CLUBS e SCHOOL SAVINGS e ALL PURPOSE CLUBS e TAX CLUBS 


islmas Ahristnas duh 


Corporation 
FOUNDED BY HERBERT F. RAWLL 
230 PARK AVENUE, NEW YORK 


sit STAFF MEMBERS THROUGHOUT AMERICA 
BUILDS CHARACTER e BUILDS SAVINGS e BUILDS BUSINESS FOR FINANCIAL INSTITUTIONS 
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Does Your 


Trust Advertising 


PROVE 


Its Power? 


The same POWER that causes 
persons on your mailing list to ask for 
a master booklet, or for more facts, will 
cause many of them to make wills nam- 
ing your bank executor or trustee, or to 
use your other Trust Department ser- 


vices. 


For many banks from coast to 
coast, trust advertising by Purse is 
bringing an amazing number of inquir- 
ies . . . and business directly traceable 
to that advertising. 


If your trust advertising is not 
proving its power, your next step should 


be to ask for facts about Purse service, 
without obligation. 


THE PURSE COMPANY 
Meadguarters for Trust pbduertioing 


CHATTANOOGA 2, TENNESSEE 
NEW YORK CHICAGO BIRMINGHAM 


BANKING’S ADVERTISERS 


January 1955 


Abbott Laboratories 

Allis - Chalmers Manufacturing 
Company 

Allison Coupon Company, Inc.. 

American Appraisal Company. 

American Automatic Typewriter 
Company 

American Bankers Association. 

American Cancer Society 

American Express Company... 

American National Bank and 
Trust Company of Chicago. . 

American Security & Trust Com- 
pany 

American Sign and _ Indicator 
Corporation 

American Surety Company .. 

American Telephone & Tele- 
graph Company 

Aro Equipment Corporation, The 

Asbestos-Cement Products As- 
sociation 


Banco Comercial Antioquenc. . 
Banco de Credito del Peru... 
Bank Building & Equipment 
Corporation of America. 122, 
Bank of America N.T. & S.A., 
San Francisco 
Bank of Montreal 
Bank of Nova Scotia 
Bankers Trust Company 
Bennett Productions, Donn 
Burroughs Corporation 
93, 116, 


Canadian Bank of Commerce, 
The 

Cascade Paper Company 

Chase National Bank 
City of New York, The.... 

Christmas Club, A Corporation 

Chrysler Corporation (Airtemp 
Division) 

Citizens National Trust & Sav- 
ings Bank of Les Angeles. . 

City National Bank and Trust 
Company of Chicago 

Colorado Insurance Group 

Commerce Clearing House, Inc. 

Continental Bank & Trust Com- 
pany of Salt Lake City 

Continental Illinois National 
Bank and Trust Company of 
Chicago 

Curtis 1000 Ine. 


Delbridge Calculating Systems, 
Inc. 

De Luxe Check Printers, Inc... 

Downey Company, The C. L.... 


Eastern Model Railroad Manu- 
facturers Association, Inc... 
Exline, Inc., William 


Federal Life & Casualty Company 


Cover Il 
First National Bank of Arizona 126 


First National Bank of Chi- 
cago, The 

First National Bank of Memphis, 
The 

First National Bank of Phila- 
delphia, The 

Foremost Insurance Company. 

Fowler and Associates, Dick, 
Advertising 


Fuji Bank, Ltd., The 


Gunzer Publications 


Halsey, Stuart & Co., Inc 
Hammermill Paper Company 


Harter Corporation 
eos Fire Insurance Com-) 


Accident & Indem- 
nity Company 

Hartford Livestock Ineurence) 
Company 


Heller & Company, Walter E.. 


International Harvester 


Kennedy Sinclaire, Ine. 


La Mente & Son, George 
Lathem Time Recorder Company 
Lawrence Warehouse Company 
LeFebure Corporation 


Marquette Cement Manufactur- 
ing Company 

Massachusetts Investors Trust . 

Publishing Com- 


Merrill Lynch, Pierce, Fenner 
& Beane 

Metal Products Engineering, Inc. 

Meobile-Home Agency, Inc..... 

Monroe Calculating Machine 
Company, Inc. 

Mosler Safe Company, The. 132, 

Mullins Manufacturing Cerpora- 
tion 

Murphy Products Company... . 


National Broadcasting Corpora- 
tion (Film Division) 
National Cash Com- 


pany, The Cover IV 


National City Bank ot "lane 
land, The 

National City 
Yerk, The 

National Gypsum Company.... 

National Homes Corporation . 

New York Terminal Warehouse 
Company 

News Map of the Week, Inc... 


Philadelphia National Bank, The 125 
9 


Phileo Corporation 

Pittsburgh Plate 
pany 

Purse Company, The 


Quality Products Company, Inc. 


Ralston Purina Company 
Rand McNally & Company 
Recordak Cerporation 

sidiary of Eastman Kodak 


Republic National Bank of Dal- 
las 
Royal Bank of Canada, The. 


Schoo! Thrift, Ine 

Seudder, Stevens & Clark Com- 
mon Stock Fund, Inc. 

Seeburg Corporation, J. P. .. 

Standard Paper Geods Manufac- 


ThriftiCheck Service Corporation 15] 
1 


Tom Thrift Enterprises 


United Fruit Company 
Bronze Sign Com- 


United Fidelity & Guar- 
1 


anty Company ... 
United States Steel eae, Inc.. 
Union Pacific Railroad 


Valley National Bank, Phoenix 22 


Watson Manufacturing Com- 
pany, Inc. 


York Tabulating Service, Inc.. 
Youngstown Kitchens 


18 
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The OUTLOOK 
and Condition of Business 


(CONTINUED FROM PAGE 37) 


On Agricultural Loans—All respondents directly 
concerned with agricultural loans indicated that these 
loans are likely to remain stable in the first six months 
of 1955. 


INTEREST RATES 


Most of the contributing bankers expect interest 
rates to remain stable at present levels. 


St. Louis District (8) 


BUSINESS OUTLOOK 


The economy of the St. Louis District is highly 
diversified. As a result, respondent bankers anticipate 
that the trend for the area will be close to the trend 
for the nation as a whole. The expectations generally 
are that business will be stable or better in the first 
six months of 1955. 


CREDIT DEMAND 


On Commercial Loans—Commercial loans are ex- 
pected to follow previous patterns and experience a 
seasonal downturn in the first six months of 1955 at 
about the same level as in 1954. 

On Consumer Credit Loans—Cooperating bankers 
feel that the level of consumer credit loans will be 
maintained or show some increase, and will depend 
on the response to the sale of new automobiles. 

On Real Estate Loans—The volume of mortgage 
loans is likely to be larger for the first half of 1955, 
as it is anticipated that construction activity will con- 
tinue on a high level. 

On Agricultural Loans—Most respondents expect 
an increase, as the severe drought in 1954 may force 
farmers to borrow in order to plant the 1955 crop. 


INTEREST RATES 
Very little change in interest rates is expected in 


OF DOLLARS 


x 


22 


CLASSIFICATION OF BANK LOANS 2 

AND INVESTMENTS—Other than U. S. & 

Government securities, member 

banks. From Board of Governors, 
Federal Reserve System 


REAL ESTATE /— 
| 


January 1955 


COMMERCIAL 
INCLUDING OPEN-MARKET PAPER 


this District for the first half of 1955, unless there is a 
change in Federal Reserve policy. 


Minneapolis District (9) 


BUSINESS OUTLOOK 


The general opinion is that business conditions gen- 
erally for the first six months of 1955 in this territory 
will be good. Spring wheat prices have held up well, 
with the result that farm income has been running 
better than the national average and possibly will 
continue to do so, at least for the first half of next year. 
This and the continued good employment will have 
a favorable effect on retail trade, possibly to the point 
where it might be somewhat better than it was in the 
first six months of 1954. 


CREDIT DEMAND 


On Commercial Loans—It is expected that commer- 
cial loans will remain constant. In the Twin Cities, 
while bankers are inclined to agree with this, they feel 
that if there is any change, it will be to a lower figure. 

On Consumer Credit Loans—All sources indicate an 
expectation that there will be some moderate increase 
in consumer credit loans. 

On Real Estate Loans—In the majority of cases, it is 
expected that real estate loans will continue to show 
some further moderate increase. 


On Agricultural Loans—Replies on agricultural 
loans differ in different parts of this territory. South 
Dakota is looking for no particular change. In the 
Red River Valley in North Dakota, it is expected that 
loans will increase. In some spots in southern Minne- 
sota, feeder loan demand is down and there may not 
be a very important increase in that area. Over all, 
it is not anticipated that the change would be very 
important. 


INTEREST RATES 


It is expected that rates on commercial loans will 
change very little. Certainly any change will be toward 
a lower level, unless there is an unexpected increase 
in business activity and a strong demand for bank 
loans. Rates on consumer credit loans are firm, but 
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there is a definite sign of weakness on the conven- 
tional real estate mortgage rate. 


Kansas City District (10) 
BUSINESS OUTLOOK 


Business in this District continues to show improve- 
ment. However, in the areas where the drought has 
been most severe, it is less pronounced. This is due to 
reduced income of the farmers and cattle raisers. Some 
moisture during the first six months of 1955 will help 
toward a continued improvement in the principal in- 
dustries and business conditions. A cautious attitude 
is noticeable in expanding oil operations. Farm com- 
modity prices are somewhat lower, cattle prices have 
been improving. 


CREDIT DEMAND 


On Commercial Loans—Commercial loans have held 
up better in this District than in others. Very little 
change is expected during the next six months. 

On Consumer Credit Loans—There probably will be 
a small increase. 

On Real Estate Loans—Probably a 5% to 10% 
increase will occur. 

On Agricultural Loans—There will be no appreciable 
change in agricultural loans due to drought conditions. 


INTEREST RATES 


Interest rates should be fairly steady at about the 
present rates, except in a few categories where there 
may be a reduction of %4 of 1%. 


Dallas District (11) 


BUSINESS OUTLOOK 


While business has been somewhat spotty in Texas, 
the present over-all level of economic activity has been 
satisfactory. It is noteworthy that practically every 
businessman talked to seems to have confidence about 
the coming year. There have been some adverse mois- 
ture conditions over broad areas, but the agricultural 
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picture is proving much better than was earlier ex- 
pected, and more particularly does this pertain to 
cotton in the western portion of the state. The oil 
industry seems to be giving fairly good account of © 
itself and seems to be much more confident at this | 
time than it did six months ago in the stability of prices ~ 
of crude oil and refined products. 


CREDIT DEMAND 


On Commercial Loans—Some increase. 

On Consumer Credit Loans—lIncreasing. 

On Real Estate Loans—lIncreasing. 

On Agricultural Loans—Current crop loans down. 
New crop loans up. 


INTEREST RATES 
Interest rates should be steady to firm. 


San Francisco District (12) 


BUSINESS OUTLOOK 


Generally the outlook for the first six months of ~ 
1955 is good. All basic Pacific Northwest industries | 
have strong elements. There can be added an im- q 
pressive array of industrial expansion that means | 
construction employment, and new permanent payrolls. % 


CREDIT DEMAND 


On Commercial Loans—These loans are pretty well | 
stabilized with a possibility that there might be some ~ 
slight increase during the first half of 1955. —— 

On Consumer Credit Loans—There are possibilities ~ 
of a moderate upward trend the first part of 1955. 

On Real Estate Loans—The trend varies, of course, | 
in the different areas of this District, but it was felt E 
that real estate loans had reached a leveling off or @ © 
sideways movement. 3 

On Agricultural Loans—There should be no change | 
in the amount. 


INTEREST RATES 


No material change is expected, although there : 
might be some slight pressure on the down side. 
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